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National Credit Release Program 


AND THE LUMBER INDUSTRY 


The government at Washington has undertaken the most 
ambitious program of conscious and studied solution of busi- 
ness depression that has ever been undertaken by a govern- 
ment. This seeks to dissipate the long-continued 
paralysis of business, by means of nation-wide 


program 
American 
credit release. 

It denies the venerable theory that there is no cure for a 
business crisis—that it must be allowed to run its course. It 
assumes that just as modern science cures diseases of the 
body that were once passively and prayerfully allowed to take 
their course to death or nat- 
ural recovery, it is possible 
to cure economic ills by an 
intelligent process of treat- 
ment. 

Admittedly it is a great 
experiment, which has many 
dubious Only the 
event can properly appraise 
it. But it, or something like 
it, was inevitable. The pop- 
ular demand for the govern- 
ment to do something had 
become irresistible. The pre- 
scription is based on the 
diagnosis that the country is 
suffering from a congestion | 

} 


critics. 


of credit which at this stage 
is mainly due to a general 
fear complex. 

Business men are afraid; 
bankers are afraid. ‘Safety | 
first” has become the uni- | 
versal business slogan. En- 
terprise is dead. 
the volume of potential 
credit is as great as it ever was. The mountain of Federal 
Reserve credit has been hardly scratched. The banks have 
almost as large a volume of potential bank credit at their 
disposal as they ever had. Ali the bank failures have not 
reduced deposits by 4 percent. 

Do you realize that the prosperity of recent years was based 
almost entirely upon bank credit? Actually there is more 
money in circulation now than at any time during the boom 
years. It was not gold or money that made things move in 
the active years between 1922 and 1929; it was bank credit, 
which enabled you to write your own money—checks on your 
account. Since the banks have become fear-bound, check- 
money has become scarce and inadequate. We are without a 
sufficient supply of the medium with which we do business 
in America. The five or six billions of official money in circu- 
lation at any time is but a drop in the bucket compared with 





Part of an address by 
WALTER F. SHAW, by the 


trade extension manager 
of the 
Manufacturers’ 
tion, Washington, D. C.., (1) 
before the annual conven- 
tion of the Southwestern 
Lumbermen's Association, 
at Kansas City, Mo., Jan. 
29, 1932. (4) 


And yet — ae 


the thousand billions of annual business turnover in the 
United States in normal times. It is the check-money, the 
billions of bank deposits that normally turn over eighty times 
a year, with which we do business. When this country can’t 
write bank checks freely its business hibernates. 

The counter-attack on depression consists first and foremost 
of the newly authorized Reconstruction Finance Corporation, 
a purely governmental corporation, led by General Dawes and 
Governor Meyer of the Federal Reserve Board. This corpora- 
tion purposes to slay business fear by providing means of 
support and rescue for busi- 
ness agencies that stand at 
key points in the opposition 
to the forces of business de- 
struction and fright. With 
all the strength of its cap- 
ital of 500 millions advanced 
Treasury of the 
United States, and _ that 
which may be derived from 
1,500 millions of proceeds 

Lumber of its government-endorsed 
Associa- bonds, it will come to the 

hard money relief of: 

The surviving banks 

of all sorts, including Fed- 

eral Land banks, Joint Stock 

Farm Loan banks and Agri- 

cultural Intermediate Credit 

banks. (2) The suspended 

banks. (3) The railways. 

The trust companies. 

(5) The exporters. (6) Build- 

ing and Loan associations. 

7 (7) Agricultural and _live- 

stock credit corporations. 

(8) Insurance companies. (9) Distressed small farmers. (10) 
Credit unions. (11) Mortgage loan companies. 

Attacking the enemy on a wider front and a much larger 
scale, the Reconstruction Finance Corporation is expected to 
eliminate most of the distressed selling which has marked 
down the whole United States to incredible depths. It is fear 
and its consequences which have caused common stocks to 
sell for prices that give them an aggregate value less than 
the cash in some corporation treasuries, that have reduced 
real estate, that have curbed mortgage loans, that have pre- 
vented building financing, that have lowered commodities, 
especially raw materials like lumber, to wholesale levels that 
are below the cost of production and have made it impossible 
for the retailer to give it away. 

To further allay fear the government is bringing forward 
a whole flock of other measures, such as: [Turn to page 45] 
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TRADE MARK REG. 
Dealers profit by selling 
the fence with “The Knot 


That Can’t Slip” and only 


one dealer in each territory has the line. 





Dealers Report that there is an ever increasing 
demand from farmers for “The Fence With the 
Knot That Can’t Slip.” 







ROOFING 


And Other Items 
In One Car: 


In addition to a complete 
line of fence, nails and 
wire, we also manufac- 
ture a complete line of 
steel roofing and sheet steel pro- 
ducts. You can reduce your stock 
investment and increase your profits 
with Continental products. 


Write today for information about the 
yy" Exclusive Pioneer Franchise. 


Ww” CONTINENTAL 
STEEL CORPORATION 


KOKOMO, INDIANA 
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are sold only through 


RETAIL LUMBER TRADE 
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Full line of ROWE LADDERS 
Light.strong. balanced. easy tohandle 


Write today for Rowe’s 1932 ladder price list. It 
quotes surprisingly low prices on all styles of Common 
and Extension Ladders, Step Ladders, Decorators’ and 
Painters’ Ladders, Trestle Ladders, Fruit Pickers’ 
Ladders, etc. 


BULL'S EYE LADDERS give extra 
value--extra safety at no extra cost 


The side rails of every Bull’s Eye Ladder are made 
only of Clear, Straight Grained Ladder Stock. 
Either fir or spruce material can be furnished. Noth- 
ing but clear hickory ladder rungs used. Every side 
rail and every rung tested before being put into a 
ladder. 


Freight Saving 


By combining your Ladder orders with your orders 
for Rowe “Can’t-Sag” Gates, Ro-Way Overhead Type 
Doors, Trellises, Pergolas, Arches, Lawn Seats, Picket 
Fencing and other Rowe Products, you are able to 
make a considerable saving. 


WRITE FOR THE ROWE LADDER CATALOG 
AND LUMBER DEALERS’ PRICE LIST 


ROWE MANUFACTURING CO. car 








187 Adams Street 
ESBURG, ILL., U.S.A 








ENTO STEEL SASH CO. 





VENTO PREMIER 


The Basement Window That 
Sells Itself to American 
Housewives 


The unequalled convenience 
and all around superiority of 
this window makes it an out- 
standing profit producer in 
every dealer's line. Write for 
catalog showing the "Premier" 


¢ @) | and other Vento profit makers. 





Puttyless Windows for Basements, Bybeb ea ately 


jarages,Factories,Barns,etc MANA Rane? Gy 
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Local Dealers Complain of 
Effects of National 
Advertising 


EPRESENTATIVES of the 

AMERICAN LUMBERMAN hear fre- 

quent complaints by retailers that 
the national advertising done in popu- 
lar magazines is not only making their 
own work harder but is demoralizing 
the retail trade in general. 

One of the factors involved is the 
old saw that a little knowledge is a 
dangerous thing. Prospects, perhaps 
not known by local dealers to be con- 
sidering the building of a house, begin 
reading anything they can lay hands 
on dealing with construction. Natur- 
ally much of this is popular advertis- 
ing. They read the positive state- 
ments designed to create sales for a 
particular line, and they gradually 
come to the conclusion that this line 
is the only one from which a good 
house can be built. 

It may be a brand of material not 
carried in the local yards. It may be 
interior trim, or roofing, or water 
pipes. These uninformed advertise- 
ment readers have no way of checking 
the alleged quality of these articles 
against those carried by the local 
yards. The quality, indeed, may by 
actual test be inferior to the materials 
locally handled. The result is the 
same. They come in, demanding these 
special items, and ready to believe that 
local service is inferior or dealers 
actually crooked when they are met 
with other and equally good or per- 
haps even superior lines. Sometimes 
customers lose their tempers; still 
more often, they lose their desire to 
build. Advertising supposedly aimed, 
in part at least, at increasing the vol- 
ume of building, actually diminishes 
it, and creates suspicion and ill will. 

The matter turns upon different 
theories of salesmanship. The retailer 
holds that a customer needs advice and 
direction in the difficult and unfamiliar 
matter of building a house, quite as 
much as he needs materials. He can 
not, as is possible when buying a car, 
take his completed house off the floor 
and drive it home. His house will 
never be exactly like any other house, 
no matter if it is built from the same 
plans; and he needs much expert engi- 
neering and mercantile servic:: which 
only the dealer and the builder can 
supply. To interfere in details, with- 
out being able to manage and direct 
the whole project, is to throw local 
methods out of gear. 

The real purpose of this popular 
advertising of course is to bring pres- 
sure upon dealers to stock particular 
lines. But the process of doing it 
brings endless confusion into the re- 
tail field; and this field and its ef- 
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ficiency are of immense importance 
to manufacturers as well as to dealers. 
The dealer believes that this wholesale 
and manufacturing sales effort should 
be aimed directly at him. He is willing 
to consider arguments carefully. But 
he does not like the idea of this hap- 
hazard and but partly informed pres- 
sure that is brought to bear by the 
wasteful method of disorganizing his 
own trade and making his own cus- 
tomers uselessly dissatisfied. 

Naturally, in return for this consid- 
eration the retailer must feel a_ re- 
sponsibility to advertise the lines he 
does carry in a full and reasonable 
way. Doubtless some retailers fail in 
part in performing this duty. But 
especially at a time when trade is more 
than normally sluggish there should 
be fuller co-operation between manu- 
facturer and retailer in dealing with 
the public. Needless confusion is now 
more than normally destructive. 





There Is Comfort in the 
Fact That History 
Repeats Itself 


NUMBER OF public 
and writers have been 


lot of fun during the 
months by solemnly reading, or print- 
ing, certain gloomy statements and 
dire predictions regarding business and 
international conditions. Then, when 
the corners of the mouths of their hear- 
ers or readers had assumed the appro- 
priate downward slant, these speakers 
or writers have suavely explained that 
the statements quoted were originally 
spoken or printed fifty or seventy-five 
years ago, and referred to conditions 
that existed then. 

As some of these excerpts have por- 
trayed with almost uncanny accuracy, 
and in considerable detail, conditions 
now prevailing, or that have prevailed 
in recent months, it is not strange that 
the average man assumes that he is 
getting the latest “low-down” on the 
situation. And, as a matter of fact, 
he is doing so, for as Solomon sagely 
observed: “The thing that hath been, 
it is that which shall be; and that 
which is done is that which shall be 
done; and there is no new thing under 
the sun.” 


speakers 
having a 
last few 


This very fact that human events 
run in cycles should be a chaser of 
fear and a tonic to confidence. History 
does repeat itself, which is only an- 
other way of saying that the law of 
cause and effect is always in force. The 
causes which produced the effect that 
we all deplore are well known to 
everyone; and observers of current de- 
velopments can see in increasing op- 
eration the forces that are going to 
bring recovery at no distant date. 
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Time to Remove the Bar. 
nacles From the Ship 
of State 


ERIODICALLY, ocean liners and 
all other large sea-going vessels 
have to go into dry dock for the 

removal of barnacles. These sea organ- 
isms attach themselves to the hulls, 
layer upon layer, until in the course of 
time the accumulation becomes 59 
great as to call for ever-increasing 
power to propel the vessel at anything 
like its normal speed; and eventually, 
the added dead load reaches a point 
where its removal becomes imperative, 

Something like this has been trans- 
piring with the good ship U. S. A. on 
which we all are passengers; or, per- 
haps it would be more nearly correct 
to say that most of us are stokers, 
engaged in shoveling fuel under the 
boilers, not only in the form of direct 
tax on incomes, but in a_ thousand 
forms less tangible though equally 
real. While our ship was plowing the 
summer seas of prosperity, the steadily 
increasing load was hardly noticed by 
the passengers and stokers, but when 
the chill winds of adversity began to 
howl across the superstructure, and 
fuel began to run low in the bunkers, 
passengers and stokers began to ask 
the captain and other officers if some- 
thing couldn’t be done to ease things 
up a bit. 

Dropping the nautical figure, there’s 
about where we stand at the present 
moment. The public is awakening to 
the fact that the enormously increased 
cost of conducting the federal govern- 
ment and its multifarious bureaus has 
resulted in fastening upon the backs of 
the people of the United States a bur- 
den of taxation more than twice as 
great as that of ten years ago. This is 
due in large measure, though by no 
means entirely, to the accretion of gov- 
ernmental bureaus, boards and commis- 
sions; some of them useless from any 
practical point of view, while others 
duplicate and overlap the functions of 
previously existing agencies. To group 
all these agencies under the same head- 
ing, as useless, tax-consuming bodies, 
would be both unfair and unwise. 
Some of them have grown out of real 
needs that did not exist a few years 
ago. A single instance may suffice for 
illustration. The navy department bu- 
reau of aeronautics last year cost us 
almost thirty millions of dollars; 
whereas a decade ago it did not exist, 
because there was no need for it. This 
merely indicates the need for discrimi- 
nation in attempting to determine what 
governmental agencies are essential 
and what ones are useless, or practi 
cally so. 

Lumbermen are alert to the need for 
governmental economy, and are taking 
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action to make their voice heard in 
Washington. One of the clearest and 
best statements of the situation as re- 
vards governmental extravagance and 
paternalism that has yet been made is 
that embodied in the resolutions on this 
subject adopted at the annual conven- 
tion of the Northwestern Lumbermen’s 
Association, held week before last, 
which are printed in full in this issue. 
Resolutions of similar tenor were 
adopted by the annual convention of 
the Southwestern Lumbermen’s Asso- 
ciation, held last week. Other asso- 
ciations and organizations of lumber- 
men have taken similar action, while 
many individuals are writing to their 
representatives in Congress, urging 
drastic action along the line of curtail- 
ment of governmental expenses 
through the elimination of all useless 
or overlapping governmental agencies. 

A good example set by Uncle Sam, 
in these respects, also would have a 
most salutary effect down through all 
the State, county and municipal tax- 
expending bodies, where economy is 
needed no less than in the Federal 
government. 





Agree on Wage Reduction 


CLEVELAND, OuI0, Feb. 1—A new agreement 
recently signed by the local union of asbestos 
workers and the employing contractors calls for 
a reduction in the daily pay of asbestos workers 
of $2. This follows agreement already reached 
between employers and the carpenters and ce- 
ment finishers through which substantial wage 
reductions were secured. Under the new agree- 
ment, asbestos workers will receive $9.40 a day 
instead of the old scale of $11.40. 





Adopts a Seven-Hour Day 


Hupson Fats, N. Y., Feb. 1—In order to 
keep all its workers on the payroll, the Griffin 
Lumber Co. has adopted a 7-hour day, six days 
a week. Until recently the company has oper- 
ated on a 9-hour daily basis. Commenting upon 
this plan, to keep men on the payroll, the Glens 
Falls Post Star said: “The Griffin Lumber Co. 
has been one of the few concerns in this com- 
munity during the last twenty-five years that 
has given steady employment to its workers 
regardless of the depressions that have been in 
evidence.” 





Wisconsin Adopts Unemploy- 
ment Insurance Measure 


Mapison, Wis., Feb. 2.—The first unemploy- 
ment insurance measure to be adopted by any 
State in the Union has become a law with the 
approval of Gov. Philip F. La Follette. The 
law, which excludes loggers, domestic workers, 
inter-state railroad employees, and teachers, re- 
quires industries to set up reserves to insure 
their workers who receive less than $1,500 a 
year against idleness, voluntarily, if they choose. 

If by June 1, 1933, 175,000 employees in the 
State are not covered under such a plan, a com- 
pulsory law is to go into effect. The com- 
pulsory plan is that industries must contribute 
2 percent of their payroll for two years to build 
up insurance funds. After that period when the 
fund reaches $50 per employee, the contribution 
Is cut to 1 percent and ceases entirely when the 
fund aggregates $75. 

Plans are now underway for testing the con- 
Stitutionality of the law. A group of Mil- 
waukee manufacturers is said to be back of 
this action. The manufacturers will allege that 
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the law is confiscatory of their property, and 
will say they are neither able to organize an 
association under a so-called voluntary plan nor 
set aside the unemployment reserve called for 
under the State plan if it becomes compulsory. 
If the State supreme court upholds the law, the 
plan is to have the decision reviewed by the 
United States Supreme Court. 





Construction Revival Expected 


CLEVELAND, Oun10, Feb. 1.—There is a general 
belief among builders and real estate men that 
a revival of residential construction in Cleve- 
land and its suburbs will be seen after the open- 
ing of spring weather. The greatest need to 
start this upward trend is a satisfactory system 
of home financing and it is hoped that this soon 
will be provided by the Federal home loan bank. 





Lumberman Endows College 


Tacoma, WasuH., Jan. 30.—Edward H. Todd, 
president of the College of Puget Sound, in this 
city, recently announced that FE. S. Collins, 
president of the Ostrander Railway & Timber 
Co., Ostrander, Wash., a well known Portland 
lumberman, had provided an endowment of 
$50,000 with which to establish a chair of re- 
ligious education at that college. It was ex- 
plained that the endowment is the culmination 





STATESMANSHIP 


Statesmanship is finding out 
which way God Almighty is going 
and then getting things out of His 
way.—WILSON COMPTON. 











of a conditional pledge made a few years ago, 
under conditions which the college recently has 
met. The College of Puget Sound is operated 
under the auspices of the Methodist Church. 

Mr. Collins recently donated to Oregon as 
a State park a piece of land at Wheeler, Ore., 
about a half mile long, known as Short Sand 
Beach. This beach is a favorite recreational 
spot for the people of Tillamook County. 





Los Angeles Receipts 


[Special Telegram to AMERICAN LUMBERMAN] 

Los ANGELES, CaLir., Feb. 3.—Cargo arrivals 
at Los Angeles harbor last week amounted to 
a total of 7,653,000 feet, there having been 
seven cargoes of fir with 7,400,000 feet, and 
two of redwood with 253,000 feet. Arrivals the 
preceding week amounted to 3,208,000 feet, con- 
sisting of four cargoes of fir with 2,908,000 feet 
and one of redwood with 300,000 feet. Unsold 
lumber on the harbor totaled 8,047,000 feet, 
compared with 6,390,000 feet the preceding 
week. Sixty-six vessels are reported laid up, 
and one operating off shore; the preceding 
week seventy vessels were reported laid up and 
one operating off shore. January building per- 
mits totaled $1,862,171, a new low. 


New York Convict Wins Con- 
test for New Year Resolution 


New York, Feb. 1.—In a contest sponsored 
by Broadway Temple for the best New Year’s 
resolution, the award was won by an inmate of 
the New York county penitentiary, who was 
arrested early last year for stealing over $200,- 
000 in securities from the vaults of a bank in 
which he was employed as a clerk. The com- 
mittee on awards voted unanimously on the 
convict’s resolution, which was as follows: 

Each day some daily good to do 
With trust in God to see me through, 
To lend a hand to fellow men, 

For some fare worse than I, 

And watch my blessings multiply. 
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Inaugurate the Two Five-Hour 


Shift Plan 


San Francisco, CAviF., Jan. 30.—A plan to 
double the number of men employed in the con- 
struction industry by providing a working day 
of two shifts of five hours each, recently in- 
augurated in this city, it is hoped by its spon- 
sors will spread to other parts of the country 
and aid in relieving widespread idleness in the 
building field. F. H. Meyer, director of the 
American Institute of Architects, commenting 
on this arrangement, said: 

Employers and employees are agreed that 
the two 5-hour shift plan can be applied with 
advantage to all concerned—carpenters, la- 
borers, excavators, truck drivers and brick 
layers, with perhaps a few minor exceptions. 
The 5-hour shift was adopted in preference 
to the 4-hour shift, it being felt that four 
hours pay would not provide a living income. 
The plan will provide a 50-hour week as 
opposed to a 40-hour week, under a univer- 
sally adopted 5-day week. It is obvious that 
this will effect a saving in overhead to the 
contractor and will deliver the building to 
the owner in a shorter period of time, which 
will be reflected in the return on the invest- 
ment. 

The Bay District Council of Carpenters, in 
conjunction with the leading contractors of San 
Francisco, has officially endorsed the 5-hour 
shift plan, which became effective Jan. 18, cover- 
ing all the carpentry work on the war memorial 
building. Eight leading contractors have agreed 
to put this plan into effect on any jobs they now 
have under way. 





Shreveport Carpenters Reduce 
Wages 


SHREVEPORT, LA., Feb. 1.—If building activi- 
ties do not pick up in Shreveport soon it won't 
be the fault of the local union carpenters, who 
at their last meeting agreed to a 15 percent re- 
duction in wages for a period of six months, 
beginning today. The reduction, it was an- 
nounced, was agreed to for an experiment. It 
lowers the local carpenters’ scale from $1.12/% 
to 95 cents an hour, but does not apply to pro- 
jects under contract. John Howat, business 
manager of the carpenters’ union, said: 

This drastic action arose from a desire to 
see construction work stimulated in Shreve- 
port. The public today is seeking bargains 
in everything in buildings as well as mer- 
chandise. By offering labor at a reduced 
cost, we hope to see more persons contract 
for repairing, remodeling and new building. 
It is an experiment on our part to see 
whether Shreveport citizens can be induced 
to build. It is not to be interpreted as action 
indicating the carpenters’ union favors wage 
cuts as a policy. 





Eighty-four New Businesses 


Opened 


KNOXVILLE, TENN., Feb. 1.—After a complete 
survey and as thorough and accurate a check 
as could possibly be made, the Chamber of Com- 
merce announced recently that during 1931, 
eighty-four new businesses were opened in 
Knoxville, this being four more than were 
opened during the previous year. Included in 
the list were two lumber concerns, the Whit- 
comb-Ballou Lumber Co., in the Proctor Addi- 
tion, and the Service Lumber Co., at 3300 
North Broadway. A new business allied with 
lumber is the Terminix Company of Tennessee, 
located on Market Street. 





Supplies Lumber for Bridge 


GENESEE, MicH., Feb. 1—Construction of a 
new bridge that will span the Flint River here, 
at a cost of $38,000, will provide employment 
for a number of men and will utilize consider- 
able quantities of material. The Genesee yard 
of the Mt. Morris Lumber & Supply Co. has 
secured the order for 70,000 feet of lumber that 
will be used in building the forms for the con- 
crete work. 
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QUERY AND COMMENT 


Interested in Comparative Building 
Costs 


much 


costs, 


We are very interested in compara- 
tive building especially in residence 
construction, over about the last fifteen years 

not only total building costs, but the pro- 
portion of these costs going to each of labor 


and materials. 
Can you give us any data on this subject? 
Or can you tell us where we could get 
accurate statistics and index numbers on the 


price levels of wages and materials?—INQUIRY 


No. 2764. 

| This inquiry comes from a well known IIli- 
nois retail lumber dealer. He has been re- 
ferred to some detailed figures on building costs, 
both materials and labor, published in the 
AMERICAN LUMBERMAN in 1920 and 1921. Sta- 
tistics and index numbers on the price levels of 
wages and materials are available in the 
monthly bulletins of the Bureau of Labor Sta- 
tistics, Department of Labor, Washington, D. C. 
In an early number of the bulletin each year, 
either the February or March issues, cumula- 
tive figures are given. It has been suggested 
to this inquirer that he secure copies of the 
bulletin from the Bureau of Labor Statistics.— 
EpITtor. | 


Price Variations on Lumber 


We have a request for information as to 
approximate variation in prices on hard- 
woods and softwoods for the last ten years, 


commencing 1921, such as yellow pine, Doug- 
lar fir, western white pine (California), hem- 


lock, spruce, Michigan white pine, cypress 
and redwood, oak, maple, gum, birch, poplar, 
ash, and black walnut. If you have statis- 
tics covering these items, we will appreciate 
your giving us the figures or refer us to 
where we can secure this information.— 
INQUIRY No. 2766. 


[To the retail lumber and millwork con- 
cern in Ohio from which this inquiry came 
has been sent copy of a table giving the aver- 
age mill value of various species of lumber, 
both softwoods and hardwoods, up to and in- 
cluding 1929. While the compilation is not 
complete for 1930 and 1931, clippings from the 
annual review numbers of the AMERICAN LuM- 
BERMAN, showing in graphs the price trends 
on some of the important species in 1930 and 
1931, also have been sent. As others may be 


interested in having this information, the table 
of prices as compiled by the bureau of the cen- 
sus is reproduced here.—EbirTor. | 


Classifying Materials in Cost System 


We have been considering the installation 
of a separate cost department for the differ- 
elt classes ol material that we handle. At 
present we are classifying it into four gen- 
eral groups: lumber, building material, mill- 
work and fuel. 

However, we do not feel that this is giv- 
ing us sufficient information, especially in 
the building material group. We would 


appreciate any suggestions or information 
you have to offer as to a set-up of this kind. 

-INQUIRY No. 2763. 

[This inquiry comes from a well known In- 
diana retail lumber and building material dealer. 
The three general groups—lumber, millwork 
and fuel—speak for themselves and hardly need 
any further separation, so any additional de- 
tailed classification would be made in the build- 
ing material group. It is the custom of a good 
many dealers to further classify this group by 
departments such as roofing, wallboard and in- 
sulation; cement and plaster; paints and hard- 
ware, etc. It really is just a question of how 
far one wishes to go in making these separa- 
tions. It is possible, of course, to pursue this 
separation to such an extent to make it 
burdensome. 

To this inquirer has been sent a copy of a 
survey of operating expenses of the retai! lum 


as 


ber yards in the Rocky Mountain region, pub. 
lished last year in the AMERICAN LUMBERMAy 
which, among other things, shows a rather 
complete separation of items and which it jg 
hoped will be helpful to this dealer in planning 
the further elaboration of his cost accounting. 
The suggestion also has been made that it js 
desirable tor dealers in any given section to yse 
practically the same methods of accounting jn 
order that there may be intelligent competition, 
and the recommendation has been made that 
this inquirer get in touch with his State associa- 
tion and learn just what other dealers in that 
State are doing in connection with their cost 
accounting systems.—EpITor. | 


Box Factories in Wisconsin 


Will you kindly advise us of names of 
the box factories in Wisconsin which are in 
position to manufacture boxes, highway signs 
and have a machine for gluing up the high- 


way signs that are run for Linderman ma- 
chine work? If you can give us the names 
of the box factories we can find out if they 
are in position to handle this type of work, 


—INQuIRY No, 2762. 

[This inquiry comes from a Wisconsin lum- 
ber concern. The names of certain box fac- 
tories equipped to do the work mentioned have 
been given to this inquirer. No doubt there 
are a number of box plants in Wisconsin which 
are so equipped, and the name of the inquirer 
will be furnished upon request from any of 
these.—Ebiror. } 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








The Orange (Tex.) 


Tribune | Of course the lumber manufac-| the season being very wet and 
in a recent number gives nearly | turing industry comes in for a 


| the ground soft, not much skid- 


its entire space to an annual/|liberal treatment in this re-|ding was done until the middle 
statement of the business and|;view and it thereby appears|of December, and since then 
industrial interests of that|that the mills there have ajthe very little snow on_ the 
town, which the Tribune| daily capacity of 285,000 feet;| ground rendered hauling on 
proudly denominates the me-|that the shingle mills cut each| sleds difficult and slow. 


tropolis of southeastern Texas, 





LUMBER: Average Mill Value Per 1,000 Board Feet 
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$26.94 


AS 
83 
29 
05 
.90 
35 
97 
00 
64 
08 


> Ole ot 


20 OO eH -1000 


oe 
~) 


DON NM DOLD Corre DOW CODD 
> 
w 


moo 
an 


43.14 
39.83 
28.39 
39 


7 
wm DO AION Go 20 oe 
oe on 


“Tow oO 


Oe 
RO 
2 co 


wo 
~ 
Demis: 


~~] 
or 
ws) 


Kind of Wood 1909 1919 1921 1923 1925 1926 1927 1928 
All Kinds! $15.38 $30.21 $23.47 $31.78 $28.02 $27.34 $25.90 $25.61 

Sorrwoops ; 
Balsam fir -.- 13.99 32.23 25.71 27.62 26.65 25.64 25.92 25.40 
0 ee .- 19.95 33.80 38.55 37.56 38.80 37.28 34.39 38.32 
Cypress .... ... 20.46 38.38 36.88 44.61 40.90 43.33 39.91 36.18 
Douglas fir 12.44 24.62 18.04 26.99 20.94 20.17 19.45 19.02 
Hemlock .......... 13.95 29.16 20.79 26.21 21.58 20.23 19.06 18.84 
Larch (Tamarack). 12.68 23.39 5.56 21.98 18.25 17.77 17.69 18.34 
Lodgepole pine..... 16.25 29.98 21.81 21.76 20.22 19.98 20.82 19.29 
Redwood ..... 14.80 30.04 40.57 43.08 33.99 33.80 33.81 31.39 
Spruce 16.91 30.76 25.73 31.44 27.98 27.27 26.59 26.50 
Sugar pine ..++ 18.14 35.99 37.83 45.33 44.79 48.45 43.22 39.06 
Western yellow pine 15.39 27.75 26.95 33.09 27.70 26.63 26.04 26.35 
. 4. 5 Aes 13.10 25.66 21.37 23.84 22.51 20.15 19.92 20.00 
White pine. .--- 18.16 32.83 30.03 34.85 32.58 31.36 29.90 28.71 
Yellow pine...... - 12.69 28.71 19.42° 29.82 26.46 26.54 23.77 24.62 

HARDWOODS 
SECC RS .. 24.44 52.69 38.18 50.35 48.46 48.07 43.82 45.61 
Basswood ......... 19.50 40.03 33.09 45.60 39.76 37.07 39.84 39.72 
Beech 13.25 29.98 26.99 30.22 29.21 27.84 27.71 28.63 
ED:  ¢ hes «es amanwe 16.95 35.79 31.53 43.33 41.68 40.80 41.02 40.30 
CROSCMUE cc cccn cscs 16.12 32.30 27.87 29.75 30.37 29.54 29.35 31.09 
Cottonwood ....... 18.05 32.24 25.05 30.19 26.70 34.47 30.92 27.54 
Elm .. cocccccce Lie0e 36.39 29.63 43.53 36.41 37.13 36.22 37.89 
Gum, red & sap.... 13.20 32.68 22.46 32.35 31.39 33.73 31.82 31.91 
OGG sca000' 30.80 44.37 36.60 46.39 39.25 51.20 37.08 38.83 
OO SS eee 15.77 35.56 30.34 41.59 39.18 387.21 35.35 36.3 
Oak 20.50 37.87 30.56 39.08 37.00 35.67 35.72 35.23 
Sycamore ...... 14.87 30.32 22.55 30.25 31.11 29.49 29.31 30.06 
Tupelo . 11.87 28.42 18.59 24.90 24.66 26.71 26.71 25.51 
Lae 43.79 72.13 88.83 109.38 111.53 113.67 111.64 112.54 
Yellow poplar..... 25.39 41.65 37.31 51.29 43.44 38.63 38.58 40.90 

Including minor species. 

Sources: Bureau of the Census, Department of Commerce and Forest Service, 


Department of Agriculture. 





day 522,000 shingles; the plan- 
ing mills have a capacity of 
70,000 feet daily. ‘There are 
5,000 pickets made, and 35,000 
lath per day. These establish- 
ments employ 444 men. 

* * * 

Fr. B. Dean & Co.’s mill at 
Marshfield cuts 45,000 feet per 
day, or 1,000,000 feet per 
month. It employs forty men 
and disburses $8,000 monthly 
for logs and labor. 

” +o + 

The bark “Glimpse,” loaded 
with 300,000 feet of timber and 
8,000 pickets, bound from Pu- 
get Sound, W. T., to Mel- 
bourne, Australia, foundered 
240 miles off the coast of that 
island on Oct. 20. The captain, 
second mate and cook were lost, 
eight men being picked up and 
saved. 

. . om 

The first estimate for the cut 
on Black River for this winter 
was put down at 200,000,000 
feet, but the amount of camps 
put into the woods, if well 
manned, with a fair winter, 
would have doubtless reached 
230,000,000. 


The early part of 


- * . 


“To him that hath,” ete. O 
\. Ellis, superintendent of the 
Oconto Lumber Co., Oconto, 
Wis., received a Christmas tes- 
timonial to the esteem in which 
his services are held by his 
company in the shape of $10,- 
000 worth of shares and $500 
cash. 

7 * * 

A. M. Simpson & Co.'s mill 
at South Bend is a well fitted 
and managed _ establishment. 
It saws 700,000 feet per month. 
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In connection with it is a ship- 
yard where two or three ves- 
sels are built each year. In 
the work of the mill and ship- 
yard 50 men are employed. 

* _ 

The possibilities of the lum- 
ber business of Louisiana are 
immense, it must be acknowl- 
edged, now that the Texas and 


Mexican railroad schemes are 
likely to become more than 
paper projects, but it will 
hardly justify such a_ high 


figure as the Michigan specu- 
lators are alleged to have 
placed on their lands. 
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LUMBER MARKET REVIEW 


Southern Pine Buying Is Slack, but Sales Greatly Exceed 
Present Small Output 


Southern pine business showed some increase during the 
week ended Jan. 30, but it was largely because of a steep 
decline in the output that bookings exceeded the cut by 55 
percent. Rains and floods have practically stopped opera- 
tions at small mills, and forced further curtailment at large 
mills, and these find it difficult to load. Trost has hardened 
country roads and made it possible for some yards to im- 
prove their sales, but their total is small. Yard stocks are 
so depleted, however, that some distributers, especially line 
yards, show a tendency to sort them up while prices are 
jow. Only a little business has come through from the 
southern railroads, but prospects for sales to other roads 
are much better than they were last year, and some inquiries 
are being received. There are few purchases for heavy con- 
struction, work on the New York docks still being held up. 
Although prices are low, they seem soft because of light 
demand and strong competition, especially from other 
species. Long back-hauls of waterborne fir into the central 
States are creating a new problem. 


More Mixed Cars of Carolina Pine Sold and Some Big 
Inquiries Received; Roofer Cut Gains 


North Carolina pine mills report an improvement in 
demand since the first of the year, but business is far from 
active. The call is chiefly for mixed cars of shed items like 
flooring, but the South is taking some dimension and low 
grade boards. Demand for box grades has continued dull, 
and prices are soft. Though mill supplies of low grades are 
being depleted, box factories seem to be able to get the 
small amounts they need from the air drying mills at low 
prices, and kiln drying mills will have to wait a bit longer 
for their turn. Recent reports say that some large blocks of 
stock are being negotiated for by industrial users and yards, 
but most buyers hesitate to commit themselves until they 
can feel sure that prices are going no lower. Prices, except 
in No. 1 common and box, show a sagging tendency, but 
declines have been small. 

Reports from Georgia say that the roofer mills are filling 
out their stocks a little in anticipation of better demand 
during the spring, but that they have not increased their 
output a great deal. It is understood that prices of 6-inch 
roofers are held pretty firm on a basis of $9.50. Transits 
meet with a poor reception. 


Atlantic Coast Movement of Fir Shows Large Increase; 
Rail Prices Have Firmed Up 


With West Coast production during the week ended 
Jan. 30 at 23 percent of capacity, the same proportion as 
during the preceding week, bookings increased to nearly 
37 percent above it. Identical mills reported a gain of 12% 
percent in bookings over those for the preceding week, and 
an increase of less than 2 percent in production. 

Practically all the gain in bookings was made in the 
domestic cargo market. In evaluating this there are three 
things to bear in mind: 1—The proportion of the orders 
going to Canadian mills is probably larger than usual, 
because currency depreciation enables them to sell for less 
and they can ship at tramp steamer rates. 2—Some of the 
bookings undoubtedly represent merely transfers to eastern 
wholesale depots, and not sales. 3—Back-haul territory is 
extended by cheap lumber moving in at low rates, a report 
saying that timbers were laid down in Michigan at $8 less 
than the transcontinental rail haul would have cost. The 


Lumber Statistics Appear on Page 32; 


general feeling that intercoastal conference rates will not 
be held makes for reluctance in forward buying. News 
from the Atlantic coast is that business is slow, and prices 
weak, there being much less buying for big construction and 
railroad use than was expected. California receipts have 
increased, but business is slow, and there has been a con- 
siderable gain in unsold stocks. 


Prices of rail key items all showed gains in the period 
ended Feb. 1. Flooring average was up 45 cents, all the 
gain being in flat grain items; and all items of siding went 
up, average gain being 95 cents. No. 1 boards increased 
only 6 cents, but No. 1, 2x4-inch dimension was up 24 cents. 
Although buyers are hesitant, small mills are down and 
large mills are curtailing heavily, so that certain items are 
scarcer and the undertone of prices is better. 


Foreign trade remained at the preceding week’s level, 
with a good share being placed at Canadian mills. Japan 
is said to have been doing more buying because stocks are 
lower, perhaps for war needs. There is also a little business 
coming from Europe, on which Canada has the edge, buying 
being encouraged by a recent lowering of rates. 


Though Western Pine Mill and Yard Stocks Are Low, 
Buying Is Slow and Prices Soft 


Reports from Inland Empire and California pine mills for 
the week ended Jan. 30 show production of only 9 percent 
capacity, the same as during the preceding week, with 
orders more than three times as large as the cut. Identical 
mills report new bookings about one-third less than in the 
corresponding week of last year, however. Deep snow at 
high altitudes in California has been a factor in holding 
down the output. Despite the fact that it is well known 
that mill stocks are being depleted, buyers are slow in taking 
hold, and prices tend to soften. Sales reports for the week 
ended Feb. 1 show a preponderance of declines throughout 
the list, practically all species, grades and sizes being lower. 
Reports from sales territories indicate that buyers expect a 
strengthening in quotations as spring stocking up begins, 
because mill assortments of many items are becoming 
depleted, and yard and industrial stocks are at the mini- 
mum. Industrial is better than yard business, and the 
largest call is for shop lumber. 


Industrial Consumers of Hardwood Are Buying Little; 
Building and Export Items Slow 


Southern hardwood bookings in the week ended Jan. 30 
were almost double the cut, but northern were about one- 
fifth less than the cut, total hardwood business exceeding 
the output by about 75 percent. Floods have curtailed 
operations further in practically all southern producing 
territory, and an increasing number of items, especially in 
oak, are reported to be in short supply. Buying, however, 
is quite hesitant, and competition for the few orders offered 
is having a bearish effect on prices. Sales resulting from 
the automobile and furniture shows are apparently not large 
enough to cause either of these consuming groups to enter 
the market for large amounts. There is very little demand 
for building items by millwork and flooring factories. Cur- 
tailment of oak flooring production is having a stiffening 
effect on prices of this product, but stocks of flooring are 
believed to be large, and no rough material is now being 
bought. There have been promising inquiries from England, 
but it is very difficult to turn them into orders, because laid- 
down prices expressed in depreciated sterling exchange look 
very high. 


Market Prices and Reports on Pages 64 to 67 
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No part of the daily routine in the editorial 
offices of the AMERICAN LUMBERMAN is more 
interesting than that of perusing letters that are 
received from readers of this paper. These let- 
ters, some of therg complimentary, some of them 
caustic, most of them constructive, are of ma- 
terial assistance to the editors in determining 
the selection of material to be printed and sub- 
jects to be discussed for the information and 
the interest of its readers. Believing that many 
readers will be interested, extracts are here re- 
produced from just a few of the letters that 
recently have dropped from the mail bag. 


A Disciple of Old-Fashioned Thrift 


I was very much interested in reading your 
article entitled “Is It Advisable to Junk the 
Old-Fashioned Idea of Thrift?” published in a 
recent issue. As a matter of fact, periodically 
through last year I sent circulars to the leading 
daily papers in Canada, asking them if they 
would not publish a_ series of articles on 
“Thrift.” I pointed out that about 65 percent of 
the people of the Province of Ontario, for in- 
stance, own their own homes, and that gen- 
erally these homes were neglected and not re- 
paired or improved until the very last possible 
minute. I also pointed out that at present prices 
homes could be improved or remodeled, roofs 
repaired, homes painted or decorated, at a com- 
paratively low cost, and that the money so 
expended was an “investment” rather than an 
“expenditure,” as it would add more than that 
amount to the value of the home, therefore, 
would be a good example of thrift. 

Personally, I am very strongly opposed to this 
idea of spending, which is being so much advo- 
cated by many. Like yourself, I am old-fash- 
ioned enough to believe that the old-fashioned 
thrift would be much more profitable in the long 
run and maintain the ship of commerce on a 
much more even keel. In other words, the 
financial reserves would then be distributed 
among the entire population instead of in just 
a few hands.—A CANADIAN LUMBERMAN. 


Surplus Stocks Break Down Morale 


I notice that in your issue of Jan. 2 you have 
given the mills a splendid set-up showing the 
surplus stocks on hand at all the mills in the 
United States. As your lumber journal is read 
by many manufacturers who probably are not 
aware of the existing excess surplus stocks, and 
who are keeping our lumber business in such a 
chaotic condition, I am sure this article will 
have a very good effect. Any manufacturer 
who has sympathy or regard for the industry 
should get his production in line to help the 
industry by operating his plant on a sane basis 
of production. I think such news as that re- 
ferred to is vital to the manufacturers, so they 
will get a definite, complete picture of the sur- 
plus stocks that are breaking down the morale 
and financial standing of our industry.—A 
SOUTHERN PINE MANUFACTURER. 


Shall It Be Quality or Price? 


I would like to have your candid opinion on 
the following proposition: Two or three years 
ago, our yards started in not only to advertise 
but to handle as well, quality lumber. We aban- 
doned No. 2&better dimension and with the ex- 
ception of just a few feet of No. 2&better to 
show a customer, have handled almost exclu- 
sively a good grade of No. 1 dimension, which, 
in many cases, we have to sell in competition 
with No. 2&better. We hesitated to keep a 
good stock of both No. 1 and No. 2&better. Buy- 
ing for the last year however, has been, more 
than for many years past, on a price basis and 
we have, of course, lost some business by han- 
dling quality lumber exclusively. I have always 
felt that this would win out in the long run. 
However, times seem to be at a standstill and I 
can see no evidence of improvement for another 
year at least, which leads me to believe that 
almost all retail lumber buying next year will 
be for price only, as sales will be largely for 
repairs and small buildings. If you were in our 
position, would you go back to No. 2&better 
dimension or would you hit the middle of the 


road by continuing with No. 
quality lumber and carrying 
No. 2&better?—A RETAILER 
STATE. 


1 dimension and 
a small stock of 
IN A NORTHERN 


"A Gem of Thought From the Heart of a 
Great Soul" 


I have read with appreciation the front page 
article in the Dec. 26 issue of the AMERICAN 
LUMBERMAN and I give thanks that there are 
such men in the world as the writer of “Invest- 
ments” seems to be. It sounds sincere, and is 
a gem of expressed thought coming from the 
heart of a great soul, who, in his daily life, 
seems to think most of the good of others—not 
of himself; though he speaks of his investment 
in religion only from his personal angle. My 
wife was touched by it also. To my mind it is 
the strongest, common sense argument for re- 
ligion that could be devised. I am sure that 
such articles do much to build a solid founda- 
tion of respect for the AMERICAN LUMBERMAN 
in the minds of the real men in the industry.— 
A WEstT Coast LUMBERMAN. 





Likes the Front Page Articles 


In your issue of Dec. 26, 1931, you printed a 
very interesting article entitled “Investments,” 
by Wilbur LaRoe, jr. This is the most inter- 
esting article on religion that I have read in 
some time and I am wondering if permission 
can be obtained to reprint this in our local 
paper, the manager of which I know will be 
very much interested in this article. 

I want to congratulate you on all of your 
front page articles. They have proved most 
interesting and instructive for the last year.—A 





NEW JERSEY Harpwoop LUMBER WHOLESALER. 
Appreciated in Canada 

We want to congratulate you on the front 
page article in the Dec. 26 issue of the 
AMERICAN LUMBERMAN by Wilbur La Roe, jr. 
We have made several copies of this for 
distribution and wish you would favor us 
with Mr. La Roe’s address because we would 
like to write him since he so well expresses 
our own feelings on these matters.—THE HEAD 
OF A LARGE Woop UsING INDUSTRY IN CANADA. 


Stop, Look and Listen 


I am always looking for signs, and have just 
noticed the “Stop, Look and Listen” article in 
your Dec. 19 issue, by Mrs. Blank. I just can’t 
believe that any woman with so much good 
sense, coupled with the milk of human kindness 
would ever tie herself to a guy named Blank. It 
just does not sound right. Anyhow, if that be 
her name, it surely does not fit her cranium. 

Mrs. Blank is voicing the honest-to-goodness 
opinion of every wage earner in this broad land 
of ours, and I am quite sure that if this senti- 
ment was given full publicity our leaders (7) 
who are so anxious to protect our (?) foreign 
interests would soon wake up to the fact that 
something is going to bust right in their faces, 
and that p.d.q. they will be looking for a foreign 
domicile as well as foreign interests. We will 
soon be unable to keep up with our foreign in- 
terests and will have no home interests except 
to see that our so called leaders make it possible 
for us to make use of the millions in resources 
that we have, or get out of the way and let 
some one in who will do so. 

The idea of any common person thinking of a 
$5,000 home. It is to laugh. 

We have been fed up with figures showing 
how the depression was caused by people spend- 
ing too much, and in the same breath we are 
told that the reason for said depression is that 
people are not spending enough, and a lot of 
other wild ideas about as reasonable. No man 
can keep his sanity and try to digest the many 
reasons for the depression. One thing we all 





Don’t spend your whole life on 


somebody else’s property—Own a 
Home. 





el 


know: Folks are hungry and naked in a lang 
of plenty, and unless our “big, brainy business 
men” can solve this riddle, the rest of us are 
not going to think much of their ability to solye 
anything. 

I would suggest that Mrs. Blank change her 
name, at least temporarily, and be drafted as aq 
radio announcer, to give to the world a good 
idea that will otherwise perish.—AN ARKANgag 
HARDWOOD PRODUCER. 


Price Cutting Does Not Increase Con. 
sumption 

Here is some food for thought for the lum- 
bermen who are so busy fighting among them. 
selves (price) for the few orders available that 
they are entirely forgetful of the manufacturers 
of competing materials, who are being permitted 
to have their own free will unrestricted. The 
lumbermen’s job, as I see it, is to preserve for 
themselves present uses of wood, and to seek 
out new users of wood rather than bite, scratch 
or kick each other in the shins as they now are 
doing. Price cutting does not increase the con- 
sumption of lumber. On the contrary, it retards 
buying, in that what may appear to be a very 
low price today will be high next week and no 
user will buy more than just barely enough to 
meet his present requirements under such con- 
ditions. Stability will increase buying 1,000 per- 
cent more than any other so called remedy.— 


AN OHIO LUMBER MANUFACTURER’S’- SALES 
AGENT. 
Good Hard Sense and Facts 
There are more good hard sense and facts 


in the letter of the Lady Lumberman, published 
in the Dec. 19 issue of the AMERICAN LUMBER- 
MAN than in the tons and reams of matter com- 


ing out of Washington or from other various 
sources and fountains of authority. We are 
continually urged by this authority and that 


expert to “buy, buy, buy.”’ 
depression, to “live 


To forget there is a 


normally,” “not to worry” 
etc. until we are black in the face and sick at 
heart. They all forget to tell us how to meet 


our bills when we “buy, buy, buy,’ how a busi- 
ness man is to sleep soundly and think nor- 
mally when his bank has advised him that his 
loan will not be renewed, his mortgage sold out 
and his business closed. And yet high-powered 
prosperity prophets talk big and plenty about 
“just around the corner.” Where does the saw- 
mill man arrive if he pushes ahead as they ad- 
vise and is in the red on every board he ships? 

The psychological implication contained in an- 
other item on page 54 of the same issue, viz: 
“Damn the depression—we're going ahead” has 
just about as much sense and value as in the 
case of a restaurant in this city which proudly 
placarded its window with “We are here to do 
business and will not be undersold” and a few 
weeks later the landlord sold it out at con- 
stable’s sale for non-payment of rent. 

This financial storm must run its course. It 
will be much better for those who weather it, 
but perhaps that’s poor consolation for those 
who can not.—A PENNSYLVANIA WHOLESALER. 


Good Management and Hard Work 


The only cure for the condition that we now 
have is good management and hard work. There 
is no magic wand that can be waved that will 
remove the condition that we largely brought 
about with our own actions. That being true, 
it seems to me that the more bluntly this story 
can be told, and the more we can drive home 
the fact that money will be made through sav- 
ing rather than through excessive earnings, the 
more nearly we will come to getting our dealers 
on the right track. 

The best thing for America today would be 
the ability to forget the last fifteen years. If 
that could be done we would start out without 
the memories of the fat years, and would take 
what we will get now as being pretty good, and 
would get along rather satisfactorily. We think 
the thing to do is to go to the tailor and have 
our clothes remodeled, because since we have 
reduced they are much too large, and when we 
get them refitted the chances are that we will 
feel a.lot better—A RetTartL LUMBER DEALER 
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Protests Increasing Tax 
Burdens 


Minneapotis, Minn., Feb. 1—Among the 
resolutions adopted at the annual convention of 
the Northwestern Lumbermen’s Association was 
one vigorously protesting the tendency toward 
increasing tax burdens and the projection of 
Government into business. This resolution, 
which was briefly mentioned in the report of 
the convention, carried in the Jan. 30 issue of 
AMERICAN LUMBERMAN, in full was as follows: 

WHEREAS, The mounting cost of government 
in all its branches has become a burden that 
threatens to jeopardize the earning capacity of 
the average taxpayer ; and whereas, our elected 
officials and representatives have not shown 
themselves to be aggressive in bringing about 
a retrenching in governmental activities, it be- 
comes the duty of every organization that has 
the best interests of the country at heart to 
exert its influence to bring forcibly to the atten- 
tion of all governing bodies the need for real 
economy in the expenditure of public moneys. 


WHEREAS, Our Federal taxes have been more 
than doubled in ten years and are seven times 
greater today than they were in 1913, the need 
for retrenchment is made all the more emphatic 
py gradually reduced incomes for both individ- 
uals and corporations. One of the most signifi- 
cant factors in increasing the cost of govern- 
ment has been the consistent expansion in the 
interests and functions of government. Par- 
ticularly is this true in the case of our Federal 
Government. By extending the normal func- 
tions of government through paternalistic legis- 
lation we are confronted with the anomaly of 
our own tax supported institution entering into 
direct competition with private enterprise. This 
is a condition not to be condoned and that not 
only because such paternalistic endeavors are 
not in harmony with the broad idealism on 
which our Government was founded, but most 
emphatically because these operations are an 
added burden upon the tax payer not commen- 
surate with any service which he derives from 
the expenditure. 

Not only has the Government been projected 


inte active business but through its regulatory 
powers it has greatly extended its influence 
thereby vastly increasing the cost of govern- 
ment. 


This growth in the number of costly bureaus 
has increased the amount of regulation, investi- 
gation, and inspection carried on by the Gov- 
ernment until it touches, in some way, prac- 
tically every form of the normal life of the 
people. The Government deluges the country 
with 70,000,000 pamphlets every year, offering 
advice on every conceivable subject, and main- 
tains departments and bureaus that employ 
70,000 people in Washington to carry on these 
multifarious activities. 

Recognizing that in these extra-governmental 
operations lies a fruitful opportunity for the ex- 
ercise of judicious economy, the Northwestern 
Lumbermen’s Association urges upon the repre- 
sentatives and senators in Congress, and upon 
all State and local officials, to direct their 
efforts toward the paring down of these needless 
activities and to confine the expenditure of pub- 
lic money to only those purposes which will do 
the greatest good to the greatest number. 

Recognizing that it is imperative that the 
Federal budget shall be balanced, a temporary 
Increase in taxes can perhaps not be avoided. 
3ut the Northwestern Lumbermen’s Association 
feels that while seeking to balance the budget 
the Government should not overlook the plain 
duty it owes the people to begin upon a re- 
trenchment in all its branches. It is folly to 
Seek new sources of tax revenue and think that 
in that way relief is being brought to the tax- 
payer. The only real relief the taxpayer will 
appreciate is a drastic cut in his tax bill. Now, 
therefore be it 


Resolved, That the Northwestern Lumbermen’s 
Association is vigorously opposed to paternalism 
im any form in our Government; that it is op- 
posed to the continued growth of bureaus with 
doubtful functions seeking to regulate the 
operation of private business or to furnish it 
with unnecessary advice; and that in the last 
analysis we recognize the public interest as the 
only real test for the application of the coercive 
or regulatory hand of the Government. The 
Northwestern Lumbermen’s Association further 
declares it to be its opinion that present Gov- 
ernment ventures into business, and govern- 
mental bureaus now in existence for the pre- 
Sumed purpose of aiding business, should be 
Subject to close legislative scrutiny with a view 
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toward eliminating those which are obviously 
unnecessary, and those which are definitely 
handicapping the operation of normal business. 
Let there be retrenchment in every governmental 
budget; let there be an end to the extension 
of a bureaucracy no less threatening than 
autocracy; let every legislature in the land 
write upon its walls the forgotten axiom that 
the Government which governs the least governs 
the best, to the end that the excessive burden 
of taxation may be reduced, that individual 
initiative and enterprise may be preserved, and 
that this country may lead the world back to 
sound prosperity. 

Be it Resolved, That copies of this resolution 
be placed in the hands of our congressmen and 
our public officials in the territory served by the 
Northwestern Lumbermen’s Association. 


Has Not Consolidated With 
Any Other Concern 


Kansas City, Mo., Feb. 1.—To correct 
rumors concerning his company, A. D. Stew- 
art, president of the Stewart Inso Board Cor- 
poration, St. Joseph, Mo., has issued and cir- 
culated among lumbermen generally, a state- 
ment denying the company has been sold to or 
consolidated with any competitor. 





We never have considered, says Mr. Stew- 
art’s announcement, and do not intend selling 
or consolidating with any competitive or any 
other organization. We do not intend mak- 
ing any major change of any kind in the 
management or the organization of our busi- 
ness, 

There never has occurred, on the part of 
this company, a default in promptly meeting 
all obligations, either financial or the fulfill- 
ing of all agreements entered into in the 
sale of our product. 

What has happened is this: In order more 
easily to approach that ideal situation of 
producing up to 100 percent of capacity, and 
thereby assuring the trade of a more depend- 


able source of supply, through the econo- 
mies such a maximum operation would af- 
ford, we have recently entered into a con- 


tract with the Upson Co., Lockport, N. Y., to 


manufacture for it, its insulating board re- 
quirements, which the Upson Co. will sell 
under its own trade name. 


Mr. Stewart explained that such an arrange- 
ment disposes of the surplus capacity of the 
Inso Board mill, that it will in no way affect 
the company’s ability to furnish present Inso 
Board accounts with their requirements, but to 
the contrary the company expects to promote 
the sale and use of Inso Board more aggres- 
sively than ever before. 

“We will seek every legitimate opportunity 
to expand our business and to render even bet- 
ter service,’ Mr. Stewart concluded, “by im- 
proving our manufacturing facilities and creat- 
ing new products whenever the opportunity of 
employing our surplus capital presents itself.” 

Mr. Stewart said his statement was prompted 
by rumors, which, he charged, had been per- 
sistently circulated by “those interests who 
hoped to benefit thereby.” 





Date Set for Hearing on Re- 
ceivership Appointment 


Kansas City, Mo., Feb. 1—Judge Merrill E. 
Otis has set March 21 as the date for the hear- 
ing on the applications for the appointment of 
receivers for the Long-Bell Lumber Co, and its 
affiliated companies. 

A motion was filed last week asking for a 
consolidation of two applications which have 
been made for the appointment of receivers but 
Judge Otis took the motion under advisement 
for the time being. 

The first suit was filed in the name of Wil- 
liam G. Hutson, jr., of Lawrence, Kan., and 
the second was filed last week in the name of 
W. Verdner Carson, of Quincy, Ill, in which 
petition a restraining order was asked against 
the formation of a bondholders’ protective com- 
mittee and against the transfer of any assets of 
the company by officials. 
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Economic Collectivism or 
Economic Individualism 


WasHINGTON, D. C., Feb. 1—As a member 
of the economic council and business stabiliza- 
tion group of the American Trade Association 
Executives, Wilson Compton, secretary and 
manager of the National Lumber Manufac- 
turers’ Association, told briefly to representa- 
tives of about twenty of the nation’s largest in- 
dustries, the steadying result, already discern- 
ible, in the lumber industry from industry 
planning in the light of its own facts and with 
the use of its best collective judgment—not- 
withstanding the difficulties it has been forced 
to surmount because of tens of thousands of 
lumber units within its own ranks. 

I think the _ trade 
promptly take the 
individual industry 
the industry’s trade 
the focus and agency of that activity and 
that special agencies in each such industry 
may not and should not be set up, Mr. Comp- 
ton said, and expressed the belief that the 
success of industry planning is ultimately de- 
pendent upon the persuasions of knowledge 
and education and the establishment in each 
industry of certain standards of conduct to 
which its members are expected to conform. 


should 
far 
concerned, 
should be 


association 
position that, 
planning is 

association 


sO as 


The argument that the economic system 
founded on the ideals of maintaining individual 
enterprise is discredited and hopelessly inade- 
quate he denounced as “far-fetched, but never- 
theless a widely stated conclusion,” calling at- 
tention to the fact that many of the present 
critics of business are among those who two or 
three years ago were most loudly proclaiming 
the so-called new American economic system 
which was boasted to have abolished the busi- 
ness cycle. 


We are in an era of many words, Mr. 
Compton said. A unique opportunity is 
afforded to American industries to make use 
of the organized facilities in their own in- 


dustries, which they already have, and have 
built in them the means of consecutive and 
orderly industry planning. 

The fundamental in this is the securing of 
correct and representative information on 
supply and demand and production and con- 
sumption. The imminent danger is that all 
conceivable kinds of agencies will be set up 
and will seek all conceivable ways to secure 
statistical trade information. The likelihood 
of confusion is obvious. One of the greatest 
assurances of avoiding confusion will be the 
adoption at the outset of a policy of looking, 
in each industry, to its own chosen organiza- 
tion as the agency through which this in- 
formation may be secured, supplementéd by 
a further policy of discouraging the setting 
up of unnecessary special agencies. 

A National Planning Council, under impres- 
sive auspices, is obviously logical and neces- 
sary to any such plan. There are many com- 
mon denominators and common factors in 
all lines of industry; particularly I refer to 
finance and credits. No industry, whatever 
it does, or fails to do, can make itself secure 
as against the present uncertainties of 
finance and credit. A correction of these 
and other like matters is, of course, beyond 
the scope of individual industries. But with 
these general factors under dependable con- 
trol, the problem is one not of general indus- 
try planning, but of specific industry plan- 
ning. In many of the industries there is no 
association which is at present equipped to 
discharge such function. The remedy of that 
position is obvious. There are in many and 
perhaps most industries, abundant means of 
intelligent national industry planning, and I 
believe also the means of extending and 
applying such a program through the various 
regional ramifications in each industry. 





FEARS THAT the unity of policy which has 
characterized all British shipping would be dis- 
rupted when King George signed the “Statute 
of Westminster bill” Dec. 11, giving full legis- 
lative to the Dominions (with restrictions only 
for India, not yet in full dominion status), were 
set at rest when a voluntary agreement on 
policies was made by all the Dominions. 
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Accept Commercial Standards 
for Plywood 


Wasuincton, D. C., Feb. 1.—The hardwood 
and eastern red cedar plywood manufacturers 
as an industry have accepted the commercial 
standards for plywood substantially as proposed 
at a meeting of April 9, 1931, it is announced 
by the United States Department of Commerce 
through the bureau of standards. The stand- 
ards as adopted have just been received in 
published form from the Government Printing 
Office and are titled “Plywood (Hardwood and 
Eastern Red Cedar), Commercial Standard 
CS 35-31”. 

The booklet is of twenty-four pages and 
furnishes a list of subscribing manufacturers 
and associations along with the general ply- 
wood standards and specific standards for 
grades A, and 1, 2, and 3 in the various woods 
involved. 

The purpose of the standards is to avoid 
confusion, serve for the information of specify- 
ing buyers and other consumers, and reduce 
the opportunities for adoption by the unscrupu- 
lous of what might be considered “sharp prac- 
tices.” The rules apply particularly to plywood 
as used in the furniture industry, for interior 
paneling, the cabinet trade and allied industries. 

General requirements provide for: 

Workmanship—All plywood sold as of 
commercial standard quality shall be well 
manufactured and free from blisters, wrin- 
kles, laps, etc. except as permitted in the 
specific rules for the various grades. 

Gluing—The gluing of plywood is an art 
requiring meticulous care and precision to 
insure a satisfactory product, and therefore 
all commercial standard plywood shall be 
glued according to most approved methods 
with high grade vegetable glue or its equiva- 
lent. 

Packing—All commercial standard ply- 
wood shall be securely packed to insure de- 
livery in a clean and serviceable condition. 
“ Inspection—All plywood guaranteed to 
conform to the commercial standard grading 
rules, is sold subject to inspection in the 
white only and complaints regarding the 
quality of any shipment must be made within 
15 days from receipt thereof. 

The plywood standards booklet is available 
from the Superintendent of Documents, Gov- 
ernment Printing Office, Washington, D. C., at 
10 cents a copy. 


Standard Set for No. | or A 
Grade Red Cedar Shingles 


A commercial standard for red cedar shin- 
gles promulgated by the Department of Com- 
merce, No. CS 31-31, is covered in a booklet 
now available from the division of trade stand- 
ards, bureau of standards, Washington, D. C. 
Its purpose is to arrive at a common under- 
standing as to the minimum specification for 
red cedar shingles of Grade A, American Lum- 
ber Standards. Those accepting the standard 
believe that the success of the red cedar shin- 
gle industry will be in direct proportion to the 
service afforded by its product, and that adop- 
tion of this standard will be of mutual advan- 
tage to manufacturers, sellers and users. The 
general requirements is a 100 percent heart- 
wood, strictly edge grain shingle, to be known 
as No. 1. Details are set forth as to sizes, 
defects, grading and packing, and there is a 
glossary of terms used so that there will be no 
room for misunderstanding. 

The standard is supplemented by manufac- 
turers’ recommendations as to weather expo- 
sure, covering capacities and nailing. These 
also give information in regard to the certifi- 
cation plan, under which a producer may at- 
tach to his product a label certifying that it 
complies with the standard. The personnel of 
a standing committee is also given, the func- 
tion of this body being to act as a centralizing 
agency for receiving. suggestions or criticisms 
in regard to the standard or its use. 

The Red Cedar Shingle Bureau believes that 
promulgation of this standard will be highly 
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beneficial to the red cedar shingle industry. 
The bureau of standards has agreed to send 
3,500 copies of its booklet to architects through- 
out the United States, who will with confi- 
dence in their quality be able to specify wood 
shingles. The National Board of Fire Under- 
writers has asked that copies be sent to its 
insurance inspection bureaus, and intends to 
distribute copies to fire chiefs and building in- 
spectors throughout the country. The Red 
Cedar Shingle Bureau believes the action of 
the underwriters indicates a reversal of their 
stand in regard to shingles, and expects that 
it will be followed by a revival in their use. 

Shingle manufacturers representing about 80 
percent of the capacity of the industry are 
acceptors of this standard and entitled to use 
the certificate. 


They Do Look Alike, Don't They? 


In another of its interesting series of letters 
sent out to the trade, the Bratlie Bros. Mill Co., 
of Ridgefield, Wash., prints two pictures of Old 
Man Blue (or call him what you will) as he 
appeared at various times since 1893. The ac- 
companying captions are self-explanatory. 
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DYOU NOTICE ANY RESEMBLANCE? 





New Shovel-Crane-Dragline 


St. Paut, MInN., Feb. 2.— The American 
Hoist & Derrick Co. of this city is offering a 
new model “American Gopher” shovel-crane- 
dragline, gasoline or Diesel engine operated, in 
five sizes, namely: Model 375, 4% yard; model 
100, 1 yard; model 425, 114 yard; model 450, 
1% yard; model 475—134 yard, all mounted on 
continuous chain crawler treads, with two 
speeds. All sizes are newly designed, com- 
bining the latest features known in shovel manu- 
facture. Compactness, simplicity of design, in- 
creased strength in all wearing parts, ease and 
convenience of operator, levers having “finger- 
tip” control, are some of the features in each of 
the new models. 


To Manufacture New Insulation 


San Francisco, Carir., Jan. 30.—A new 
manufacturing company in the building material 
field, Hawaiian Cane Products (Ltd.), will soon 
place on the market a cane fiber structural in- 
sulation under the brand name “Canec.” This 
company has just completed erection of a mod- 
ern manufacturing plant at Hilo, Hawaii, and 
has established head sales offices at 215 Market 
Street, San Francisco, with William L. Rawn 
as general sales manager. Eastern sales offices 
have been established at 165 Broadway, New 
York City, with Walter G. Stromquist as east- 
ern sales manager. 

The Hawaiian Cane Products (Ltd.) de- 
scribes Canec as consisting of the usual popular 
sizes of board from ™%-inch to 1-inch thick, as 
well as insulation lath. It is to be distributed 
solely through a selected list of lumber dealers, 
sales being made by the company in carload lots 
directly to the dealers for re-distribution in 
their respective territories. Adequate warehouse 
stocks will be maintained by the company at 
strategic points, enabling prompt service to the 
dealers. 
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Ninth Annual Oil Burner Show to 
Be Open to Entire Industry 


Boston, Mass., Feb. 1.—A decision to ep. 
large the ninth annual oil burner show to be 
held in Boston, April 11 to 16, was made at the 
quarterly meeting of the directors held here 
recently. Heretofore, the show has been open 
only to members of the American Oil Burner 
Association which has staged the show each 
year since its inception. Under the new plan 
the membership requirement for accessory or 
associate exhibition is waived. The privilege of 
exhibiting oil burners will be confined to mem- 
bers as heretofore. 

The new arrangement is expected to result 
in many more exhibitors with the result that 
the next show will be the largest in the history 
of the oil burner industry. Officials of the as- 
sociation have prepared for the increased num- 
ber of reservations by arranging to use the 
mezzanine floor of Mechanics Hall where the 
show is to be held. 

Members of the association already have con- 
tracted for considerable space, officials of the 
association announced, and with the new policy 
in effect it is expected that this show will at- 
tract more interest than any previous exhibition 
sponsored by the association. 

An added feature of the next show will be 
the use of live exhibits or burners in actual 
operation, it was announced. This will be the 
first time in the history of the association that 
facilities for such exhibits have been provided. 

The general public will be invited to view 
the exhibits at no cost and an attendance of 
over 10,000 persons is expected. 





How Building Material Prices 
Have Been Reduced in Portland 


PorTLAND, OreE., Jan. 30.—In connection with 
the recent successful effort to reduce the scale 
of wages for building labor in this city, the 
Portland Oregonian printed some interesting 
figures showing the tremendous reductions that 
have taken place in the cost of materials for 
building. These figures follow : 

1929 1932 


Lumber—Finished, per M feet.$ 70.00 $ 40.00 
Lumber—Common, per M feet. 23.00 15.00 
Brick—Ordinary face, per M.. 22.50 18.00 


“4 


3rick—Common, per M 00 13.50 


ecoseveeee oO. 
Concrete, 1-3-5 mix, per yard. 6.20 5.00 
Sand and gravel, per yard..... 2.00 1.25 
Wood shingles—5 to 2—per M. 4.00 2.60 
Tar and gravel, built up 3-ply No Labor 


Seem, DOF VOTE... «<sontes changes higher 
Galvanized iron sheets, whole- 


sale, per 100 pounds ........ 3.95 3.50 
Copper sheets, per 100 pounds. 26.75 16.62 
Tin sheets, per 100 pounds..... 5.85 5.25 
Paints, ready mixed, per gallon 2.95 2.60 
Plumbing, six-room house, com- 

NE iss oa: x em ho wa ee Se eS 450.00 350.00 
Nails, basic price per 100 pounds 3.35 2.85 


Fine hardware, for average as 
used in ordinary houses, 
locks amd BiIMGee 21. +cccecos .95 .70 


Hot air furnace for 6-room 

ie bh ek kate aes 280.00 260.00 
Oil burner complete for 6-room 

DE <2 3 cane heen eae wees 600.00 375.00 
Plaster on wood lath per sq. yd. .60 48 


Reinforcing steel, basic price 
per 100 pounds, small quan- 
ST aso ela hes wae aed oxen 4.00 3.00 





THE AVERAGE FIRE, in home or store, attains 
a heat of 1,750 degrees Fahrenheit, the National 
3oard of Fire Underwriters has discovered. To 
lumbermen it is interesting to note that when 
a steel truss (which, for the benefit of those 
who have been sleeping, is one of lumber’s com- 
peting products) reaches 700 degrees it is able 
to support its own weight, but that only; and 
when it is heated to 1,700 degrees it fails com- 
pletely, leaving the work of supporting the 


building entirely to the wooden beam which, 
while not fireproof (because it really will burn, 
you know), will stay in place even while burn- 
ing, until it is nearly consumed. 
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EJUVENA- 
TION is the 
springtime 
0 motif of all 
I Sat @ ¥ e. 
egies Spring is not 
. far off. All 


world puts on a new green dress 


the 
bespangled with gay colors, and all 
the world gets cleaned up, thoroughly 
washed by the spring rains, thoroughly 
renewed by the warm mother earth. 
Humanity also puts on a new dress 
to celebrate the coming of spring, 


whenever it can do so. It is the one 
time of the year that longing for new- 
ness, brightness, joyousness, color, is 
universal. Housewives are seized with 
the urge to turn everything out of 
doors, to scrub, paint, calcimine and 
polish. And how the housewife longs 
for something new and clean and beau- 
tiful to put into the home! Even the 
so-called head of the house, pausing 
fora moment in front of his home that 
first evening of lightness, after the 
cloudy days of late winter, feels the 
impulse to get busy at once and fix up 
the old place. It always looks par- 
ticularly shabby on that first bright 
day. 

Too often other needs, other desires, 
use up the funds and the old house has 
to go along another year without that 
coat of paint, that top of shingles. So 
many other things are pressing for 
attention, so many things must be 
done, the longed-for sunroom has to 
be put off, the cedar closet the wife 
hoped for must remain a dream, and 
the basement playroom for the kids 
left unfinished for another year while 
those same kids are rapidly shooting 
up beyond the playing age. 

Pause and consider whether those 
other things are so much worth while 
that you can afford to neglect the 
home for them. Few things give as 
great a return for the money spent as 
rejuvenation of the home. This year 
you get much more for your money 
than usual and any job of this kind 
will give much needed work and busi- 
ness to somebody. 

Make 1932 the banner year for your 
home. Bring it up to date and beautify 
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Spend Money for the Home 
in 1932 


ERESHOES ESSEC SOHO OHSS 


This page is written for the general public with the purpose 
owning and home improvement and to help create business. Show it to your editor. 








it. The returns in pleasure, comfort 
and values are manifold, and the in- 
vestment is safer than banks or bonds, 
more profitable than furs and jewels. 


7 q 7 
For Safety and Good Looks 


So long as the highways are used for 
playgrounds, just so long we shall read 
of children being run down by motor 
cars. Your children may be obedient 
and careful, but some drivers possess 
neither of these qualities. The best in- 
surance against “accidents” is a beau- 
tiful picket fence, painted white. 





The Greatest Buildings 


They have the framework for a house upon a 
little street: 

It won’t be long before the walks will echo 
children’s feet, 

It won’t be long before the grass will green the 
graded loam, 

It won’t be long before a light will call a hus- 
band home. 


I see the sturdy beams of steel amid the. mart 
arise, 

And yet a thing more beautiful than that at- 
tracts the eyes, 

When somewhere on some little street I see 
the two-by-fours, 

With here and there an opening for windows 
and for doors. 


For, when the dark of night comes down, the 
house of steel and stone 

The busy thousands will desert for something 
more their own. 

The greatest buildings we erect are not the 
things of steel 

But somewhere where we come at night to 
laugh and love, and kneel. 





There’s no fence as pretty as one of 
pickets. There’s no color as pretty for 
a picket fence as white. Don’t make 
the fence too tall. Build it with regard 
to the slope of the lawn, the distance 
between house and highway, and hang 
a good substantial gate at the entrance. 
Your neighbors may say that the vista 
down the street will be ruined. But 
if you are raising children you'll not 
be disturbed by such talk. Some one 
who has no children may criticise you 
for obstructing their view of your 
premises. But they wouldn't let their 
dog get out on the street for anything. 
They keep him chained up. Maybe 
you should do the same with your chil- 
dren! No, a picket fence is what the 
children need. 





WO YEARS 


















ago I had 

S\ 4 about $200,- 

a iat | 000 in what 

bey j » - rf were sup- 
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good securi- 
ties,” related a middle-aged business 
man a few days ago, “and I had $5,000 
in the bank, a high-salaried job, a fine 
car and a $21,000 home. Today I have 


—a home! 
“I made those investments on expert 
advice. Every penny was placed in 


conservative and sound securities. I 
built the home on the advice of my 
wife. Now I know my wife was the 
real expert of the lot. 

“When the bank failed, six months 
after I lost my fine job, I sold the car 
and tried to sell or rent the home. But 
my wife and daughter, again proving 
the superior wisdom of the fair sex, 
would not let me. Instead they filled 
the house with roomers. We have a 
couple in our front bedroom, who used 
to support a $500 flat. Today they are 
hardly able to pay the room rent. 

“My boy and I are planning to have 
a fine garden next spring, and I rented 
the garage. We think we may even 
keep chickens. If I can’t land a job be- 
fore that time, I’m sure we'll keep 
chickens. We're getting along and 
we will manage very well for quite a 
while yet. But I shudder to think what 
would have happened if I had not put 
the money into a home when I had the 
chance. Why, I couldn’t have paid 
even room rent through this last six 
months.” 


., ¢ ¢ 


HERE ARE some of the things that 
make an old house young inside: New 
floors, paneled walls, bright-colored 
wall and floor tile in the bathroom, 
fragrant cedar lining in the closet, 
built-in cabinets for the kitchen, or 
telephone cabinet and bookcases for 
the living room, a new and more effi- 
cient lighting system, wider doorways 
with plastered arch opening, new hard- 
ware on doors and windows through- 
out. 


HOHOHCHOHOHOHOHOHOHOHD OHO OHHH HOS 


Preserve the Home and the Nation 


Will Take Care of Itself 
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of encouraging and spreading the idea of home 
Free reprint on request. 








Part of the falls in the Hudson 
River, power dam at top, Glens 


Falls, N. Y. 


LENS FALLS, N. Y., on 
the Hudson River, bears 
the reputation of being 


the second wealthiest city per 
capita in the State and perhaps 
in the nation. Either one takes 
in a lot of territory, but Glens 
Falls apparently takes in a lot 
of wealth. It is of course a 
beautiful place of residences 
and public buildings. It also has 
quite an amount of industry, 
notably paper mills; with the 
International mill on one side of 
the river and the big plant of 
Finch, Pruyn & Co. on the other. 
Paper making calls for much 
power; and the falls in the river, 
topped by a dam, furnish at 
least part of this power. During 
the busy season nearly all the 
water in the Hudson, which of 
course lacks much of being the 
size it attains down at New York 
City, runs through the power 
generators. 
“Cooper's Cave” 

Those of you who as young- 
sters thrilled to Cooper’s 
Leatherstocking Tales will be 
interested in remembering that 
it was on a little island just be- 
low these falls where the old 
romancer located one of the bat- 


tles in The Last of the Mohi- 
cans. Hawkeye and his two 
Delaware Indian friends took 


the army officer and two young 
ladies to a complex cave on this 
island and fought off the Min- 
goes until the powder ran out. 
The cave is there and is visited 
by many people. But the diver- 
sion of water has changed the 
setting until it doesn’t look much 
like the stronghold that was 
described by Cooper. 

Finch, Pruyn & Co. in addi- 
tion to the pulpwood and paper- 
making interests have a planing 
mill and a large lumber and 
building-material business. They 
operate a _ building store in 
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In the Lake George Country 


A City of Wealth Which OV Man 
Depression Has Largely Overlooked— 
Dealers Take Hard Looks at Bankers 


a building near the _ general 
offices, and this store is in 
charge of Horace J. Willard. 
Mr. Willard tells me the 
company has closed down its 
sawmills and is now pulping 
all its logs. The paper mill is 
working full time, with contracts 
in effect that will keep it work- 
ing for a year and a half even if 
no new contracts were made. 
The mill has long followed a 
policy of placing its contracts on 
a sort of 5-year basis; on the 
theory that manufacturing costs 
do not shift much and that long 
contracts are much better both 
for the mill and for the buyer. 

Mr. Willard says that Glens 
Falls has been active and pros- 
perous and did not feel the re- 
cession at all until the middle of 
1931. “People here are wealthy,” 
he said, “and they spend their 
money. Compared with most 
other cities, this is a place of 





$100,000, and several others will 
cost about $30,000 each. This is 
quality construction and calls 
for good materials and real serv- 
ice. Quite a number of public 
buildings have been under con- 
struction; probably running to 
a total of a couple of millions. 

“There seems to be no real 
difficulty about getting loans for 
people who should have them. 
This company makes a certain 
number of first-mortgage loans 
but no seconds. It has loaned 
half a million dollars on first 
mortgages during the last four 
or five years.” 

The building material store is 
a big and attractive place; and 
in fact all three yards in the 
city have each its store and dis- 
play rooms. Paint is one of the 


big items sold here and is han- 
Hardware is 
item, as is 
At the time 


dled in car lots. 
also an important 
standard millwork. 











In addition to their pulpwood and paper making interests, Finch, Pruyn 
& Co. operate a planing mill and lumber and building material business. 
This is their retail store at Glens Falls, N. Y. 


quality material; though that 
doesn’t mean that all people, 
the builders of little houses as 
well as big, take high quality 
goods as a matter of course. But 
it isn’t at all unusual for a so- 
called cottage up around Lake 
George to cost a million dollars. 
There are not so many of them, 
of course, but one is under con- 
struction now that will cost 


of our call the windows were 
filled with various types of in- 
sulation. This is proving to be 
an important item, and the com- 
pany handles various kinds, each 
especially suited to certain pur- 
poses. Sales out of Glens Falls 
cover a wide territory; largely 
because this is an area of re- 
sorts and country homes, and 
many of these are located at 
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“Cooper’s Cave,” scene of one of 
the battles in The Last of the 
Mohicans 


places which have no yards or 
that have none capable of offer. 
ing the special materials needed, 
George W. Doty, manager of 
the retail lumber department of 
the Kendrick & Brown Co., told 
us that while trade had been good 
until mid-summer it had then 
slackened off a bit. Glens Falls 
has had little speculative build 
ing, and Mr. Doty told us this 
with satisfaction; for lacking 
this particular type of mer 
chandising the city is not filled 
up with poorly framed houses, 
and neither is it overbuilt. 


Too Much Interested in 
Prices 


“I don’t think we've suffered 
nearly so much as the average 
city our size,’ Mr. Doty said, 
“but I don’t think there’s any 
doubt but that people generally 
are getting too much interested 
in price without knowing what 
cheap materials do to their 
houses. I’ve noticed one phase 
of this business’ especially. 


Small contractors who are nof 


very busy are willing to buy 
very cheap lumber. It means a 
waste of labor of course, but 
they are willing to waste seven 
dollars worth of labor if they 
can save ten dollars on the price 
of the lumber. Why should they 
be in a hurry to get through if 
they have no jobs waiting? This 
will change when they get busy 








again; but in the meantime 
there'll be some houses built 
without good materials. Im 
very sure that this problem of 
getting houses built with good 
material and enough of it is 
one of the really important 
things to be thought of. Other 
wise when houses begin to pull 
apart and squeak and leak heat 
when they’re only a few years 
old, the public will decide that 
houses are no longer any go00d. 
This is something that will have 
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to be managed by local dealers 
and local contractors. The pub- 
lic doesn’t understand the rea- 
sons and will not understand 
them unless the men who do 
know take the trouble to inform 
them. I’m afraid there’s already 
peen an unfavorable reaction in 
certain places, and unless some 
corrective publicity is offered 
this reaction may easily become 
serious.” 

This store has an extensive 
display of millwork and espe- 
cially of kitchen cabinets. Mr. 
Doty mentioned several times 
the fact that he couldn’t sell 
these things unless he had them 
there where they could be seen. 
He pointed out a wall telephone 
cabinet. This was something 
which he thought couldn’t be 
sold; but the salesman was so 
confident he sent one in as a 
display. It was sold within two 
days; and dozens of them have 
since been ordered and _ sold. 
Mr. Doty told of a woman of 
some means who came into the 
store for other purposes but be- 
came interested in the display 


of kitchen cabinets. She came 
back several times, took pic- 
tures away with her, made con- 
structive criticisms about the 


good and bad points for her spe- 
cial purposes and_ eventually 
purchased several. She had had 
no idea of such purchases until 
she actually saw them. She ad- 
mitted that she’d seen pictures 
in advertising but that these 
had meant nothing to her. 


Bankers Discourage Building 


“There is one factor at pres- 
ent that I can’t quite under- 
stand,” Mr. Doty said. “That is 
the fact that in a good many 
places bankers are discouraging 
building. That’s all right if the 
prospect hasn’t money enough 
or earning power enough to jus- 
tify his desire to own a home. 
But I hear of quite a number of 
cases where people with re- 
sources to build without borrow- 
ing and who could easily afford 
the houses are being persuaded 
by bankers who have no direct 
interest in the matter to wait. 
They tell these people that real 
estate values are too low to 
make it a sound field for invest- 
ment; at least in building new 
houses. I don’t get this at all. 
Maybe’ these bankers have re- 
Possessed houses they want to 
get rid of before building starts; 
or maybe bankers continue not 
to be so smart. They gave their 
customers a lot of bad advice in 
1929, and possibly they’re not 
looking any deeper now than 
they did then. If a family wants 
a house, and one done accord- 
ing to their own design, it seems 
unlikely that there’ll be a more 
favorable time to build for a 


generation to come. Why 
Should anyone discourage an 
able person from doing the 














AMERICAN LUMBERMAN 


thing that, more than activity ih 
any other field, will help start 
the wheels of normal business? 
I haven’t any answer, unless it’s 
either simple shortness of sight 
or some deep and persona! ob- 
ject that does not appear on the 
surface.” 

In a city quite a distance from 
Glens Falls and from a dealer 
who is himself a man of wealth 
we heard another explanation of 
certain banker attitudes; one 
we pass on without comment. 

“A good many bankers,” this 
young man said, “seem to have 
gotten together informally on a 
campaign to hammer wages 
down. Possibly some wages 
were too high; but I notice that 
a great many employers are 
standing against serious wage 
cuts on the theory that wage 
workers are customers and can’t 
buy goods unless they are rea- 


- a acsmnancsiaid 


readjusted my own wages a lit- 
tle, doing it carefully and mak- 
ing it match as nearly as I can 
the decreased cost of living. But 
I don’t like the idea that one 
group of business men is try- 
ing to force upon others of equal 
ability and proved’ earning 
power a policy of this kind; and 
especially a policy which many 
of the ablest men in the country 
consider disastrous. If bankers 
had preved themselves wiser 
than other men, that would be 
something; but I don’t see that 
they have. I don’t like the idea, 
either, that the recovery of busi- 
ness is to be deferred for the 
purpose of cracking down labor. 
Wage scales usually take care 
of themselves fairly well, with- 
out this kind of interference.” 
All of which is handed to you 
as it came to us, for the purpose 
of adding a possible sidelight to 








The retail lumber department of the Kendrick & Brown Co. maintains 

extensive displays of millwork and particularly of kitchen cabinets. 

George W. Doty, manager, has found that these displays are great aids in 
making sales 


sonably well paid. I happen to 
know a manufacturer in our 
line who has a long history of 
good earnings behind him. His 
plant is paid for and carries no 
mortgages or bond issues. He 
thought this was a good time to 
buy raw materials and placed 
some reasonable orders. He 
lacked just a few thousand dol- 
lars of enough to pay cash and 
went to the bank to get it. It 
was a trifling loan when com- 
pared with his assets. He was 
told that his credit was per- 
fectly good, that his ability 
to make money was well known 
and that the amount of the loan 
was quite small, still he had the 
habit of paying rather too high 
wages. He insisted that his 
wages were average, but he was 
told that this average must 
come down sharply. In short, 
getting the loan hinged upon his 
willingness to make a sharp cut 
in wages. He went to all the 
other banks in the city and was 
told the same thing. He went to 
a neighboring city and heard 
the same story. Of course he 
could get the money if he per- 
sisted, as he did, but he didn’t 
get it from bankers. 

“This seems to me a high- 
handed attitude to take. I’ve 


certain things that otherwise 


seem obscure. 


Rustic Fence as a Sideline 


The Glens Falls Brick & Lum- 
ber Co. also maintains a down- 
town store, under the direction 
of E. C. Odell. In addition to 
an attractive display of hard- 
ware, paint and millwork, we 
noticed an extensive line of 
rustic fence; round picket, mor- 
tised rail and the like. We 
learned here for the first time 
that’ Anchor regularly manufac- 
tures this rustic stock; though 
we might have guessed from 
seeing such quantities of it 
around eastern estates that it 
was not just the product of lo- 
cal mechanics. 

Mr. Odell says that there -is 
a big demand for this kind of 
fence on the estates around 
Lake George and that a special 
market for it has been created 
by the widening of an important 
highway along the western shore 
of the lake. This department 
drove over this highway and 
found it one of the most beauti- 
ful drives in our long and tough 
experience with public roads. 
Part of the road has been but 
recently built; that part which 
hitches up its belt and climbs 





27 





boldly over Tongue Mountain. 
Until this link was put in, we 
understand, the road was in no 
sense a through road. It could 
be traveled, but the traveler 
needed a gang of engineers along 
to pry him out of ruts, keep him 
from falling down slopes and 
otherwise encourage him in a 


violent undertaking. The re- 
mainder of this road is to be 
widened and rebuilt; and the 


widening means that miles of 
fence will have to come down. 

So this is where the opportu- 
nity comes in. Much of that 
mountainous region west of the 
lake still has a wild appear- 
ance; much the same as it must 
have had in the days of Hawk- 
eye and Chingachgook and Un- 
cas. But much, also, is taken 
over by handsome hotels with 
great grounds, by estates and 
by less pretentious cottages. 
These places take to fences, both 
as a protection and as part of 
the picture of country life. Mr. 
Odell is working this field in- 
dustriously, selling by sample 
and on contract. 


Is. There a Credit Doctor in 


the House? 
Mr. Odell was inclined to 
think that there was more 


money available for sound loans 
on future building projects than 
there was to pay for materials 
sold in the past. Collections 
have been a little sluggish; as 
where have they not been! A 
purchase is made in good faith 
on credit; and along comes Ol’ 
Man Readjustment and puts a 
dent in expected sources of rev- 
enue. There you are. Intentions 
the best in the world, but noth- 
ing to be used for money. Mr. 
Odell says that the slow pay- 
ers of former years are quite out 
of the picture. Their old ac- 
counts are written off, and they 
don’t start any new ones. The 
people who put furrows in the 
dealers’ brow are the ones who 
formerly were no problem at all. 
They paid cash or met their 
bills promptly. They'd still like 
to. But times are changed. 

One dealer in another town 
tells me that he knows some of 
the people whom he’s nursed 
along on their old bills, giving 


‘them every consideration, are 


now going to his competitor to 
make cash purchases. He’s get- 
ting the cash customers his 
competitor has carried. You tell 
me why. Me, I guess that peo- 
ple are more or less ashamed to 
buy more goods, even for cash, 
where they owe old bills. Any- 
way, from what we see and 
hear, there’s some interesting 
psychology in this matter. Do 
people feel a loyalty to the mer- 
chants who have carried them 
through thin times or don’t 
they? What if anything should 
this mean in the business of fix- 
ing up credit policies? 
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Little Services That Help to 
Create Business 


Much of the success of the H. S. Riser Lum- 
ber Co., Glendora, Calif., is due to the firm’s 
policy of never telling a customer, “We don’t 
carry that,” according to C. M. Holmes, man- 
ager. If a customer should telephone in for a 
few boards, some nails and a tube of toothpaste, 
the toothpaste would be included in the de- 
livery, though it would be necessary to pick it 
up at a drug store. “Accommodate the cus- 
tomer” is the motto. 

“If a customer orders an item that we do 
not have, we never tell him that we don’t carry 
it,” Mr. Holmes explained, “but we go to the 
other lumber yards in the region and try to buy 
it. If they do not carry it, we telephone the 
customer and explain the situation and tell him 
that we'll order it and have it out within a few 
days. Incidentally, we tell him that we en- 
deavored to pick it up at other lumber yards, 
but couldn’t find it. This prevents him from 
attempting to buy it elsewhere, himself. 

“However, it is the accommodation that 
counts. Before we carried nails it was quite 
common for contractors to telephone orders for 
lumber and include nails. We offered no objec- 
tions, but trotted around to the hardware store 
and bought them. Just this morning, a cus- 
tomer telephoned for lumber and wanted a cou- 
ple of lawn rakes also. We don’t carry them; 
so we picked them up at the hardware store for 
him. 

“We are endeavoring to make our place a 
service institution. 


“If a home owner telephones and says he has 
a leak in his roof and wants to know who he 
can get to fix it, we tell him we'll take care of 
it. We either send one of our yard men to fix 
it or hire a roofer for the job. If another 
wants a barn door hung, we tell him we'll look 
after it; and straightaway send a carpenter to 
do the work. By looking after these things for 
people, we hold them to us. The man whose 
leaky roof we fixed will remember us when he 
gets ready to replace his roof. The man who 
had a barn door to be hung will remember us 
when he needs more material. 

“Out there in the yard at this moment is a 
man who is building a house for his dog. He 
doesn’t know much about carpentry; so we've 
assigned a yard man to help him. The service 
is free. And we have many people just like 
him come in—people who want to build some 
little thing but have no place at home to work, 
and don’t know how to do it anyway, so we 
help them out. They become our friends, and 
subsequently good customers. 

“In connection with repair work, we never 
suggest to an inquirer that he call Bill Jones 
the roofer; Henry Smith the carpenter ; Charley 
Brown the plumber. No sir. We look after 
it and hire Jones, or Smith, or Brown our- 
selves to do the work, unless it is a job that 
one of our yardmen or the truck driver might 
accomplish. If a man wants to build a house, 
we'll take the job, furnishing architect, con- 
tractor and all. We'll even move his furni- 
ture into the house when it’s done. And in this 
way we build business; for once we have ac- 
commodated a man we can count almost with 
certainty on getting his business henceforth.” 
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cost. 





This Week’s 


Ten-foot Pole With Metal Markers 


“I wouldn’t touch it with a 10-foot pole,” is supposed to express 
about the last word in aversion or indifference. 
is necessary, or desirable, to touch something with a 10-foot pole; 
which, properly spaced and marked, 
is a mighty handy measuring device 
around a lumber yard, on a farm, or 
wherever measurements are to be 
taken that can not conveniently be 
made with a foot rule or yardstick. 
Of course, to be useful, the pole 
must be divided into feet and ac- 
curately marked. The best markers 
for indicating the foot divisions are 
the small rounded metal domes or 
glides that are used on chair legs or 
on other furniture instead of cast- 
These little disks, of polished 
nickel, can be bought at any hard- 
ware or novelty store at a trifling 
The bright metal spots have 
high visibility and can readily be 
seen even in a dimly lighted place 
where other marks could not be dis- 
tinguished. A measuring pole thus equipped will save a lot of neck- 
stretching for its user. Another advantage is that a second person can 
readily “read” the measurements, even at a distance. 


Timely Tip 


Nevertheless, it often 











es 


Let's Blow the Blues Away! 


If you want to sing the “Depression Blues’ 
you'll have to hurry; because, with the adjust. 
ment in railroad wages, the various measures 
being taken for the release of credit, and othe 
favorable business developments being reported 
from day to day, it won’t be long now until 
that tune will be as much out of date as “Sally 
in Our Alley.” é 

But for the benefit of any persons who may 
wish to paste the good old “Blues” in their 
scrapbooks, as souvenirs of the “late depression,” 
as we shall soon be calling it, there are repro- 
duced herewith a few verses composed by J. W. 
Cunningham, of Toledo, Ohio, and sent out 
with compliments of the Cunningham Lumber 
Co., of that city, appropriately printed on a 
blue card. All together, let’s go! 

DEPRESSION BLUES 
The old, time-honored greeting 
When people get together, 
Has always been, when meeting, 
To comment on the weather. 


But now we've changed the custom— 
We sing a diff’rent song— 

We walk right up and bust ’em 
With “How’s bizness comin’ ‘long?” 


We like to talk depression, 
And bellyache and fuss; 
We love to make confession 
Hard times are grindin’ us. 


We're proud to air our troubles— 
We glory in defeat— 

We blow depression bubbles 
For everyone we meet. 


The thing’s become a habit 

With all who come together— 
With courage like a rabbit, 

We're quick to show the feather. 


So listen, will you, brother, 
Unless you’d break my heart, 

Bring me some joy or other— 
I'll weep when you depart! 





Line-Yard Concern Expands 


OsKALoosA, Iowa, Feb. 1.—Stockholders of 
the Hawkeye Lumber Co. at their annual meet- 
ing last week authorized expansion of the chain 
of 29 yards in southern Iowa through acquisi- 
tion of other units. The number of yards to be 
purchased or further details were not announced. 
Ralph H. Burnside, Portland, Ore., was elected 
president of the company; C. M. Porter, Oska- 
loosa, vice president and general manager; I. C. 
Johnson, Oskaloosa, secretary; H. S. Howard, 
Oskaloosa, treasurer. Directors were chosen as 
follows: C. A. Williams and R. V. Porter, 
Oskaloosa; W. E. Downer, Muscatine; and 
Z. H. Hutchinson, St. Paul, Minn. 


All-Night Parkers Think About 
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Garages 


Louisvitte, Ky., Feb. 1—A number of in- 
quiries have been received during the last few 
days by lumbermen, builders etc., regarding 
costs of construction of garages; this being due 
to the fact that the police department, as 4 
safety measure and in an effort to reduce acct 
dents, has started enforcing the ordinance 
against all-night parking on city streets, which 
provides that cars may not use the streets on 4 
24-hour basis as free parking lots. The police 
department has issued orders that any Cat 
parked between the hours of 3 and 4 a. m. 
shall be tagged and the owner fined. Cars 
parked without lights are also getting tagged: 
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and, considering costs of maintaining lights, 18 by 46 inches of plywood. The bases are to Weather stripping Fireplace 
= alone is a considerable item. represent the lots. Landscaping of the lots will peat lg vic laymen 
Lumber and material dealers of course could be a phase of the contest. Cickae, eines eee 
hardly afford to antagonize a part of the public ——=— Linen Ghenet Dining alcove 
by getting behind law enforcement movements ; si ™ Kitchen cabinet Glass enclosure for 
but in many cities and towns they could, through Retailer Esta blishes Home Painting _your porch 
political friends, arrange to get existing ordi- } S e New mantel New moldings 
nances or police regulations regarding night mprovemen ervice Letters were also sent out which read: 
parking enforced. Such enforcement reagee WasHincton, D. C., Feb. 1—W. T. Gal- Aren’t there some things you’ve been want- 
__|| F necessity for more garages, additional sales of jiner & Bro., of this city, have established a ing? Things that will add beauty and com- 
— FF material. i ia es department to provide a general repairing and °rt = aaa. — = be gp BoE gt am 
There are a lot of cars that are not wort building service for home owners. There is OF % trellis. ir perhaps youve wane 


porch screened—or a garage built—or an extra 


P “7 in a garage. Some will go to the junk 
y! putting i 4 © 26 8 J room made from what is now waste space? 


> : : no limit to the scope of this service. The com- 
heap, or be forced out of operation, and thus 


pany will supply anything that is needed, from 








, ute” f ‘ hes tf Whatever your home needs—now is the ideal 
ues improve the prospects for future car sales, 1 an extra shelf to an extra room or a com-_ time to provide it. Raw materials are lower 
Ajust- the ordinances are enforced ; and new car sales in price now than they have been for years. 
sures [ai] aid the lumber business. And skilled craftsmen are waiting to work 
other ee for you at moderate wages. Let us give you 
orted 7 R . t an estimate on the work you want done. 
. ° d m W: d h We will gladly handle all the details of the 
Salt Sends Out Farm Information an O U s entire job—and give you an ironclad guarantee 
y +r > ’ s ity f satisfaction—backed by a responsible firm. 
Houston, Tex., Feb. 1—As a part of the ; was a meena City planes eo bpd — 1 Duper 
may — very constructive work being done by the Lum- roe “iin, "rE Woods’ ti avail yourself of our convenient easy payment 
their bermen’s Association of Texas in co-operation Attending Ernest oods convention. plan. 
sion,” with the ee = P ager an A good one it was, too. A two-fold circular sent out, which makes a 
epro- and in an effort . —_ os Monit RG Hy . But when it was over I wanted drive for various home improvements, reads: 
J. W. § business for its members, - ecretary R. G. yett To get back to Chicago. If necessary modernize your kitchen in any 
t out f is sending to the country newspapers through- Just why, I don’t know; arrangement or color scheme desired to con- 
out the State articles upon farm crop diversifi- . vert the old-fashioned kitchen into an up-to- 
umber ut beg. be Except that I live there. 
on a — cation, planning and living at home. Three of Anyway, I dropped date one, in arrangement of cabinets, closets, 
e 9 


these articles already have been sent out, as 
follows: “Making the Farm Feed a Family of 
Five’; “Making the Farm a Meat Factory”; 


storage space for dishes, pots, pans, brooms, 
ironing board ete., with a place for everything 
and everything in its place. 


Into a railroad office on Walnut 
Street, to buy my ticket. 














“There Is No Money in a Poor Cotton Crop.” It happened to be In this circular a drive is also made for 
Among other articles that are to be mailed Exactly fivethirty, and as I securing garage business and building a garage 
out from time to time are these: Walked into the office, to harmonize with the home. It is also urged 
Dairying to Balance the Farm Business. The gang was walking out. that the prospect customer convert wasted space 
2 Hens May Bring Prosperity. I don’t mean that they were into an extra room either in the cellar or the 
Raise Your Own Fruit. Going on strike, or anything attic, to be used as a guest room, a servant's 
ee Hogs Turn Feed Into Dollars. Like that. room, a play room, a sewing room, or a nursery. 
: Selling Surplus Feed to Beef Cattle. They just were going home. Attached to the circular is a business reply 
occa ‘hole ee pene Had on their overcoats, post card, with wording in white letters on 
— | as ‘ sives And everything. a black background, “Mail This Card Today,” 
Terraces Pay, Good Times or Bad. a a pe oe which can be detached from the folder and 
Money Saved Is Money Earned. Be y —s = ore mailed. This card reads: 
Home Industries Bring Spending Money. “A lower to Chicago, said I. Please have one of your representatives call 
Don’t Wait for a Beautiful Home. Sorry,” said they, “but ee re CE GR oo nkn ss ee rdins ences 
Beautiful Yards Made Without Cash. We are just closing up.” to estimate on some work I would like to have 
Getting an Income from Timber. I thought that maybe, as done. 
— -_ The railroads are pretty hard up, ar argh dnd fa ahr wim lente aga balipca mo keane 
= They might open up just Atarens pranstalae a quia ic pereesenoccvevens * 
Better Homes Exposition Opens Enough to sell me a ticket. But the drive for home improvement’ service 
es ie j But they didn’t. does not end here. Another circular is sent 
; erie sal ey Mila bi ae ge Then I got sore; told them I pe — eS ee — ee 
the Real Estate Board a ms Cir ancien Wouldn't use their Oe ee eee ee ee 
ce ccd ay a “eds, _ Seutink ot aon or by fixing the roof, and in the fall of the 
yo . i Beg region d year an effort is made to sell the home owner 
exhibits portraying all that is new and modern And all that stuff. weather stripping or insulation, storm doors 
in home making, furnishing and equipping Silly, wasn’t it? Absolutely. st rindows ; ind him t ‘ert 
ds ie de cee | a : Sey waiis ts Gb tae, eB or storm windows; or induce him to conver 
€ recent improvements in building ma Wes ta & . the outdoor porch into a healthful sleeping 
— terials and construction will also be displayed, as in the wrong. porch or a sun room by enclosing it. Attached 
meet- | i Which various lumber concerns will take an Which goes to prove that this to this circular is also a detachable business 
chain § “tive part. Perhaps the most elaborate dis- “Customer-is-always-right” stuff reply post card which reads: 
ensisi- play will be one in which an “old” home is Is the bunk. Gentlemen: You may send a representative 
to be transtormed through the attractive use of new At that, you can’t imagine out to estimate on the type of work indicated 
inced. & “Uilding materials and the installation of new A lumberman below: 
lected equipment, such as cooling devices for summer Turning a cash customer away 1 Remodeling 0 Weatherstripping 
7 ska- weather. Not to be outdone by the urban dis- Because it was five-thirty. 0 Painting 0 Building Garage 
LCn plays, the lake development syndicates _ sur- O Roofing O Enclosing Porch 
ward, ff rounding Kansas City have made their exhibits P. S.—I got over my grouch, O General Repairs (j Gutter Repairs 
en as fp @PPeal to those who like more of a rustic char- And used their road anyway. yale Gichelehedniiaia eatin be dhiatsnihadaackipeadines 
orter, “tet m their homes. Because it has (ii (tst—‘“(‘(‘(‘(itsts—s~—~—~—CCC AM MPESS ww ee eee ee eee eee eee e eee 
and SEs The smoothest road-bed, And so four or five circulars, with a personal 
And I wanted letter, complete the series and get leads which 
A Model House Contest To sleep. might not otherwise be obtained. 
. ' j } 5 - “The results of this campaign were extremely 
put a Feb. ne po hee gratifying,” said J. H. Galliher, general man- 
uiniiied tthe a ate ag “ Ap th a ager. “While our contact is mainly with the 
winning first plac “ pous on se ad 1 as plete garage. No job is too small, and none builder, we figured that it would be a good 
f in enna bei 7 alls Pg ny - vndis a too large. ne : idea to contact home owners direct, and 
t few lees, Tn espn ng t - S ge In addition to furnishing all the materials, thus secure extra business. We have in the 
rding stantial’ cz I addition :% e gran hes. se the company also furnishes the necessary labor, past tried a separate display room, in a good 
o due m ineied fi pee. to be —" oer, ; supervises the entire job and assumes all the business location where people passed and re- 
os & ra none rw gore 4 oa yege s 1 responsibility. Easy terms can be arranged passed, which would contact with home own- 
act TE oes “ea in connection with the elevent to suit the family budget, on any job. — : ers and prospective home builders and put 
can —. ome Complete Exposition, to be held To put over this idea, a select mailing list them in touch with our service, but the cost 
which a 2 to 10. Model houses must be con- of home owners was made up and letters and was too great for the results. 
al : me on a scale of one-fourth inch to a foot. circulars were sent out to apprise them of the “By using direct mail, we felt that we could 
nolice ver — must contain a living room, dining service, with such questions as: get better all-around publicity and plant seeds in 
an ae itchen, breakfast room, three bedrooms Stop and think—Does your home need any buyers minds which would sprout into buying 
> ee baths. Contestants may use their own of these improvements? impulses. What we tried to do more than 
Cans “ $ In arranging the house. It may be one or New porch Floors refinished anything else was ,to get over’ our home im- 
aah Wo stories high. It must be placed on a base New floors New roof provement service. 
55 od 
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Modernization Transforms a Nebraska Yard 


York, Nes., Feb. 1.—A fine argument in fa- 
vor of modernizing a lumber yard which 
through lapse of time has become somewhat 
out of date, is found in the fine new retail estab- 
lishment of the Cornbelt Lumber & Coal Co., 
resulting from complete modernization of the 
yard purchased from the John J. Grosshans 


ment sash provide ample light from both the 
outer wall and the main lobby. 

To the rear of the paint room is a corridor 
leading to a large display room, covering the 
entire right side of the building. Off from the 
corridor is the lavatory, cloak closet and supply 
room. Jack of the outer office one enters 
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The yard as it now appears, after complete modernization by the Cornbelt Lumber Co. 


Grain & Lumber Co. a few months ago. Upon 
completion of the modernizing job, the extent 
and results of which are shown by two of the 
accompanying pictures, an “open house” and 
building show was held, which attracted a good 
attendance. Considerable interest was shown not 
only in the remarkable transformation of the 
offices and shed but in the fine stock of quality 
material in all lines carried by this company. 

The picture of the old Grosshans yard was 
taken just before the work of modernizing was 
started. It will be noted that the appearance 
is quite uninviting, little or no effort to make 
the place outwardly attractive being in evidence, 
although the plant when built was considered 
to be well suited to the needs of the community. 
Jut the times have changed and the tastes of 
the people have changed with them. Nowadays 
people prefer to do business in reasonably at- 
tractive surroundings; and the other picture, 
showing the front of the yard after remodeling 
had been completed, indicates that the modern- 
ized plant meets that requirement. It will be 
observed that a complete change has been ef- 
fected. The exterior of the office has been 
veneered with buff brick, a gable has been added 
to break the lines of the long roof, two large 
plate glass display windows have been installed, 
the sheds cut back in line with the office and 
more attractive fronts provided. 

Stepping through the front entrance into the 
outer office, the visitor’s attention is attracted 
by the beauty of the walls. Nu-Wood has been 
used throughout, with first a paneled effect up 
to a height of five feet, then a beveled tile effect 
in variegated colors, using the 6x12 size. The 
ceiling is of the same material, but in the 12x12 
beveled size. A neat oak paneled counter, flat 
top desk and scale beam comprise the furnish- 
ings. 

To the right is the paint display room, fur- 
nished to harmonize with the outer office. Case- 


through an archway to a model kitchen display 
room, where the entire south wall is found to 
be filled with a permanent installation of Curtis 
kitchen units, fitted with a one-piece green 
porcelain work table and sink combined. The 
units are in ivory, trimmed with green, as is the 
breakfast nook and ironing board. 

To the rear of the display room a pair of 
French doors open to the manager’s private 
office, which is a cozy room well lighted with 
windows on three sides, commanding a view to 
all corners of the yard. 

In order to make everything of display value 
so far as possible, every 


Ulysses, Neb., for the last nine years. Mr 
Anderson says that notwithstanding the fact that 
York has been a price market for some time he 
believes the people will welcome a quality line 
of merchandise, and accordingly has stocked the 
yard with materials and specialties of first class 
quality and nationally advertised. 


Plywood Selling Made Easier by 
Physical Data 


All those interested in the distribution of 
plywood will welcome the data which resulted 
from physical tests of its properties, made by 
the Northwest Testing Laboratory, of Seattle, 
which represents the nationally known Pitts. 
burgh Testing Laboratory. ‘These are made 
available in a brochure just issued. 

Three of the tests were of the resistance of 
plywood to compression applied against the 
edges; of its tensile strength, and its traverse 
strength with load applied at mid span. These 
three series of tests were made with loads ap- 
plied both with the grain of the outside fibres, 
and with load applied across the grain of these 
fibres. They are compared with tests of other 
materials that are used for similar purposes. In 
addition to these, there are data supplied in re- 
gard to the amount of water absorbed through 
the surfaces of different thicknesses of plywood 
during various periods, and in regard to the 
nail-holding power of plywood. These data 
will be highly valuable to all those who have to 
answer inquiries in regard to the performance 
ot plywood under specific conditions. 

The folder also contains a list of standard 
sizes and grades, and very complete information 
in regard to specific uses. Paneling is given 
prominence, and there are illustrations showing 
how interiors look when completed, with dia- 
grams explaining how the joints may be treated 
to give different effects. An interesting series 
of illustrations offers suggestions as to the use 
of plywood for many built-in conveniences. 
Concrete form work with plywood is given care- 
ful attention, and there are photographs of big 
jobs on which it has been used successfully. 
Information in regard to the finishing of ply- 
wood for both interior and exterior use is also 
included. ~ 

The folder, which is in convenient form for 
filing, may be obtained from the Douglas Fir 
Plywood Manufacturers, Skinner Building, 
Seattle, Wash. 








opening has a different 
type of trim and each is 
finished differently. This 
gives the observer the 
selection of white oak, 
red oak, gum, birch— 
both in the natural and 
stained walnut finish— 
yellow pine and white 
pine with enameled fin- 
ish. Four styles of panel 
doors are used. Not- 
withstanding the varia- 
tion, it all has been so 
arranged that each speci- 
men seems to harmonize 
with the others. 

The York yard is 
under the management 
of O. T. Anderson, who 
took charge at the time 
the yard was purchased, 
and has carried the bur- 
den of the moderniza- 
tion. Prior to coming 
to York he was man- 
ager of the Cornbelt 
company’s yard at A 











view of the model kitchen display of the Cornbelt Lumber Co. 
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Grade-Marked Lumber Occu- 
pies Boston Dealers’ Attention 


3osT0N, Mass., Feb. 2.—Working most har- 
moniously with local building officials, Boston 
lumber dealers are making encouraging progress 
in solving the various difficult problems that 
have arisen in connection with the ambitious 
project of requiring all lumber used for struc- 
tural purposes in this city after April 1 to be 
grade- marked and to comply with official Amer- 
ican Lumber Standards. At a conference held 
yesterday at the Wiggin Lumber Terminals 
(Inc.), local surveyors were given instructions 
in the grading rules of various pieces of lum- 
her commonly used here in building construc- 
tion. These men are to be licensed under au- 
thority of the several manufacturers’ associa- 
tions to grade-mark lumber now on hand in 
local yards or in wholesale storage or which 
may be received in this market before the new 
3oston building department lumber regulations 
become effective. Thereafter lumber to be used 


here, 


AMERICAN LUMBERMAN 


for construction 
grade-marked at the mill and sized in accord- 
ance with 


purposes in Boston must be 
American Lumber Standards. 

spruce, hitherto exclusively used 
has never been grade-marked and there 
have been no recognized association rules, but 
this problem has been solved by framing “Bos- 
ton rules” for eastern spruce. A committee of 
local dealers headed by Granville B. Fuller, of 
G. Fuller & Son Lumber Co., Brighton, under- 
took this task and today Mr. Fuller and Build- 
ing Commissioner Edward W. Roemer have 
gone to Montreal to secure the co-operation of 
Canadian spruce manufacturers, meeting in that 
city for a conference under the auspices of the 
Canadian Lumbermen’s Association. It is pro- 
posed that the “Boston rules” for eastern spruce 
shall be accepted by the Canadian lumber manu- 
facturers, who will grade-mark at their mills 
under license of the Canadian Lumbermen’s 
Association, and it is further proposed to enlist 
the co-operation of the Canadian government in 
the grade-marking program and the establish- 
ment of official sizes as specified by American 
Lumber Standards. 


Eastern 
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Adds Equipment to Produce 
Millwork Items 


WENATCHEE, WASH., Jan. 30.—The Landreth 
Bros. Lumber Co. recently has added to its box 
and lumber manufacturing plant equipment to 
produce items of millwork for the local trade. 
A section of the plant has been rearranged for 
this department, and it is expected it will oper- 
ate steadily. To provide properly seasoned 
lumber for use in building and interior mill- 
work, a Moore reversible cross circulation in- 
ternal fan kiln will be installed. The kiln build- 
ing will be of brick and concrete fireproof con- 
struction, so located that the lumber will be 
handled directly into the millwork department. 
A feature of this kiln installation is that the 
fans, mounted on a single longitudinal shaft, 
will be located at the side of the kiln loads 
instead of above or below the loads, as is cus- 
tomary. 

To provide steam for the kiln and for heating 
the modern factory, a new boiler plant already 
has been installed. 


A Good Cottage for a Hillside Site 
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The location of this summer cottage 
(which is No. 3 in the series now run- 
ning in the AMERICAN LUMBERMAN), 
being on a hillside sloping down to 
the lake, makes practicable a structure 
that provides three commodious sleep- 
ing rooms and two closets on the up- 
per floor, in addition to a large living 
room, fully equipped kitchen and bath 
on the first floor. The layout of the 
first floor is shown in sketch appearing 
at the left, while the second floor plan 
is indicated by the one at the right. 
This cottage is one of a number specially 
photographed by the AMERICAN LUMBER- 
MAN to illustrate various desirable types 
and designs of resort residences. 
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National Production, Shipments and Orders 


Wasuincton, D. C., Feb. i—Following is the National Lumber Manufacturers’ 
weeks ended that date, covering mills whose statistics for both 1932 and 1931 are 


mills for the corresponding period of 1931: 
ONE WEEE 


Association report for the week ended Jan. 
available, and percentage comparison with statistics of identical 


92 
23, 


and for three 


No. of Percent Percent Perce 
Softwoods: Mills Production £1931 Shipments f1931 Orders r 193 
Southern Pine Association (Including North > ” — ee ee issn o* tm 
Carolina WOOy sonxecnes oe reecccccceresscsees 107 18,511,000 60 23,646,000 68 22,743,000 64 
West Coast Lumbe rmen’s Association........ 24 57,301,000 61 68,730,000 81 70,841,000 67 
Western Pine Association (Inland Empire and 
I ae ee ak net aan awe gah 98 11,264,000 42 ° 32,119,000 69 31,188,000 63 
Northern Pine Manufacturers’ Association. rn eee ae 1,789,000 87 2,110,000 78 
Northern Hemlock & Hardwood Mfrs. Assn.. 12 431.000 338 604,000 54 1,633,000 206 
Total softwoods £25 87,507,000 57 126,888,000 75 128,515,000 66 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 165 7,129,000 51 12,784,000 83 14,200,000 83 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 12 1,033,000 41 1,092,000 61 1,445,000 60 
TT ee 177 - 8,162,000 49 13,876,000 81 15,645,000 80 
Ne I as ere oe cia Maren oh kW ake i elena 593 95,669,000 56 140,764,000 75 144,160,000 68 
THREE WEEKS 
Softwoods: : : ' 
~~ . a. \ greenceaient ; arpveneenned 7“ - 107 51,549,000 56 60, {80,000 61 65,730,000 62 
West Coast Lumbermen’s Association........ 204 164,818,000 62 195,089,000 69 193,644,000 66 
wo og” ~ yomondbecenlensee 35,862,000 46 93,456,000 66 94,677,000 71 
Northern Pine Manufacturers’ Association. GS tgs = HG 26 2406000 72 551,000 HH 
Northern Hemlock & Hardwood Mfrs.’ Assn.. Li ‘ pct - Bere ast aa = 
ala oro 978 356.504.0000 562,385 ) 
IS i aril res ne te 139 293,316,000 57 = ', aa ; — sad 
Hardwoods: en 9e 27 999 
Hardwood Manufacturers’ Institute.......... 166 21,196,000 54 37,264,000 87 24,592,000 82 
Northern Hemlock & Hardwood Mfrs.’ Assn 17 2,753,000 31 9,473,000 108 silicided 95 
Tot: nadie 3 23.949.000 49 $2,757,000 89 $3,495,000 84 
| Sanne Mag ety VS cee eee eee eee eee eee e eens pe 277,325,000 57 399,241,000 69 105,880,000 68 


*Average weekly number. 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., Feb. 1.—Following is 


a statement for five associations of the gross 


stock footage Jan. 23, and the percentage relationship of unfilled orders to stocks: 


Orders of 


No. of Gross Unfilled Stocks— 

Association Mills Stocks Orders Percent 
Southern Pine Association...... rere eT Te 102 679,595,000 56,952,000 » 
West Coast Lumbermen’s Association ite -- 170 1,292,724,000 199,483,000 15 
Western Pine Association (Inland Empire and _ _ = ‘ 
CN SURED: a's 5 og eae hah cake eens e 122 1,919,237,000 167,060,000 4 
Northern P Manufacturers’ Association....... 7 240,940,000 15,527,000 ° 
Hardwood Manufacturers’ Institute............. 157 $19,705,000 93,690,000 12 





West Coast Review 


to AMERICAN LUMBERMAN] 


Feb. 3—The 217 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
week ended Jan. 30 reported: 


SEATTLE, WASH.. 


Production » N00 





Shipments (1,2 000 20.79% over production 
Orders $0,554,000 36.61% over production 
A group of 324 mills whose production re- 


ports for 1932 to date are complete, reported 
as follows: 


A group of 217 mills, whose production for 
the week ended Jan. 30 was 58,972,000 feet, re- 
ported distribution as follows: 
Unfilled 
Orders 


Shipments Orders 


Farrer 20,550,000 22,306,000 62.147.000 

Domestic 
cargo 28,682,000 34.322.000 121,952,000 
Export 14,924,000 16,860,000 69,433,000 
Local 7,076,000 TOTE GGG ln écactes 
71,232,000 80,564,000 253,532,000 


\ group of 204 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1931 and 1932 to date, reported as 
follows : 





Average wee Vv ope ting capac 290.772.0600 . : : : 
a Kly operating — laa ata Week ended Averages for 4 weeks 
é erage weekKly cut for 4 weeks— Jan. 30, 1932 1932 1931 
1931 ° ° paws ccocece 209,087,000 Production 58.066.000 55,745,000 88,726,000 
1932 eee 64,622,000 Shipments .. 70,462,000 66,424,000 97,010,000 
Actual ut ( week ended Jan. 30 67.124.000 Orders 79,632,000 68,150,000 99,390,000 
. 
ales | wo-thir arger an ut 
[Special Telegram to AMERICAN LUMBERMAN] 


WASHINGTON, D. C., Feb. 4.—Four hundred 


and sixty-eight softwood mills of five associations 
for the week ended Jan. 30 reported to the National Lumber 


Manufacturers’ Association pro- 
duction aggregating 86,459,000 feet, shipments, 129,244,000 feet, and orders, 142,592,000 feet. 
The week’s figures for production, shipments an1 orders follow: 

No. of 

Softwoods— Mills Production Shipments Orders 
Southern Pine Association (North Carolina mills 

included) ... siecle ac lirek waapcaiier me eee hay Sere a ee lace 107 15,906,000 21,609,000 24,591,000 
West Coast Lumbermen’s Association.......... 17 58,972,000 71,232,000 80,564,000 
Western Pine Association (Inland Empire and 

UE | UI ao wlan emratew 119 10,921,000 33,654,000 33,991,000 
Northern Pine Mfrs. Association................ 7 No. cut 1,965,000 2,276,000 
Northern Hemlock & Hardwood Mfrs. Assn..... 18 660,000 784,000 1,170,000 

Totals, softwoods............ceeccccceceececes 168 $6,459,000 129,244,000 142,592,000 
Hardwoods— 
Hardwood Manufacturers’ Institute............. - 202 8,342,000 13,843,000 15,962,000 
Northern Hemlock & Hardwood Mfrs. Assn...... 18 1,404,000 1,612,000 1,152,000 

RE a ee ee - 220 9,746,000 15,455,000 17,114,000 


| 





Southern Pine Report 
New OrLEANS, La., Feb. 1—For the week 
ended Jan. 23, 120 mills of a total capacity 
128 units (a unit representing 360,000 feet of 
3-year average weekly production), report as 
follows to the Southern Pine Association: 


Pct. of output 
s-year Ac- 
Production— Carsf Feet Ave. tual 
Aver. 3 yea $6,243,000 ere eee 
Co ee “ 20,344,000 43.99 
Shipments* .....1,188 24,948,000 55.95 122.6 
Orders 
received* .....1,150 24,159,000 52.22 118.71 
On hand end 
weekt ........2,947 61,887,000 
*Orders were $6.80 percent of shipments. 
7Car basis is 21,000 feet 


tOrders on hand at above 120 mills showed 
a decrease of 1.27 percent or 798,000 feet, 
during the week 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 
PorTLAND, Ore., Feb. 3—The Western Pine 
Association reports as follows on operations of 
Inland Empire and California mills during the 
week ended Jan. 30: 
Total number of mills reporting, 119: 


Actual production for week.... 10,921,000 
OE cc wcecen asic et 33,654,000 
Orders received ........ 33,921,000 
Report of 95 mills: 

Operating capacity tare 118,991,000 
Average for 3 previous years ; 34,712,000 
Actual production for week..... 10,921,000 
Report of 119 mills: 

Average production ............. 61,896,000 
Unfilled orders ........ 163,492,000 
Stock on hand—Jan BP ae car ei ane 1,860,013,000 


Identical mills reporting, 95: 
Production: 
Operating capacity 


118,991,000 


Average for 3 previous vears.. 34,712,000 
Week ended Week ended 
Jan. 30,1932 Jan. 31, 1931 
Actual for week.. 10,921,000 25,464,000 


Shipments 
Orders 


31,307,000 
31,097,000 


45,647,000 
47,297,000 


received 
Identical mills reporting, 112: 
Production: 

Average 


for 3 previous years.. 
Week ended 
Jan. 30, 1932 
159,152,000 


59,927,000 
Week ended 
Jan. 31, 1931 
Unfilled 207,080,000 
Gross stock on 

hand 


orders 


1,756,170,000 2,102,926,000 
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emand for Hardwoods Is Spotted 


Big Consumers Place Some Orders 


MemPHIs, TENN., Feb. 1—A slightly better 
demand has been noted in the southern hard- 
wood market, quite a number of orders having 
been received from automobile and furniture 
manufacturers, following their shows. There 
has also been a slightly improved demand from 
box and crate manufacturers. Manufacturers 
of interior trim, sash and doors, however, are 
buying practically nothing, and few orders are 
being placed by flooring factories. Prices of 
hardwoods remain unchanged. 

English buyers have re-entered the market 
and are placing some nice orders, though vol- 
ume of this business is not large. The number 
of English inquiries leads to the expectation that 
demand will increase during February. There 
has also been some business received from Con- 
tinental buyers. 

Production continues low and less than 20 
percent of normal. Mills are not eager to con- 
tinue to operate while prices are so low. High 
water has affected many mills throughout the 


South, making logging impossible in most sec- 


C. W. Parham, C. W. Parham Lumber Co., 

has just returned from a ten days’ trip through 

a and Alabama, made with a view to 

ining a new source of supply. He will soon 
complete his operation at Dothan, Ala. 

J. H. Townshend, executive vice president 
Hardwood Manufacturers’ Institute, has just 
turned from well attended regional meetings in 
Charleston, S. C., and Jacksonville, Fla. 








Mill Concern Reorganized 


Laporte, INp., Feb. 1.—The Powell-Reoos 
umber Co., of LaPorte, hardwood saw aill 
perator, has been reorganized and incorporated 
as the Roos-Howes Lumber Co. The reorgani- 
the company came about as a result 

tf Charles G. Powell, of South 
t two years ago. Holdings of the 

Powell estate have been tied up for some time. 








eath ot 
} 


Recently Norman Roos and E. B. Howes, of 
LaPorte, who had been associated with the 
p 


Powell-Roos company, purchased the concern 
and with Attorney Earl Rowley, of LaPorte, 
formed the new corporation. Mr. Roos had been 

nnected with Mr. Powell in the industry since 
1917, while Mr. Howes joined the firm in 1921. 
[he mill buys all its timber from LaPorte and 
oseph counties and southern Michigan. It 
has a capacity of 300,000 feet of lumber a 
month. 


Cheap Stocks Not Yet Absorbed 


LovIsvILLE, Ky., Feb. 1.—It is admitted that 
the statistical position of the hardwood market 
is much stronger, considering shipments in rela- 
tion to production. Still buying has not been 
sufficient to take up all the cheap lumber 
offered. Stocks of red and white oak, sap gum 
and some other items are getting much scarcer, 
but prices show no change. Red gum sales 
have been quiet a long time, but there have 
been better inquiries and some orders. Some 
recent sales have inclutled No. 1 common red 
gum, in from 5/ to 8/4, inch common plain 
red oak, inch FAS red oak, common sap gum, 


a little walnut and some poplar. Demand has 
: 





een chiefly for low grades, with the better 
grades sluggish. One order of 38,000 feet of 


FAS red oak, 4/ to 8/4, for interior trim, was 
reported. Sales of lots of 100,000 feet are scarce 
Low grade gum, flooring oak, poplar in 
A and B common, are still the more active 


+ 


today. 


items. Grade A poplar is scarcer than it was, 
but B is not moving as it had been expected 
to. White oak is relatively scarce, and red oak 


stocks are much lower. 


Prices are as follows en inch stock, f. o. b. 
Louisville: White oak FAS are priced at 
around $85 for Kentucky, $70 for southern; 
common, $40@45; quartered white oak, FAS, 
Kentucky, $120; southern, $110; common, $50@ 
55. Red oak, FAS, $60; common, $38@40 
Poplar, FAS, northern, $80; southern, $60; saps 
and selects northern, $60; southern, $40; No. 
1 common, northern $35.40; southern, $35@a 
10; 2-A, 2-B, $19. Walnut, FAS, 
$170; select, $120; No. 1 common, $65; No. 2, 
$32. Gum, FAS, sap, $32; common, $24; quar- 
tered sap, $36 and $28; plain red, $65 and $35. 
Ash, $60 and $35. Cottonwood, $35 and $25. 
Magnolia, $40 and $30. Beech, log run, $30. 


$24(a 27 ; 


Buying Is Conservative 


Boston, Mass., Feb. 2.—Conservative buyers 
refuse to believe that this is a good time to in- 
crease their supply of hardwoods. Consumers 
really in need are apt to make exhaustive in- 
quiry. Long-continued hand-to-mouth buying 
is one reason why demand is almost certain to 
improve within a few weeks, while mill book- 
ings have been greatly exceeding production for 
a long time, and excess supplies in first hands 
are being steadily reduced. Some New Eng- 
land and Provincial hardwood mills are already 
short of certain items. 

The flooring situation is very unsatisfactory. 
Dealers hesitate to buy until they see more 













If I were to hazard a guess-as te 
what people should do to avoid temp- 
tation, it would be to get a job and 
work at it-so hard that-temptation 
would not exist for them. 

—Thomas A. Fedison. 





building activity, and very low quotations are 
made by some urgent sellers, the range being 


wide: Plain white oak, clear, $56.50@62.50; 
select, $46.50052.50; No. 1 common, $38@ 
12.50; first grade Michigan maple, $56@58.50; 


first grade Michigan and Wisconsin birch, $52@ 
54; best Canadian birch, $59. 

Quotations on 4/4 lumber, FAS and No. 1: 
Ash, $68@77 and $41@45; basswood, $61@66 
and $4245; beech, $67(@72 and $46@50; birch, 
$68@75 and $45@52; maple, $70@75 and $44@ 
48; oak, plain hard red, $71@74 and $51@54; 
plain hard white, $85@90 and $53@55; plain 
soft white, $105@110 and quartered 
medium texture white, $110@120 and $73@78; 
quartered soft white, $135@140 and $78@85; 
poplar, medium texture, $73@80 and $40@44 
(saps, $48@51); soft, $95@100 and $47@51 
(saps, $6368). 

Ralph Masse, of the Atlantic Lumber Co., is 
in the South looking over the situation. This 
Boston company says foreign inquiry is quiet. 


Prices Show Wide Range 


CINCINNATI, Oun10, Feb. 1.—Lack of inquiries 
and orders, and unstable prices, are sources of 
complaint. A few items are inclined to be 
scarce, and for these fair prices are obtainable. 
Inquiry for February delivery is becoming more 
brisk, according to wholesalers. Some buyers 
still think that they ought to be able to get 
good hardwood lumber at prices quoted last 
September and October. A Class 1 railroad 
inquired for about 250,000 feet of cross ties, 
and there were other rail inquiries for ash and 
oak. Inch and 6/4 sound wormy oak are most 


$5862: 


For Current Market Prices on Hardwoods See Pages 65 and 66 


active in spot sales, the auto and body building 
trades still taking good amounts and at fair 
prices. FAS plain white oak is dull, with sup- 
plies heavy and prices irregular. No. 2 com- 
mon and select red and white oak are scarce, 
stocks being about cleaned up. No. 1 common 
oak sold in a range of $42@65. 

Uppers in poplar are dull, and certain Appa- 
lachian items are in large supply. About the 
only poplar item that is active is 2-B which is 
wanted for the box and crate trade and for 
corewood. Some sound wormy chestnut is mov- 
ing, but at cut-throat prices. Some items of 4/4 
common and select chestnut are far from plenti- 
ful, and the same is true of FAS items, and 
price views are stiffening in expectation of 
spring orders from the furniture trade. Last 
week sales of common poplar were made at 
prices ranging from $30@55. 

The export trade in hardwoods is showing 
signs of recovery, and some United Kingdom 
inquiries were received. 

Softwood sales showed little improvement, 
and both pine and cypress were selling slowly. 


Some Items Hard to Find 


BuFFALo, N. Y., Feb. 1.— Inquiries in the 
hardwood trade show some improvement, and 
several lines of industry are likely to be in the 
market soon to a larger extent than for a long 
time. A growing scarcity of some kinds of 
hardwood is becoming noticeable. A wholesaler 
states that, on receiving an inquiry for various 
items in a certain southern hardwood, he can- 
vassed thirty-three mills, but not one of them 
could supply all the grades and sizes asked for 
Most of these mills were short of about half 
the items wanted. It is believed by lumbermen 
that within a short time this shortage of stock 
will be more apparent, and that those who wish 
to buy will be sorry they did not do so earlier. 

Retail lumber demand is still backward, be- 
ing affected to some extent at present by the 
coldest weather experienced during the winter. 
Up to the end of last week, mild weather per- 
mitted the carrying on of building operations 
with comfort, and the present lull is not ex- 
pected to last long. 

E. C. Randell, president of the Emergency 
Taxpayers’ Association, gave a talk to the Buf- 
falo Lumber Exchange on Jan. 29, outlining the 
need of reduced taxation in this city. 

C. H. Shevlin and Lawrence Carpenter, vice 
presidents of the Shevlin Pine Sales Co., Min- 
neapolis, were at the office of the company here 
last week. Other visitors to lumber offices 
were: H. A. Marceau, Thunder Lake Lumber 
Co., Rhinelander, Wis.; O. E. Byram, manager, 
Arkansas Oak Flooring Co., Alexandria, La.; 
Arthur E. McLean, president, McLean-Ar- 
kansas Lumber Co., Little Rock; G. H. Lantz, 
Garrettson-Ellis Lumber Co., Springfield, 
Mass.; M. C. Shepherd, W. T. Smith Lumber 
Co., Chapman, Ala.; George P. Stanley, 
Brooks-Scanlon Lumber Co., New York. 





oe 
Week's Loadings of Revenue 
. 
Freight 
A report of the car service division of the 
\merican Railway Association shows that the 
revenue freight loadings for the week ended 
Jan. 23, 1932, totaled 562,938 cars, as follows: 
Forest products, 19,555 cars (an increase of 
1,464 cars over the preceding week) ; grain, 32,- 
575 cars; livestock, 21,051 cars; coal, 107,493 
cars; coke, 5,452 cars; ore, 3,469 cars; mer- 
chandise, 188,512 cars, and miscellaneous, 184,- 
831 cars. The total loadings during the week 
ended Jan. 23 show a decrease of 10,338 cars 
below the week immediately preceding. 
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TacoMaA, WASH., Jan. 
30.— Another milepost 
was checked off in the 
history of the West 


Coast lumber industry 
when the West Coast 
Lumbermen’s Associa- 


tion held its annual meet- 
ing yesterday. The roof 
garden ballroom of the 
Winthrop Hotel was 
crowded, and among 
those in attendance was 
a large sprinkling of re- 
tailers, attending on ur- 
gent invitation of the 
Probably this was the most 
significant innovation, although it is just one 
of the trends apparent during this meeting, 
which give much hope and encouragement for 
the future of this great industry. 

A year ago J. D. Tennant, president of the 
association, addressed the members, asking 
them the pertinent question, “Where do we go 
from here?” Today he expressed the same 
curiosity, indeed more than curiosity—intense 
interest. A year ago he said, “We are standing 
at the crossroad—there are two ways to go.” 
Today he said, “You all realize which road 
you took,” and yet Mr. Tennant expressed hope 
in the future of the industry. 

At the last annual the central theme running 
through the entire program might be summed 
up in one word, “Research.” Today the theme 
of the second step as a title for the entire pro- 
gram might be said to be “Merchandising.” In 
yesterday’s discussions, however, research was 
still an important part of the program, be- 
cause as yet the industry has not actually taken 
that necessary first step in the merchandising 
program, and while discussion of the problems 
has gone beyond the research period, the actual 
development has not yet gone ahead to the ex- 





J. D. TENNANT, 
Longview, Wash.; 
President 


manufacturers. 
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Style and Style Changes Stressed in Discussions—Matt 


tent necessary to produce the hoped-for results. 

W. B. Greeley, secretary-manager, recog- 
nized leader and man of the hour in West 
Coast lumber affairs, met the issues squarely 
and dispassionately, without fear or hesitation, 
proposing what he considered is necessary to 
meet present conditions. The significant title 
of his address was, “What Shall We Do With 
West Coast Lumber ?” 

In line with the general thought of the meet- 
ing, that of merchandising West Coast lumber, 
there were among the speakers prominent re- 
tail lumber dealers, the assistant city engineer 
of Seattle, and a prominent Tacoma architect. 


National Distribution Code Approved 


The National Code of Lumber Distribution, 
which had been approved by the trustees, was 
unanimously ratified. In fact, one of the out- 
standing features through the entire session was 
the increased recognition of the importance of 
the retail lumber distributer, and a friendly re- 
lationship between this distributer and the 
manufacturer. Manufacturing problems were 
in no way discussed during the entire program, 
and production was mentioned only from the 
standpoint of the expediency of necessary cur- 
tailment during temporary periods of slack de- 
mand. Grade-marking of lumber is receiving 
more attention and is recognized as one of the 
forward steps in marketing, along with guar- 
anties of proper seasoning. Style and style 
changes were prominently placed in the discus- 
sion; also the necessity for catering to them. 

Prominent among the speakers from out of 
the district were I. N. Tate, general manager 
of Weyerhaeuser Sales Co., St. Paul, Minn., 
and A. J. Hager, president of the National 
Retail Lumber Dealers’ Association, Lansing, 
Mich. 

Probably one of the most radical statements 
made was that of R. E. Borhek, prominent 
Tacoma attorney, when he said that in his esti- 
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mation the lumber of the future, so far as thy 
used by architects, would be processed lumber 
which would eliminate all problems of grai, : 
and other uncontrollable characteristics of th 
natural product. 

Another advanced thought which came 
the forefront was that of fabrication of lumber. 
The need for radical changes in house constry. 
tion to meet the need particularly of the city 
builder was cited and with it recognition 9 
the advantages of precision cut parts, manufac. 
tured at high speed and low cost in the plant & 
instead of by high cost, slow, hand labor om 
the job. It is seen that these things are neces. 
sary to meet competition of other materials 
which are fabricated in the factories. The tren 
of population from the farm to the urban cep. 
ters was analyzed, and its great influence o 
the marketing of lumber products pointed out 
The city dweller must be considered, and his 
desires in style and beauty catered to. 

The importance of building codes was 
stressed, and particularly the work of the Na. 
tional Lumber Manufacturers’ Association in 
protecting the interests of lumber in_ building 
legislation. 


Extension Work of Association 


From the standpoint of marketing structurd 
timbers particularly, Chester Hogue, association 
field engineer, told of some of the things the 
association has been able to accomplish in ex- 
tending the use of fir lumber, particularly ay 
public improvement works, such as_ highways, 
airplane hangars and pipelines. He described | 
new timber designs for bridge trusses and tin- 
ber structures. Mr. Hogue, as well as other 
speakers, touched on the subject of developing 
flame resistant treatment for lumber which 
would be permanent, and would solve one of 
the problems of sales resistance now confront: | 
ing this material. 

A merchandising catalog, instead of a book 





Where Do We 


[Extracts from Address by J. D. Tennant, President West Coast Lumbermen’s Association. |] j 

“We have been afraid to face association in existence today.” your secretary-manager and in pose, this action would promote 
the facts; to adopt plans to cor- He strongly commended the each instance we had the right greater sale by our mills. 
rect the situation. Plans for value of the statistics gathered man in the right place, at the would recommend directly to all 
meeting conditions in the indus- and dispersed by the association, right time.” lumber manufacturers that they § 
try have been presented, and and said that ‘during the year . . . make every individual effort pos- 
while there was some co-opera- bay had three maar fact-finding Relations With Retailers sible, through their sales erp 
stam 06 either ene ten tate OF and fact-explaining jobs, and tions, to encourage individual re- ; 
was inadequate. er these were handled in a credita- "a would like to make a few tail lumber dealers to go out -— 
nae tee Shs Deke dene © on ble manner by Col. Greeley and observations from the standpoint get business by farm-to-farm and 
: . sp his staff.” The first was the meet- of a trustee, and of a manufac- house-to-house solicitation. We 
peat today what I said a year ings with the presidents and turer who has had considerable need to work closer with the re § 
ago—Where Do We Go From traffic vice presidents of the experience with the retail end of tail lumber dealer, and we need 
Here?” seven western railroads where the business as to what our rela- to encourage him in the belief 

He recommended the develop- the economic facts of the lumber tions with retail dealers should that we are willing and anxious 
ment of “an industry organiza- industry were presented as an be, and their relations with us. to work with him as an associa 
tion as complete as possible to argument for reduced lumber The retailing of lumber is one tion.” 
study our marketing opportuni- freight rates. The second was of the major business enterprises Mr. Tennant referred to the ap- 
ties thoroughly, and to arrange the accumulation and explana- of the United States. The last proval, by the board of trustees 
our manufacturing and sales pol- tion of industry facts before the Federal census shows a total of of the National Lumber Distr 
icies so a profit may be had from United States Tariff Commission 25,600 lumber stores—these had bution Code, and said: “Gener§ 
our efforts. We must, ourselves, in Washington, D. C. The third total sales in 1929 of $2,225,000,- ally speaking, with the exception 
do the things necessary to bring was the appearance of Col. 000. If we concede that only 50 of purchases by States, countles 
about that result.” Greeley before the Timber Con- percent of their sales was lum- and cities, the lumber industry 0 

Mr. Tennant then presented an servation Board, in Washington, ber, we have a total for lumber the West Coast in its usual prac 
analysis of the association, de- D. C., where he presented the sales during the year of $1,100,- tice follows the national code 
partment by department, point- case of the West Coast lumber- 000,000 which represents the larg- and I should like to recommenéJ 
ing out specific accomplishments men in an effort to help the est outlet we have for our standard to the members of the associa 
of each. He voiced appreciation Government get a correct under- items of production.” He told of tion that each of us follow d:- 
of the work of the trustees in standing of the problems under- the aid given retailers in pro- rectly and in every particular the 
guiding the course of the asso- lying the_ difficulties of the moting the sale of lumber “be- articles of the code.” In conelv- 
ciation; lauded Col. Ww. B industry. “All three of these un- 


Greeley, secretary-manager, call- 
ing him “the most outstanding 


secretary-manager of any lumber using 


dertakings represented good ex- 
amples of fact-finding and fact- 
activity on 


Go From Here?—Facing the Facts 


dealer to sell more 


the part of 


cause our theory has been that if 
we could assist the retail lumber 
lumber, or 


sell his lumber to a better pur- 





sion he said: “We can, if We 
will, make 1932 a much more sal 
isfactory year than that just 
closed.” 
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of grading rules, is the proposed change as 
described by L. A. Nelson, of Portland, head 
of the department of grades of the association. 
Mr. Nelson pointed out that the proposed 
changes in grading rules really amounted to 
clarifying present descriptions of grades, put- 
ting them into understandable language, elim- 
inating obsolete grade names, and wording the 
description in such a way as to promote, rather 
than discourage, sales. Such terms as “Clear” 
and “Common” will be eliminated, and in de- 
scribing grades it will no longer be considered 
proper to say a certain grade “will permit of 
the following defects.” Characteristics which 
do not impair the piece, from the standpoint 
of the intended use, are not defects, and should 
not be so described. 

It was Roy Morse, who has been chairman 
of the grading rules committee for seven years, 
who took occasion to compliment the work of 
Mr. Nelson and his staff in putting the grades 
of the West Coast association on the high 
plane that they are. He named this depart- 
ment of grades as of greatest importance and 
highest efficiency in the entire association or- 
ganization. 

Following the precedent set last year, one of 
the interesting features of this annual meeting 
was the exhibits about the meeting room. Most 
striking among these, perhaps, was the exhibit 
of fabricated lumber, and as well, fabricated and 
treated highway bridge members. Among the 
features of fabricated house construction lum- 
ber were nailed-up panels of wood lath, ready 
to apply in this quick and economic method. 
These panels have been nailed up on a nailing 
machine, and are made of lath one-half the 
usual width, increasing their plaster-holding 
efficiency very greatly. 


Trustees Elected 


While merchandising of lumber products and 
improvement of the products to meet the buyers’ 
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sme of West Coast Convention 


xcture of Fabricated Lumber Urged to Meet Competition 


demand, fabrication of lumber, recognition of 
the code of lumber distribution, and recognition 
of the highly important part the retail dis- 
tributer plays, occupied most of the time of the 
session, discussion of these subjects was halted 
long enough to hold the annual election, during 
which the following trustees and officers were 
elected : 

Portland district, W. B. DuBois; Seattle dis- 
trict, E. C. Stone; Columbia River district, J. 
D. Tennant; Willapa and Grays Harbor dis- 
trict, Frank W. Byles; Northern district, H. 
A. LaPlant; Everett district, H. W. Stuchell; 
Tacoma district, Roy J. Sharp; Chehalis and 
Olympia district, C. H. Kreienbaum; Willa- 
mette Valley district, Charles Snellstrom; 
Oregon coast district, R. T. Moore. 

Trustees at large—C. H. Watzek, Wauna, 
Ore.; F. R. Titcomb, Tacoma, Wash.; C. Stuart 
Polson, Hoquiam, Wash. 

Honorary trustee—R. H. 
land, Ore. 

Vice president for Washington—Maj. E. G. 
Griggs, Tacoma, Wash. 

Vice president for Oregon—M. C. Woodard, 
Silverton, Ore. 

Treasurer—R. W. 
Wash. 

About thirty-one years ago, when the Pacific 
Coast Lumber Manufacturers’ Association was 
organized, the late Victor H. Beckman, active 
in the organization of this group, became its 
secretary. For ten years or more he carried 
on the activities for these lumber manufac- 
turers, until that association merged with two 
others and became the present West Coast 
Lumbermen’s Association. 

Mr. Beckman passed to his reward Dec. 10, 
1931, and it was therefore quite fitting that, on 
motion by Ralph H. Burnside, a resolution was 
unanimously passed recognizing the service 
given to and interest manifested in the lumber 
industry by Mr. Beckman during his life, and 
expressing sympathy and respect to the family. 


Burnside, Port- 


Vinnedge, North Bend, 





A. J. Hager, Lansing, 
Mich., who had made a 
5,000-mile trip at the in- 
vitation of the West 
Coast Lumbermen’s As- 
sociation to address its 
members at this meet- 
ing, and who termed 
himself a ‘‘guest 
speaker,” did not mince 
words in telling the 
manufacturers of some 





of their shortcomings, at W. B. GREELEY, 
the same time compli- Seattle, Wash.; 


menting them on their 
present attitude of co- 
operation with their distributers, and particularly 
their endorsement of the lumber distribution 
code. He pointed out that it was something new 
for retailers to be invited in to the discussions of 
manufacturers’ problems, saying that five, ten 
or fifteen years ago he would not have been 
invited to a meeting of this kind, and expressed 
it as his firm belief that lack of consultation 
with retailers was one of the faults of manufac- 
turers that had brought them to their pres- 
ent unhappy position as regards the marketing 
of their product. He expressed the belief that 
manufacturers and retailers alike had one 
thought in mind. Their industry is sick, and 
it may be that together they can do something 
to improve it. In fact, he expressed great hope 
that something is going to be done—and that 
this spirit of co-operation is one of the essen- 
tial factors that will bring about improvement. 
He said: “We have been watchfully waiting, 
but now we must do something for ourselves.” 
Mr. Hager pointed out that there is still 
building being done in this country on a large 
scale and equal to years before the tremen- 
dous building years of 1923-1929. He stated 
that there is a shortage of single family homes 
in the country at the present time. He also 


Secretary-Manager 





Talk in Terms of Profit—Not Terms of Volume 


[High Lights in Address by I. N. Tate, General Manager Weyerhaeuser Sales Co., St. Paul, Minn. | 


Industries come and go. They 
£row old and die as surely as do 
nations. They die when their 
products are no longer needed, 


Our 


external 


internal 
serious, but 
competition 
tards building. The 


competition is 
not so serious as the 
that so re- 
hardest com- 


for all these years and expect the 
customer to come and get it. 
That is the picture as I see it. 


to perfect a 
ing for the 
homes that 

that use of lumber. 


new form of panel- 
outside walls of 
would bring back 


or when they do not adapt them- 
selves to changing conditions. 
Changes in style or the invention 
of more efficient substitutes bring 
every industry in time to a very 
sober self-analysis and to the 
need for hard decisions. Lumber 


is at that point today. 

Style changes are inclined to 
operate against the old estab- 
lished commodities like lumber 
n favor of newer products that 
have the advantage of novelty. 


They are operating todAy in favor 
of stucco and glass and steel and 
Prepared roofing and uncased 
openings and paper cartons. 
Lumber has not been progressive 
—we still make the same items 
In the same way. 

There have been no great 
provements in lumber construc- 
tion methods; we have no com- 
Parable benefit from factory fab- 
rication ; we have made no suf- 
ficient attempt to see that the 
user gets the correct grade; that 
he uses the right size, and the 
best adapted species, and that the 
retail price is reasonable. 


im- 


petition of all for the customer's 
dollar has been against the auto- 
mobile and the radio, attractive 
entertainment and clothing and 
travel. Unless the customer 
wants the things that our lumber 
builds more than he wants these 
other things our volume is re- 
duced beyond the possibility of 
earning on our investment. To 
that extent we must think of 
lumber from here on as a luxury 
rather than a necessity. 


Encouraging Factors 


Our national and regional as- 
sociations are better organized 
than ever before; they are ready 
to lead us along practical, pro- 
gressive lines if we will let them. 
There is more fresh, courageous 
and constructive thinking being 
generated in various quarters 
than ever before. These factors 
are all encouraging. But they 
are of benefit only if used. We 
are afraid the old habits persist 
in the making and selling‘of lum- 
ber; we make it just as we have 


We can diagnose the disease, but 
that does no good unless we pre- 
cribe the remedy. Unfortunately, 
there is no one remedy, unless it 
can be described as a state of 
mind and a forward-looking at- 
titude that will go out and de- 
velop those specific things that 
must be done—and then do them. 
The things that must be done, as 
we see them, are: 


1. Let’s not fool ourselves 
let’s not complacently die be- 
cause we will not recognize con- 
ditions and face them squarely. 


2. Let’s recognize that the law 
of supply and demand is abso- 
lute. There are two alternatives; 
production must be cut down or 
consumption must be increased. 

3. Let’s acquire new respect 
for lumber, and ship only on 
grade, properly prepared, and see 
that the right grade, size and 
species are used. . 

4. Let’s organize to hold fo 








lumber every possible use for 
which it is, or can be, adapted. 
For example, I have long had 


the idea that it must be possible 


How quickly 
that would solve the problem of 
a market for selects. But this 
new side wall covering for 
houses would not only have to be 
developed and perfected — it 
would have to be made the style. 
The importance of style work 
with our architects and engineers 
has never been sufficiently em- 
phasized. 

develop 


5. Let's preservative 


and fireproofing treatments for 
lumber that will remove it from 
being classified in the public 


mind as a temporary construction 
material. 


6. Let’s constantly 
our progress until the 
lumber conscious and realizes it 
is not a crime to use lumber; 
that the supply is inexhaustible 
on the reduced basis it is now 
needed, if handled with reason- 
able care. We must find some 
way of making a lumber exhibit 
attractive, and then either the 
regional associations or the in- 
dividual manufacturers must ex- 
hibit lumber more often and in 


advertise 
public is 
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expressed the opinion that things that have 
happened in the investment world during the 
last two years have made more people want to 
own their own homes. He said: “We will never 
drift out of this trouble, we must work out 

Your curtailment has been a necessary ex- 
pedient, but it is not a permanent cure. It in 
creases costs. While substitute manufacturers 
are building up their demand and volume, 
thereby lowering their costs, curtailment is at 
the same time increasing your cost. Irom now 
on sales promotion the all-important part 
of our business.” 


is 


Stresses Need for Better Relations 


He touched on inferior lumber products that 
have been shipped—green lumber and poorer 
materials, which have destroyed faith in the 
product. He said that the time is past when 
lumber could be sold as lumber in the raw state 
by the thousand feet, but instead homes must 
be sold as a complete unit. He particularly 
stressed the building of better trade relations 
between manufacturers and their distributers. 

Further he said: “The recent stand of the 
manufacturers in adopting the Code of Lumber 
Distribution is a constructive step, and the re- 
tailers of the country will reciprocate by mak- 
ing a stronger effort to sell your products.” 

He spoke of the fact that manufacturers dur- 
ing the recent period of low prices have made 
statements to the effect that retailers have held 


their prices too high. With the exception of 
isolated cases he branded these statements as 
untrue. He drove home the statement that 


retail dealers do not like an auction market, on 
which they may purchase their materials at 
ridiculously low prices—what they want is a 
stabilized market. 

Mr. Hager addressed the 


meeting at length, 


AMERICAN 


and held the rapt attention of the manufacturers 


throughout. He was greeted with an expressive 
round of applause at his close, and the appre- 
ciation of the manufacturers was voiced by 
President Tennant. 


Where Manufacturers and Wholesalers 
Are Retailers 


\ significant statement was brought out in 
discussion of manufacturer and retailer rela- 
tionship, which followed President Hager’s ad- 
dress, when W. C. Bell, Columbia Lumber Co.,' 
of Seattle, told of Seattle’s situation. Mr. Bell 
decried the condition in Seattle, where retailers 
are in direct competition with manufacturers 
for the retail business of the city, and where 
many jobs are being sold by manufacturers and 
wholesalers at prices no higher than the retail- 
er’s cost price. He pointed out that the re- 
tailer’s profit is so inadequate in selling lumber 
in Seattle that the natural course has been for 
the retailer to put in his efforts in selling other 


building materials, such as insulation board, 
plaster board, and all manner of competing 
building materials, which yield the dealer a 
pront. 

W. C. Miller, Seattle, president of the Western 


Retail Lumbermen’s Association, expressed the 
appreciation of that body for the action of the 
manufacturers in adopting the distribution code. 
He called attention to the fact that now that 
it has been adopted it will be necessary to 
work out methods of making it effective. 

John Dower, veteran lumber retailer of Ta- 
coma, made a strong plea for harmony between 
these branches of the industry, urging greater 
consideration and less criticism of one another. 
He pointed out the big decrease in the number 
of retail yards during the last few years. He 
also pointed out instances where, through stren- 
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ous efforts of retailers, specifications for public 
jobs had been opened to the use of lumber, and 
then the retailers lost the business to manufac. 
turers taking it direct. 


Future Marketing Possibilities 


Roy Sharp, Tacoma, read the first paper at 
this symposium of lumber-merchandising ideas. 
Mr. Sharp, with the aid of p 
the United States, based on the 1930 censys, 
with the States drawn in proportion to the 
population, rather than the ground area, and 
giving the percentage of population in metro. 
politan districts, together with a chart show. 
ing the trend of population from rural to urban 
districts, analyzed the story of the 1930 census, 
and drew conclusions as to future marketing 
possibilities for lumber. : 


pulation maps of 


He pointed out the extraordinary shift in 
population which has taken place from the farms 


and small rural communities to the cities and 
their suburban areas. The development of 
modern machinery on farms and the demand 
for men and women in industry have been 
instrumental in locating more of our people 
within or near the city. In 1890 64.6 percent 
of the total population was located in rural 
territories, while the 1930 census shows 438 
percent rural. 

Mr. Sharp pointed out that there was a 


large growth in the number of farms every year 
until the previous decade, that meant continuous 
use, year after year of enormous quantities of 
lumber for new houses, barns, fe and other 
farm structures. But during the last decade 
with an actual decrease in the number of farms 
in the country, a condition was 
which is still to be faced and which means a 
further decrease in that market. He expressed 
the opinion that lumbermen must look elsewhere 
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a better and more satisfactory servation is a public—not a pri- tage of competitive materials to- inished units 

manner than has been developed vate duty There is already a day is that they come from the 10 Curtail: ‘ Let's do 
heretofore. Up to now lumber surfeit of privately-owned timbe: factory further fabricated, with everything we can to extend th 

dealers’ windows and displays at irrying the heavy burden of all waste eliminated, nearer to ises of lumbe but when we 
lumber conventions have become taxation and fire protection that the form in which they will reach that total, whatever it is, 
largely exhibits of prepared must be liquidated —it is no finally be used There is less there we must yp producing 
roofing, brick, tile and paint, and longer possible to sell standing work to be done with them on or our lumber can not be sold at 
everything but lumber. timber profitably, and the onl the job, and a satisfactory job, a profit. No over-produced com- 

. way it can be liquidated is b therefore, depends less on the un- modity can be profitable 

Lumber Must Be Advertised sawing it into We. r. The with- cert Hg ibility of th local hand- 

And. though lumber is hard to drawal of the _ publi: forests worker. This is a ichine ag Control of Production 
advertise. vet it must be adver- seems to be the only measure requiring factory precision. Lum- How can production be con- 
tised. The real storv of lumber that will restore a reasonable ber can not hold its own and still trolled? There are two alterna- 
has never been told: a rugged. basis of values to the privately- devend on hand-saw methods tives Government. control if 
courageous industry carrying all owned timber Of course where We Know that the profits today we can not and do not ntelli- 
the hardships of the pioneer; go- operations are depending on pub- n all lines do not lie in the pri- gently run our busi ul 
ing to the far ends of the coun lic forests and have been built mary unrefined commodity, such tary individual a 
try; building roads and dams and with the assurance that the for- as wheat or oil, or coal, or lum- the development of 
sawmills; taking chances; suffer- ests will be released, those obli- ber. The profit lies in the next vidual appreciation 
ing disappointments, and going gations should be completed step, which takes the raw mate- and intelligence 
back and finishing the job any- . rial, puts it in useful form, re- ingly. This last ye 
ea p> “e eineaas Fp Must Be Merchandised fines it, gives it individuality, and — Pi cigethec sare fer costal 
and should, be dramatized in a 8 Lumber must be merchan- justifies its value ment already exists if we will 
way that will catch the public dised The preparation and care Unless we can deliver stan- but use it. The amount of lum- 
imagination and focus attention of the product are futile unless dardized units of studding or ber to be consumed during each 
on lumber. our efforts are extended to mer- rafters, or sheathing on the job; period is pretty definitely Known. 

7. Legislation is necessary to chandising it properly. The next unless we can improve on the Let’s make lumber profitable. 
insure proper public forest man- few years should see more pro- wire nail as a binder and the If I had but one thing to say to 
agement, and to prevent the gress in careful, intelligent sell- handsaw for accurate cutting, we vou today it would be to urge 
dumping of public forests to fur- ing than in any other part of ou do not deserve to survive in that that we talk and think and saw 
ther increase lumber production business field against steel and other ma- and sell in terms of profit rather 
and competition Timber con % The largest single advan- terials that will be delivered in than in terms of velume 

What Shall We Do Wi ? 
at Sha e Do With West Coast Lumber: 
[ Extracts from Address of Col. W. B. Greeley, Secretary-Manager, Seattle, Wash. } 

The necessity of making the spent in selling lumber, when re- products over against intensive widely advertised and most con- 
law of supply and demand work search to develop salable pro- competition stantly kept before them. Urban 
for us rather than against us has ducts on present-day markets and Over 60 percent of our market building is profoundly influenced 
been widely discussed. We all trade promotion to put those is in urban, or near-urban resi- by building codes. And the city 
know what we should do to pull products into use should be un- dential building. These people building code is an arena of in- 
the lumber industry back upon dertaken on a scale far beyond know and care little about differ- tensive competition between ma- 
a firm road I earnestly hope anything that lumbermen have ences in building materials— terials, of technical scrutiny of 
that it will be done Our most previously been willing to con- what they are thinking about is the weaknesses or deficient qual- 
fundamental problem is how can sider. Neither ownership of the completed home. They want ities of any material, of terrific 
we increase the use and use- stumpage nor sawmills nor capl- cheap, up-to-date homes which pressure to gain a point for this 
value of West Coast lumber? tal assets will make this industry represent good security, built in or that product or put a compet- 

The time has long been here successful in the future; it can the prevailing style. They buy ing product out of the running. 
when the primary effort of this win only on its merchandising largely what the architect and In industrial and commercial 
industry should be shifted from efficiency—in the relative cost speculative builder offer them. building and public construction 
production to merchandising, when and service rendered by its pro- They are profoundly influenced lumber enters an even more in- 
much more money should be ducts and its ability to put those by the types of houses most tensive arena of technical and 
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lost volume. He answered the ques- 


yr +tnis 


Tor I f 599 66m 
tion: “Where are we to go for markets? The 
answer is Written on the metropolitan area 
map ot the United States. We must go where 
-=5 


are, and where building is done, if 
sell building lumber. We must go 
ndustries are if we would sell industrial 
The bulk of the people in most of the 
ies is now in the cities and their nearby 
pulated districts known as metropolli- 


the peoplt 








as. It is in these places where most of 
r ber is now being used.” 
Where to Seek Future Markets 
In line with this thought Mr. Sharp said 
ermen must seek the future lumber mar- 





tropolitan districts of the coun- 
of the building is done, prob- 
supervision of an architect or an 
but certainly, away out on the 


kets in the 95 m«e 
most 
ler the 


unless 


edg cities, under the control of a build- 
« jnspection department and a code.” He 
suggested that lumber products must be made 
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cause of the high cost. He stated that now a 
new wall has been designed that will use a 
great deal of timber, and yet in such a way 
that construction will be permanent, and the 
economy so marked that it makes possible the 
carrying out of this project. 


should be on the same basis as it was in the 
horse-and-buggy age is beyond me. The radio 
and the automobile point the way, and steel, con- 
crete, brick and aluminum will go there, if we 
do not. The folks have moved to the city, 
and we must go to the city with the folks.” 


Stresses Need of Research 


Maj. O. A. Piper, assistant city engineer of 
Seattle, told the lumbermen that comprehensive 
research is necessary to maintain markets for "p d a ts 
their product, particularly in the field of struc- ongerosa rine 
tural timbers, and more especially in supplying PorRTLAND, ORE., Jan. 30.—Following the 
material for public improvements. adoption last fall of the term “Ponderosa Pine” 
by the Western Pine Association, the nomen- 
clature committee of the Forest Service was 
asked for its recommendations relative to the 
substitution of the same term by the Forest 
Service for the term “Western Yellow Pine.” 





Forest Service Adopts Term 


Id how the cement industry had revolu- 
concrete construction in a few years’ 
intensive national research work. He 
pointed out how the average engineer, when he 
comes to build structures with timber, is handi- 
capped by lack of knowledge of the qualities 


He T 


tionized 
time 


by 


é AO OR EE : ; A letter from E. A. Sherman, acting forester, 
and application of timber construction, and has tj we . thi t 
ae > S > recommends S is cor - 

to carry on = research of his own. For hig (OC SS eae es ee eee 


 ocnigg © and action talcea by the forester. as follows 
reason the lumber industry suffers in compari- tee and action taken by the forester, as follow 





























t t the city man’s idea of quality and safety, son with competing materials, which furnish I am glad to inform you that the nomenclature 

r ther material will be substituted. Unlike — aythentic information. committee, after submitting the proposed change 

the r, the city man’s building is not done He complimented the association on the work *° the regional forest« rs and to ne See of 

1 his ow nal direction and super- = of jts engineers. mentioning particularly the de- the regional experiment stations of the Forest 

ay tas Aggie ee a. ae . 5 seat alas MUONINE Parvicwiar ty aie Service, recommends that in the future the name 

vision, and he has at hand, ready to be deny velopment of the ring dowel joint in bridge ponderosa pine be employed by the Forest Serv- 

ered on the job, many competing materials. rhe construction, which fills a particular want. He ice for the wood and tree of what was formerly 

stet d cement industries will design, with n voiced considerable encouragement when he designated by the Forest Service as “Western 

rge, structures lor cit ounty and State, stated: “Lumber will be a prime favorite as Yellow Pine” (Pinus ponderosa). The commit- 

and the umber industry must prepare itself to business comes back to normal. because of its tee further rec ymmends that the name p ynderosa 

‘ i cor ea LR NS Meeting this asiacusninan ae — saat aia . 'P pine be used to designate the wood of varieties 

eet kind r con titi} A1¢ l ni economy. of Pinus ponderosa and also to designate the 

kind « mpetiti 1 metropolitan centers He cited a very satisfact ry use of timber in wood of Jeffrey pine. I have approved the rec- 

ikes essary Ss 1 programs as that ‘tor highwav bridge construction in the State of ommendations of the committee. and the various 

ked lumber Washington, where the paved surface is car- Tegional offices of the Forest Service are being 

| sion Mr. Sharp said Compared ried over the bridge. and the public is well informed of the change. It is fine to have this 

: : Snap sae eer reg Over we nb ‘ il matter settled, and I feel sure that the general 

with 1910, in 1932 this is a complicated world satisfied with the results. : adoption of the name ponderosa pine will prove 

W ! f us should ¢ ct that lumber sell He pointed out how the building of a sea satisfactory to producers, manufacturers, and 
g this da { mode industry and business wall in Seattle has be delayed for years be- users of the wood. 

ng mpetition timbers. To compete with metal Recently, the building commis- One of the hings I would like 

I great u i 1 « - house frames that do not shrink. sioner of Boston, approving the to do this year is to work out, 

kets at leas \ re we must sell West Coast dimen- request of retail lumber dealers, with the West Coast mills. a 

! tradi f sion that does not shrink, To has required that grade-marked scale of relative, values for our 

g eared, lu r no compete with products that claim lumber be employed for all load- timber grades and for our rail- 

ge has dained or as- zxreater durability or greater fire purposes in Boston after road and car material items, a 

i he f d f on- resistance, we must make our i The official grade-marks scale based upon the _ require- 

S ! lace hat we product 2s durable and as fire re- of regional lumber associations ments of each grade, relative vol- 

s the pl that we sistant as processing will per- will be given preference. More ume of its production, cost of 

rs s throu oul mit. Let me repeat that the recently, still, influential groups selection and manufacture, loss 

furnis and sell pro- future success of this industry of retail lumber dealers in other from degrades and like factors. 

ie Id their own as a great supplier of building Atlantic COnRe sections have One of the keenest phases of 

merit. materials depends primarily upon raise d the geste of me rehan- modern competitive merchandis- 

_ v,ree ic itm <s ilities sing grade-markec umber ; : ee ee - " ‘ = aa 

Basis to Work From = — nr a gs esate = al ia "a a - re seri = a se. ae making products poiniat he 

are concentrated upon merchan- Invited its di ussion Dy ur as: salable, as by furnishing them to 

The fir ntrinsic qualities of dising, research and sales promo- sociation. We will meet with the consumer in the most con- 

ts low cost, its adapta- tion, them. venient and inexpensive form for 

housand purpos The first thing we should do is Furthermore, in all of these his use. Northwestern timber 

I isand forms of fabrica push the sale « markets—east and west—where treating companies are furnish- 

nsulating qualities, its lumber, as the de grade-marked lumber is coming ing timber for bridge construc- 

f ses ippeal te fied or identified qu into demand, we want to estab- tion cut, framed, bored and 

! et give us a wonderful ing materials is o1 lish the official trade- and grade- treated—ready for erection at a 

sis vork fr But these nounced features marks of the West Coast Lum- minimum of time and cost. Work 

ties al nly starting tive struggle of ce bermen’s Association as __ the done during the last year by one 

“ s ! erchandising. in present-day ste rling mark of quality for West of the association’s engineers, Mr. 

No ! ey be effec- Lumber is losing Coast items. Pauw, opened up promising op- 

t dvertised and everlast- material of constr Today at least half a dozen portunities for reducing the cost 

g ‘ before the consumer; we have not been meeting ynnal organizations or manu- of timber construction and sell- 

ist be translated into the requirements of modern const ‘ing institutions are devel- ing the builder service as well as 

il and competitive tion for assured and identif and promoting the _ steel raw material—by the fabrication 

rms with which the modern quality. ! Many of the arguments of timbers at the sawmill where 

iser of construction materials for the steel house are met by such work can often be most ef- 

de d with which he makes Grade-Marked Lumber wooden houses constructed of ficiently and economically done. 

virisons and selections Association grade-marked lum- properly seasoned lumber. The I look forward to the time when 

As far as lies within our power er has already become estab- other can, in my judgment, be fabricated timbers will be fur- 

st develop the qualities of lished in southern California. and me if we conce ntrate our ener- nished for all sorts of structures 

ir product, point by point, to jis now making headway in tht gies on the processing of wood -bridges, oil derricks, airplane 

e selling arguments of San Francisco Bay region. The for fire resistant qualities. hangars and buildings, cut and 

vetitors and establish best argument for grade-marked The immediate point I would framed to either individual or 

ih & points of our own. And lumber that I have ever seen is stress here is that of meeting one standard designs, as freely as 

mosh t put the selling points of simply to examine jobs under of the most important “quality’ structural steel is now furnished. 

‘umber in the explicit terms re- construction where grade-marked arguments of competing mate- I look forward to the time when, 

quired by present commercial fir common is used—and there are rials by supplying our markets aside from the cut-to-order 

ss many of them in California. Even with seasoned lumber. The West house, yard lumber for every-day 

fo compete with standardized a casual inspection conveys a Coast industry has made sub- construction will include many 

products we must fully standard- definite impression of uniform, stantial progress in this respect items cut and fitted for their 

ize our product. To compete standard, identified quality of The market now opening up on places in a building in accord- 

with guaranteed products, we material the basis of good the Atlantic coast and its back- ance with standard multiples, 

must guarantee our product. To workmanship, sound financing haul territories for seasoned without the need for further 

the consumer who wants to buy and satisfaction and confidence West Coast dimension, and to a fabrication on the job. The more 

insulation, we must sell lumber on the part of the owner. In lesser degree in California, gives ways of this kind we can find, to 

in terms of insulation. To com- my judgment, that is one definite our mills an excellent opportun- sell service and reduction in con- 

pete with assured structural and specific thing we can do to ity to introduce American Lum- struction costs along with our 

Values of steel, we must sell as- hold lumber’s place in the build- ber Standard sizes in those mar- material, the more effectively 

sured structural values in fir ing of America. kets. will we hold markets for lumber. 











Extensive 


New Oreans, La., Feb. 1.—Sweeping re- 
vision of southern pine grading rules, effecting 
segregation between longleaf and shortleaf in 
structural timbers, joists, plank and utility tim- 
bers, and providing for species and grade mark- 
ing of longleaf, was recommended in a report 
adopted here Jan. 27 by the grading rule com- 
mittee of the Southern Pine Association. It is 
subject to the approval of directors and sub- 
scribers in the annual meeting to be held in 
March. The committee also recommended 
some important changes both the structural 
and yard stock rules. The result was the work 
of separate subcommittees named to study the 
present rules. One studied stock of less than 
2-inch thickness, the chairman being L. J. Ar- 
nold. The other studied stock 2 inches and 
thicker, C. E. Klumb being chairman. 


Thick Longleaf and Shortleaf Separated 


The committee recommendations for segre- 
gation of species make provision for more ef- 
fective trade promotion by either shortleaf or 
longleaf in their respective fields, and insure 
to the ultimate consumer the delivery of the 
species and quality desired. They are a radical 
departure from past association policy in re- 
spect to species. The new rule book, when ap- 
proved, will contain three sections: One de- 
voted to longleaf structural timbers, joists, 
plank and utility timbers; one to shortleaf of 


the same grades; and a third to yard stock 
(stock of less than 2-inch thicknesses), which 


will be common to both longleaf and shortleaf. 

Other notable changes recommended by the 
committee include: 

Recognition of stain as a defect in common 
boards, dimension and finish; revision of knot 
limitation rules in many grades; revision of 
rules to comply more closely with actual mill 
practice; raising of standards on crook allow- 
ances by reducing such allowances; replacement 
of the seven present structural grades by five, 
bearing different names, based on the old 1905 
rules. 

Because of the provisions of the rules, par- 
ticularly those making compulsory the specie 
and grade marking of longleaf, the grading 
rule committee re-affirmed its previous recom- 
mendation that official Southern Pine Associa- 
tion grade marking service be extended to non- 
subscriber mills. This service will be rendered 
on the basis of a per diem charge of $20, plus 
actual expenses of inspector, plus a $1 per 
thousand charge for grade marking. 


Longleaf Gets New Definition 


The new definition of longleaf will read as 
follows: 

Longleaf 
scribed in 


(Pinus Palustris) material 
these rules shall be manufactured 
from original growth longleaf yellow pine 
trees, and shall show not less than six (6) 
annual rings to the inch, and contain not less 
than one-third summerwood (measured ac- 
cording to the density rule as adopted by the 
American Society for Testing Materials on 
Aug. 21, 1915). The contrast in color between 
summerwood and springwood shall be sharp, 
and the summerwood shall be dark in color, 
except in pieces having considerably above the 
minimum requirement for summerwood. Sum- 
merwood is the measure of strength. Evi- 
dence of longleaf shall be furnished by the 
manufacturer by branding, under official 
Southern Pine Association supervision, the 
name “Longleaf” in conjunction with the offi- 
cial SPA grade-mark, on each piece. 


The New Structural Longleaf Grades 


Structural 


as de- 


grades in longleaf timbers, in 


sizes of 6x6-inch and larger and their stress 
values will include: Select structural longleaf 
(2,000 lb.) ; prime structural longleaf (1,800 
lb.) ; merchantable structural longleaf (1,600 


lb.) ; structural square edge and sound (1,600 
structural longleaf ( 


lb.), and No, 1 1,200 Ib.) 
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New Stress Table Provided for Structural 
Grades—Allowances for Defects Revised— 


Stain in Commons Recognized as a Defect 


Notre: A preliminary report of this 
meeting appeared in the Jan. 30 issue of 
the AmeRIcAN LUMBERMAN, page. 40. 





These grades will displace: Extra dense 
select structural (2,300 lb.), select structural 
(2,000 Ib.), extra dense heart (2,000 Ib.), dense 
heart (1,800 Ib.), structural square edge and 
sound (1,600 lb.), and dense No. 1. common 
(1,200 Ib.). 

Extra dense structural 
still be obtainable. 


Provide New Table of Stresses 


The new 


grade, however, will 


stress table will show the usage 
condition (shown here at left in the table be- 
low), rather than a class identified by footnotes. 
It is interesting to note that, in the stress table, 
the reference to chemical treatment for exposed 
structures is to methods etc. approved by the 
Southern Pine Association. 


UNIT WORKING STRESSES 
(In pounds per square inch) 
Por Longleaf Southern Yellow Pine 
Grades Based on the Provisions for Structural 
Material in American Lumber Standards. 


Compression perpen- 


FS Af & 5 tt 
= aL } oo O,, Dh 
o& » ++ ae . 
st i Bote = 2 ~ 
o = 3 Re - pon 
Grade of oo s Le oa ES 
Strue — — w Y Om = On 
Structural gs 5s 22 Sa 5 
SELECT— 
Usually wet..1,300 250 125 1,600,000 1,100 
Occasionally 
eae 1,700 300 125 1,600,000 1,300 
Always dry...2,000 375 125 1,600,000 1,450 
PRIME— 
Usually wet..1,200 250 125 1,600,000 1,000 
Occasionally 
. eae 1,500 300 125 1,600,000 1,150 
Always dry...1,800 375 125 1,600,000 1,300 
MERCHANTABLE— 
Usually wet..1,100 250 125 1,600,000 950 
Occasionally 
ey 1,250 300 125 1,600,000 1,050 
Always dry...1,600 375 125 1,600,000 1,200 
SQUARE EDGE AND SOUND— 
Usually wet..1,200 250 125 1,600,000 950 
Occasionally 
sae 1,400 300 125 1,600,000 1,050 
ne tware dry...1,600 375 125 1,600,000 1,200 
No. 1— 
Usually wet.. 800 250 125 1,600,000 800 
Occasionally 
eae 1,050 300 125 1,600,000 900 
Always dry...1,200 375 125 1,600,000 1,000 


Usually wet:—For use in exterior structures 
or members exposed to saturated moisture 
conditions such as wharves, piling and sills. 

Occasionally Wet:—For use in _ exterior 
structures exposed to the weather but not in 
contact with the soil such as bridges, trestles, 
grandstands and open sheds. 

Always Dry: or use in interior dry struc- 
tures such as enclosed buildings, roofs, roof 
trusses and temporary falsework, either in- 
terior of exterior. 

Treated material:—When timbers 
in usually wet or occasionally wet locations 
they should be treated, as to method and 
preservative, according to standards approved 
by the Southern Pine Association, when they 
will be allowed the stresses in the third 
column as if used in always dry locations. 

Note.—All grading rules written for 125 


pounds shear, but 150 pounds and 175 pounds 
may be specified. See grading rules. 


In the 6x6-inch and up timber sizes, limita- 
tions on checks and shakes are revised to one- 








are used 





third the face of the four higher grades, and 
four-ninths the face of No. 1 structural long. 
leaf. Wane is eliminated in the Prime Struc. 
tural, and heart content specification rewritten 
for Prime, and Merchantable, structural grades, 
No heart requirement will apply in Structural 
Square Edge and Sound, and in the No, 
Structural longleaf grades. Provision for slope 
of grain is unchanged. 


Allowances for Knots in Structural Longleaf 


Limitations as to knot sizes will be com- 


pletely revamped, in accordance with the fol- 
lowing recommendations : 

Each structural grade may contain sound 
knots, provided the size of any one knot on 


the center line of the middle 
length of the piece shall not 
lowing, measured on the 
appears: 


wa TIMBERS (USUALLY POSTS) 


third of the 
exceed the fol- 
face in which it 


Mer- 
Ball Prime c hant: able Str. 
Sizes tural Str. Str. SE&S No.1 Str. 
@” a 0 14” 1%" 1%” 214" 
’ 4 1 “ie 
a" 1 1 % 2% oY, 3 
10” 1% 2% 3 3 3% 
12” 1% 2% 31% 3% 3% 
14” 1% 3 4 4 4 
16” 2 3% 4% 4% 4% 
18” 2 3% 4%, 4% 5 
awe PACE TIMBERS (USUALLY 
BEAMS OR STRINGEERS) 
Sel. Mer. 
Struc- Prime chantable Str. 
tural Str. Str. SE&S No. 1Str. 
Y 2 2 2 2 
Q o 7 3) 7 
sf kee Fe BK BSE 
© ° ° ° f © 
n ie - & - i 2 a 2) ke 2 
i) ~ ‘) a cS oo cs bee S ~ z 
N 3 “tg oS og © _ C3 _ oS N 
mn FZ = 7. = Z. = 7. = ~z P 
in. in. in. in. in. in. in in. in in. in. 
6 %. 1% 4... 3% 1% . 2% ; 
8 1 1 1%1% 2% 2% 2% 2% 2% 3% 
10 1 1%1% 2% 2% 3 2% 3 3 
12 1% 1% 2 2% 2% 3% 2% 3% 3% 4% 
14 #1 4 1% 2 3 2% 4 2% 4 3 % 2 y 
16 1% 2 2% 3% 3 44%, 3 44% 3% 5% 
a ee Pe ~~  «n e 
(Explanation: For a 6x1 2-ine h_ stick, for 
example, use “narrow face” column to ascertain 
maximum knot size on 6-inch face, and “wide 
face’’ column for 12-inch face.) 


Sums OF KNOT DIAMETERS 


(a) Select Structural 
diameter of all knots, within the 





Longleaf—Ageregate 
center half 


of the length of any face, shall not exceed 
the width of that face. 
(b) Prime Longleaf—Aggregate shall not 


exceed the width of the face. 

(c) Merchantable Longleaf—Aggregate shall 
not exceed the width of the face. 

(d) Structural Square Edge and_ Sound 
Longle Same as Merchantable Longleaf. 

(e) No. 1 Common Longleaf—Aggregate 
shall not exceed one and a half times the 
width of the face. 


Raise Minimum Width for Joist and Plank 


Minimum width of pieces to be graded as 





Longleaf Structural Joist and Plank, is to be 
raised from 4 inches to 6 inches, the maximum 
remaining 16 inches, and the thickness remain- 


- 


ing 2 to 5 inches. Grade names will be: Long- 
leaf Prime Structural Joist and Plank, Long- 
leaf Merchantable Structural Joist and Plank, 
and Longleaf Structural Square Edge and 
Sound Joist and Plank. The present terminol- 
ogy for two grades is Dense Heart and Struc- 


tural Square Edge and Sound. The lowest 
grade here will admit shakes and checks not to 
exceed four-ninths of the narrow face, wame 


not ‘to exceed one-eighth the width of any face 








February 


n 


and one ¢ 
corner, 5] 
1-inch in 
with no | 
a grade 
wet locat 
Knot s 
Y4-inch, 3 
In the 
Dense, ki 
g-inch f. 
faces. 
Structura 
tation is 
g-inch; i 
Structur: 
same kn 
same str 
Prime 91 
Sums of 
a half ti 
quiremen 
Sound. 


Fact 


on lo 
decking 
Select 
Roofing 
and Rox 
pre-fixec 
Longleal 
Shiplap, 
ferred fi 
same | 
splines, 
factory 

to appiy 
on 16-f¢ 
inch wi 
inch wii 
two ole 
greater 
from tl 
uniform 
present 
descript 
sponds 
dimensi 
lowance 
are elin 


Thre 


In di 

Long 
leaf, di 
spondin 
thickne 
It is 
mensiot 
thicker 
thickne 
ment n 
the cor 
ness, 
nomina 
even si 
he reje 
lower 
thicker 
stock, ; 
ness, ai 
rough 





and 
long- 
truc- 
“itten 
aces, 
tural 
0. 1 


slope 


jleat 


com- 
fol- 


ound 
it on 
¢ the 
fol- 
h it 


8) 


i Str. 
Ti 


4 
% 


Ms 


LY 


i Str. 


ace 


5 Wide F 


=: 


oro Ol a = co 
Goh oh oe 
Fee 


for 
rtain 
‘wide 


gate 
half 


cceed 

not 
shall 
ound 
él 


gate 
the 


‘lank 


d as 
1o be 
mum 
nain- 
Ang- 
ong- 
ank, 

and 
1inol- 
truc- 
ywest 
ot to 
wane 
face 








February 6, 1932 


AMERICAN LUMBERMAN 


Application of Separate Rules for Longleaf 
and Shortleaf Will Make Possible the More 
Effective Trade Promotion of Each Species 


and one quarter the length of the piece on one 
corner, slope of grain to be not greater than 
j-inch in 12 inches in the center half of length, 
with no limitations for heart or sap, this being 
a grade for material to be treated for use in 
wet locations. 

Knot sizes allowable in Prime are decreased 
Y-inch, in 2x3- to 2x10-inch face, inclusive. 

In the Prime grade, as compared to present 
Dense, knot limitations are decreased in 3- to 
8-inch increased in 10- to 16-inch 
faces. In Merchantable, compared to present 
Structural Square Itdge and Sound, knot limi 
tation is increased in 6-inch face; decreased in 
g-inch; increased in 10- to 16-inch. The new 
Structural Square Edge and Sound has the 
same knot limitation as Merchantable, also the 
same stress requirement of 1,600 pounds. The 
Prime grade stress requirement is 1,800 pounds. 
Sums of knot diameters are uniformly one and 
a half times the face. There is a stricter re- 
quirement on Structural Square Edge and 
Sound. 


laces, 


Factory Flooring and Planking Rules 
Revised 


On longleaf factory flooring, heavy roofing, 
decking and heavy shiplap, the old grades of 
Select Merchantable Factory Flooring and 
Roofing Plank and Standard [Factory Flooring 
and Roofing Plank have the word “Longleaf” 
pre-fixed, and the grades of No. 1 Common 
Longleaf l'actory l‘looring, Decking and Heavy 
Shiplap, and No, 2 Longleaf Roofing are trans- 
ferred from the yard stock book section. The 
same lengths, standard workings, standard 
standard working for beaded and V’d 
factory flooring, special provisions, are made 
to appiv. Crook limitation on all grades (based 
on 16-fo0ot) will be: 4-inch wide, 34-inch; 6- 
inch wide, {4-inch; 8-inch wide, 54-inch; 10- 
inch wide, 42-inch. Grade descriptions of the 
two old grades are unchanged, except that 
greater allowance on knot width, where away 
Irom the edge, is eliminated, making %-inch 
untorm. The No. 1 grade specification in the 
present book remains unchanged. The grade 
description of No. 2 Longleaf Roofing corre- 
sponds to the present rules on No. 2 common 
dimension and heavy joists, except that the al- 
lowances for larger knots, away from the edge, 
are eliminated. 


niis 
spines, 


Three Grades for Longleaf Dimension 


In dimension, three grades are provided: No. 
| Longleaf, No. 2 Longleaf, and No. 3 Long- 
leaf, displacing the term “common” in corre- 
sponding numbers. Rough sizes will be: 2-inch 
thickness; 4-, 6-, 8-, 1P- and 12-inch widths. 


It is provided that rough longleaf di- 
mension shall be not less than ‘-incl 
thicker than the corresponding finished dry 


thickness, excepting that 20 percent of a ship- 
ment may be not less than s-inch thicker than 
the corresponding standard finished dry thick- 
ness. Further, pieces %-inch or more above 
hominal thickness, as may be produced by un- 
even sawing, may, at the option of the buyer, 
he rejected, or may be accepted as of the next 
lower grade. Dimension, ordered rough, if 
thicker than count thickness for dry or green 
stock, may be dressed down to such count thick- 
ness, and when so dressed shall be considered as 
rough stock. Dressed sizes: Thickness: 1%- 


inch. Widths: 35%-, 554-, 7%4-, 9'4- and 11%4- 
inch. 
Allowance for Crooks Reduced 


Crook allowable in No. 1 and No. 2 will be 
reduced to the following : 


No. 1 No. 2 
DE ins. danke weno race danas i» 4" 
2x6-inch .. oa paca Aeneas, x 
2x8-inch 5B” %" 
6 2 a fn 
3 2 PPerrrrrrrere errr yy" %” 
2x12-inch ... : ‘ . %” % 


On the request of R. L. Hill, New Orleans 
retail lumberman, representing the National Re- 
tail Lumber Dealers’ Association, the commit- 
tee adopted a recommendation that wane allow- 
ance in No. 1 longleaf dimension be reduced to 
one-fourth the thickness, one-quarter the width, 
and one-fourth the length of the piece. The 
present allowances for wane in No. 1 are one- 
half, one-quarter and one-third. 


Knot Diameter Allowances Made Uniform 


In No. 1 and No, 2, maximum knot diameters 
are reduced to uniformly one-third the cross 





Cc. E. KLUMB, W. T. MURRAY, 
Brookhaven, Miss.; Rochelle, La.; 
Chairman of Sub- Chairman of the 


Grading Rules 
Committee 


Committee on 2-in. 
and Thicker 


section, greater allowance on those away from 
the edge being eliminated. The specifications 
are otherwise unchanged. Longleaf small tim- 
bers are to be in two grades. No. 1 grade of 
small timbers is to follow No. 1 dimension 
rules, and the rule for No. 2 is not finally writ- 


ten yet. 
Density Rule for Shortleaf 


The shortleaf section of the new Southern 
Pine Association grading rules, scheduled for 
approval in March, parallels that governing 
longleaf, and conforms to American Lumber 
Standards. The rule on density approved by 
the American Society for Testing Materials 
governs grades in Dense Structural Materials, 
Dense Structural Joist and Plank, and Dense 
Heavy Joist. It also governs where orders are 


placed for dense shortleaf material in dimen- 
sion, small timbers, factory flooring and deck- 
ing. The rules governing dense materials, after 
quoting the American Society for Testing Ma- 
terials 


shall 


rule, will say: 


“Evidence of density 
be furnished by 


the manufacturer by 





outhern Pine Grading Rules 


branding, under official Southern Pine Associa- 
tion supervision, the word ‘Dense,’ in conjunc- 
tion with the official Southern Pine Association 
grade mark, on each piece.” 

Under the new rules governing longleaf and 
dense, materials of these two specifications may 
be certified only through the Southern Pine 
Association. 


Four Grades of Structural Shortleaf 


Four structural grades of shortleaf wiil be 
provided: Dense Select Structural (2,000 Ib.), 
Dense Structural (1,800 lb.), Dense Structural 
Square Edge and Sound (1,600 lb.), and Dense 
No. 1 Structural (1,200 lb.). Wane allowance 
corresponds to that in longleaf grades and knot 
provisions to American Lumber Standards. A 
“Utility Grade” rule will be provided, but has 
not yet been framed. Shortleaf structural joist 
and plank grade rules correspond to those for 
longleaf, as do those for shortleaf factory 
flooring, heavy roofing, decking and heavy ship- 
lap, as weil as dimension. Shortleaf small tim- 
bers are to include sizes from 3x3-inch, to 6x6- 
inch instead of 4x6-inch. 


Carolina Products to Be Provided For 


General revision of rules for yard stock less 
than 2-inch in thickness was not attempted by 
the committee headed by Mr. Arnold. It was 
decided, after some discussion, that the com- 
mittee should consider, and make recommenda- 
tions covering, only those rules in which im- 
provement had been sought, or revisions of which 
would be welcomed by the trade. No revisions 
to take care of the Carolina mill products was 
attempted, consideration of these being re- 
ferred to the Southern Pine Association staff 
to work out for submission and review. 


Wide Finish to Be !/>-Inch Scant 


One outstanding proposal is that the specifi- 
cation on width of finish 8-inch and wider be 
changed to the Southern Pine Association 
Standard, dropping the American Lumber 
Standard width. The grading committee was 
advised that the American Lumber Standard 
width (34-inch off 8- to 12-inch) has been 
consistently and widely ignored, the trade con- 
tinuing on the Southern Pine Association 
standard width (14-inch off the 8- to 12-inch 
widths), which will be reinstated. American 
Standard finished widths will be supplied when 
ordered. 

An explanatory addition to the rule govern- 
ing strips will make it clearer that strips are 
obtained by ripping boards, and shall be graded 
as of the board grade ripped. 

Important changes in B Finish are: Elim- 
inate allowance of one “standard” knot, one 
“standard” pitch pocket, and one “standard” 
pitch streak; reverse side shall not be lower 
than No. 1 common; limit number of pieces 
showing stain, red heart, and wane, within 
specification of present rules, to 10 percent. In 
C Finish, the “standard” knots admitted are 
reduced to one, and reverse side shall not be 
lower than No. 2 common. 

Lower Crook Allowances on Finish 

Crook allowances in Finish, 
will be revised downward to read: Inch thick 
—for 3- and 4-inch width crook is _ not 
to exceed 2 inches (now 3 and 2% inches) ; 
for 5- and 6-inch widths, is not to exceed 
114 inches (now 2 inches); for 7- and 8-inch 
widths, is not to exceed 1 inch (now 1% 
inches); for 9- and 10-inch, is not to exceed 
3%4 inch (now 1% inches); for 11- and 12-inch 
widths, ‘crook is not to exceed % inch (now 
1 inch). In thicknesses of 1'4- and 2-inch, 
the allowable crook must be ™% inch less (now 
14 inch less) than on the inch thick. 

A study of crook in flooring is to be made 

(Continued on Page 48) 
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New York, Feb. 1.— 
Few if any factors ot 
the retail lumber busi- 
ness, Model of 1932, 
failed of showing up for 
appraisal in the thirty- 
eighth annual conven- 
tion of the Northeast- 
ern Retail Lumbermen’s 
Association. The open- 
ing sessions of Tuesday, 








JOHN C. BARRY Jan. 26, were reported 

Portland, Conn.: in last week’s issue of 

Elected President the AMERICAN LuUM- 
BERMAN. 

From the analysis by President Benjamin 


adjournment Thursday 
evening the ranks of lumberdom marched in 
review; by means of reports, breakfast and 
luncheon discussions, formal addresses, informal 
debates, dramatic presentations and statistical 
analyses. Civic problems, indirectly related to 
the industry but important in community life, 
came in for attention. It was a strenuous schow YI 
of commerce and citizenship. 

Wednesday morning was given over to mar- 
ket measurements and the appraisal of stand- 
ards. Albert W. Lockyer, vice president of 


W. Downing to the 


Prince & Ripley, White Plains, N. Y., led off 
with a discussion on the subject, “Measuring 
the Market for New Construction.” This realty 


for the information upon 
which to base campaigns largely upon va- 
cancy surveys, frequently made and carefully 
analyzed in the light of local knowledge. In 
and near White Plains there is a large potential 
demand for space; for the trend is distinctly 
setting toward the suburbs. At the present 
people are buying on price, and there is an 
over supply of costly houses; with an imme- 
diate demand for small, low-cost private homes. 
Probably this trend is general; and dealers 
have a real opportunity in sharing in the man- 
agement of construction companies producing 
these houses in quantities. Modernizing is a 
possibility, but the houses that are candidates 
for remodeling are usually in old sections where 
their unrestored neighbors pull down general 
values. Mr. Lockyer suggested the possibility 
of campaigns to restore all or nearly all the 
houses in a neighborhood, which would restore 
general neighborhood values. 


company depends 


its 


Staging a Modernizing Campaign 


Fred P. Brooks, of the Newell Coal & Lum- 
ber Co., Pawtucket, R. I., continued the dis- 
cussion of modernizing. This movement in 
Pawtucket was started in large part to aid in 
finding work for the unemployed. The cam- 
paign was sponsored by such organizations as 
the Builders Exchange, the Master Builders’ 
group and the like. After the survey of needs 
was made, a comprehensive and vigorous appeal 
was made to property owners, emphasizing their 
own interests and the possibility of doing needed 
restoration at low costs. Extensive advertis- 
ing, a display of building materials and the 
like made the people of the city highly conscious 
of what was in progress. The Newell com- 
pany did its own advertising, in addition to 
sharing in the general publicity, and offered 
its own financing and achitectural service. Its 
regular procedure was to talk finances first; 
for there is no point to drawing plans for peo- 
ple who can not finance the project. 

In Mr. Brooks’ opinion the effort was highly 
successful and did great benefit to the town. 
Whole streets were restored, and property 
values were enhanced; and in addition it fur- 


nished work to men who needed it, 
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PM Stability Within Lumber Industry 
Desired by Northeastern Dealers | 


Nore: A report of the Tuesday session 
of the annual convention of the North- 
eastern Retail Lumbermen’s Association 
appeared on page 38 of the Jan. 30 issue 
of the AmerRIcCAN LUMBERMAN.—EDITOR. 





Ralph W. Gerbron, of the Ralph W. Gerbron 
Co., Philadelphia, told of starting his company 
several years ago under conditions of severe 
competition and of bringing it to profitable vol- 
ume by hunting for business and especially for 
modernizing. He told of making mailing lists 
and compiling these names in directory books 
by streets. He has used direct-mail publicity, 
especially a house organ called “Splinters.” He 
makes much use of personal letters to prepare 
the way for salesmen. One of the profitable 
items is garages; and these are sold as units 
without the giving out of material lists. Some 
of this work,. especially garages, is financed; 
and experience has shown that a compara- 
tively small fund will keep much business of 
this kind revolving. 

George J. Zimmermann, of who was 
was un- 


j suffalo, 
to have summed up these discussions, 
able to be present. Charles Dodge, of Stough- 
ton, Mass., a dealer who has won a wide 
reputation for remodeling promotion, described 
his entrance into this field as a necessary move- 
ment at a time when there was no market for 
new construction. In the effort to promote 
the improvement of existing property his com- 
pany has made its own survey and has enlisted 
the support and good will of contractors, bank- 
ers, municipal officers and the like. His sales- 
men followed up the information gathered and 
sold roofs, paint jobs, floors and the like. His 
company has had a number of dinner meet- 
ings; and at one held last fall 300 people 
were present. 

Adoption of Grade-Marked Lumber in 

Boston 

Frank H. Alcott, an engineer of 
tional Lumber Manufacturers’ 
Granville B. Fuller, of G. Fuller & Son Lum- 
ber Co., Brighton, Mass., then presented in 
dialog form the description and reasons for the 
recent adoption by the city of Boston of grade- 
marked lumber as legally required material 
where loads have to be carried. In this dra- 
matic form these two men presented the de- 
velopments by which the city officials, the build- 
ers and the lumbermen worked into the adopt- 
tion of American lumber standard sizes and 
added the grade-marking idea as a guaranty 
to the buyer. They dealt specifically with such 
details as local materials not produced by asso- 
ciations that do grade-marking, the relation 


the Na- 
Association, and 


of wholesaler to the new standards and the 
like. 

Edward P. Roemer, building commissioner 
of Boston, in continuing this discussion said 


that the rapid growth of cities puts a heavy 
burden on building departments. Lumber has 
long been used as a building material and is 
flexible and easily adaptable. When near-by 
supplies were exhausted and distant woods 
were brought in there developed a need for 
knowledge and standards of judgment. This 
becomes a difficult thing for local inspectors 
to handle. The United States has fallen far 
behind other governments in grade-marking; 
for most European mills have been following 
the practice for a hundred years. Lumber is 
one material whose strength can be determined 
by a visual inspection. After due discussion 
and conference, the city of Boston has issued 
orders that after the first of April, of this 
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year, all lumber used in the city for Carrying 
loads must bear a manufacturer's grade-mark 

R. T. Titus of the West Coast Lumber. 
men’s Association, stated that western wood: 
were much used in Boston, and hence his qs. 
sociation was much interested in this ney 
order. The western manufacturers have long 
believed in grade- marking, but were deterrej 
by some buyer opposition. Mr. Titus believes 
lumber should be sold in straight grades. Sing 
some western lumber is produced by non-as. 
sociation mills, the association has agreed to 
put its mark on this lumber under association 
supervision. 

Stanley M. Cox, Nassau-Suffolk Lumber § 
Supply Co., Amityville, L. I. stated brief 
that all retailers seem to agree upon the de. 
sirability of grade-marking. He considers it, 
big forward step. 

A vote of thanks to the Boston dealers wh 
have worked hard An securing this distinct ad- 
vance was passed. 


WEDNESDAY AFTERNOON 


At the afternoon’ session O. H. Greene, oj 
Syracuse, chairman of the conference commit- 
tee, made a brief report in which he stated 
that the committee had handled much work 
during the year and hoped that distinct prog- 
ress had been made in good relations among 
the different sections of the industry. He in- 
troduced John G. Schwarz, of Bridgeport, wh 
discussed the merchandising of asphalt roofing, 

Mr. Schwarz stated that this is an old and 
difficult question that is not yet settled. He 
added that in his opinion the manufacturers 
seem to want to be fair, despite some historic 
actions on both sides that did not help along. 
Some years ago lumbermen generally refused 
to handle manufactured 
roofing, so the manv- 
facturers had to find 
other outlets. Later the 
retailers were glad t 
get the agencies on al- 
most any terms. 
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Mr. Schwarz read a 
long letter written by a HA 
KE 
Kansa 
B. W. DOWNING, Discu 
Locust Valley, N. Y.; P 
Retiring President 
the spec 
manufacturer, analyzing the best 
the market in relation — ™%t beg 
to a merchandising plan. sawmill 
In this letter the vari} “ S!2¢s, 
ous sales outlets were oa 
analyzed, as were the \ ming 
factors which give to ag 
different manufacturers — 
problems that are not uniform. The point ws ade 
was made that no single merchandising plat, f pon mst 
closely drawn, would be acceptable even to fine : 
all retail lumbermen. Mr. Schwarz sug- o~ — 
gested that the current merchandising proposal like, "A 
is probably as fair and as sound as can beB ov 
drawn at the present. This conclusion was cot- ett ae 5 
curred in by V. M. Hawkins, of Boston. Mr. § ;, “I - 
Hawkins paid a tribute to the work of the me will 
~ r > ~ b4 79 
conference committee. don and 
Reports for Committee on Lumber Trade} Arthu 
Practice — 
Harry T. Kendall, of Kansas City, chairman dall’s - 
of the committee on lumber trade practice, ™ must do 
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trade ethics movement of the last five years 
had grown to include all intra-industry prob- 
lems. As is natural in such situations, each 
branch claimed everything for itself and seems 
to believe its own conferees gave up every- 
thing. It is necessary to get away from things 
that confuse the issue. Nothing the confer- 
ence or the Government could do would legis- 
late the return of prosperity. No dictator and 
no 5-year Soviet plan can take the place of 
the thinking which the industry must do for 
itself. 

One seemingly simple but infinitely hard 
task is re-learning the golden rule and the 
basic principles of business honesty. The lum- 
ber industry has gone far in the efficiency of 
its association organization. But industries fail 
when they no longer give full service to the 
public, and during the last decade the lumber 
industry has been losing ground. Different 
branches have been fighting among them- 
selves, wanting the others regulated but re- 
sisting regulation at home. 


During the last year the yard of medium 
size has made a better showing than has the 
big city yard. This big yard can work with 
the smaller yard, serving as a storage unit 
upon which the smaller yard may draw and 
handling its own retail trade. It can enter 
the construction industry. Or it can fight it out 
with all comers. A combination of the first 
two seems most plausible. 

3ut back of all specific policies must be the 
general principle of according the other fel- 
low the same rights that are demanded for one’s 
self. Mr. Kendall mentioned a list of untenable 
positions that have been asserted in the in- 
dustry. A lumberman ranks high in financial 
honesty; but he has not looked so carefully to 
the quality and service- 
ability of the goods he 
has sold. There is no 
all-purpose wood; and 
the industry must take 
a responsibility for get- 
ting lumber used where 








HARRY T. 
KENDALL, 
Kansas City, Mo.; 
Discussed Trade 
Practices 





the species will give 
the best service. This 
must begin back at the 
sawmill in the cutting 
of sizes, and it must 


continue through dis- 
tributing units in the 
placing of kinds and 


grades. These are intra- 
industry problems that must be dealt with on 
an industry basis. Such matters include species, 
grade and standard-size’ markings, suitability, 
directing species to the proper markets, inspec- 
tion, a definite system of distribution and the 
like. All are based on the idea of the best 
service to the public. This can and will mean 
better times. But the dog-eat-dog policy, forc- 
ing the industry to low costs and lower qual- 
ity, will if continued cause the public to aban- 
don and forget the lumber industry. 

Arthur E. Lane, president of the National- 
American Wholesale Lumber Association, in 
speaking for the wholesalers echoed Mr. Ken- 
dall’s statement that all factors of the industry 
Must do their jobs in the light of public serv- 
ice. The wholesalers take pride in having 
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They Praise Boston’s Adoption of Grade-Marked 
Material—Tell of Experience With Reserve Yards 
and in Modernizing Campaigns —Favor Proposal 
| for Licensing Contractors, in Public Interest -- - 


worked consistently for the betterment of the 
industry; and Mr. Lane mentioned the work 
done with the fire underwriters in getting the 
ban raised from wood shingles. 

William Lucas, manager of the Eastern Mill- 
work Bureau, in discussing the future sales 
policies of special millwork, outlined the his- 
tory of the development of this industry and 
the competition and price wars which have 
appeared. He suggested as a possibility the 
operation of co-operative mills and central list- 
ing bureaus. 


Emphasizes Need of Stability 


John E. Mullaney, president of the J. A. 
Mahlstedt Lumber & Coal Co., New Rochelle, 
speaking on the subject, “Stability the Great- 
est Need of the Industry,” analyzed the in- 
dustry and made stability a synonym of or- 
derly processes, dealing fairly with all elements 
and with the public. He stated that there has 
been too much glamor in the industry; too 
many grades and sizes, too many people try- 
ing to control the buyer’s mind, too many over- 
lapping associations and too long steps be- 
tween the industry and the final buyer. There 
needs to be stability; that is, fairness and in- 
telligence, in relations with competitors, cus- 
tomers and employees. “Don’t talk depression,” 
Mr. Mullaney said in conclusion. “We’re de- 
lated and glad of it. We wouldn’t go back 
to the old conditions if we could, and we're 
ready for anything.” 

The committee on the best educational ex- 
hibit awarded first place to the Syracuse Glass 
Co. 

Dramatic fea on of Business 
Rehabilitation 


The final event of the afternoon was dramatic 
in form and held the big crowd to a late clos- 
ing hour. It was called the ‘Rehabilitation 
of a Retail Lumber Business” and was written 
and staged by Harry J. Colman, of Chicago. 
The dramatis personae of this stage corpora- 
tion were O. H. Greene, of Syracuse, president ; 
Harry J. Colman, of Chicago, comptroller; 
Oliver J. Veiling, of Buffalo, sales manager; 
George A. Bahr, Mineola, credit manager; and 
Hugh S. McKenna, New Britain, salesman. 

The action took place at the stockholders’ 
meeting of the company. Mr. Colman succeeded 
in driving home a striking picture of a lumber 
company that has grown during a long period 
of advancing markets, with excessive fixed as- 
sets and overhead and doubtful accounts receiv- 
able. He drew the diagram of cumulative loss 
and certain failure if current methods were fol- 
lowed, and of revival and success of intelligent 
reorganization were accomplished. He dwelt 
upon the easy way in which yard management 
retains useless expenditures and cuts on small 
but important matters such as association mem- 


bership and trade paper subscriptions. The 
audience was more than entertained; it was 
tremendously interested. The men _ carried 


away the summaries of this analysis with every 
appearance of checking their own financial 
statements in the light of Mr. Colman’s dis- 


closures. 
THURSDAY MORNING 


At the opening of the Thursday morning ses- 
sion the committee on resolutions reported fa- 
vorably on the home loan discount bank. It 
opposed as contrary to sound policy the ship- 
ment of certain kinds of stock on consignment. 
It urged buyers of pool cars to know in ad- 
vance the names of all buyers sharing in the 
car. It suggested that the delivery of all ex- 
cept hard materials direct to the job be 
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discouraged, and it op- 
posed the practice of 
truck-load purchases of 
wall board and similar 


materials at  carload 
prices. It endorsed the 
policy of curtailment 


of production. In the 
matter of double selling 
it advocated that the 
sales efforts of manu- 
facturers in relation to 
the retailer’s customers 
be limited to the edu- 
cation of the dealer and his selling force. It 
favored the 1932 merchandising plan for as- 
phalt roofing, as worked out by the conference 
committee, and it endorsed the idea of licensing 
contractors by means of a law to be passed 
for that purpose. It asserted that rigid insula- 
tion should be distributed through retail yards. 
It suggested revision of the law regulating the 
importation of lumber, pulp and the like pro- 
duced by forced labor. It urged that the con- 
trol of intercoastal freight rates be invested by 
law in the Shipping Board. It extended thanks 
to many persons and organizations helping 
make the convention a success; and, finally, it 
presented a memorial of deceased members. 
Secretary Collier read a statement by Frank 
Carnahan, regarding intercoastal freight rates. 
The fluctuation of these rates affects inventory 
values; and Mr. Carnahan favored the John- 
son bill, pending in the Senate, which would 
give the Shipping Board jurisdiction over min- 
imum rates. Edward Denike, secretary of the 
New Jersey association, commented on these 
rates and stated that fluctuation of rates had 
been wider than fluctuation of lumber prices. 
He stated that voluntary regulation had failed. 


Selection and Training of Salesmen 


E. D. Peck, vice president of DeVoe & 
Raynolds Co., New York, in discussing the 
selection and training of salesmen stated that 
the advisability of employing outside salesmen 
turned upon the character of the business. A 
dealer who carries demand merchandise and 
sells to contractors does not need them. He 
needs a good buyer rather than a salesman. A 
dealer who specializes in sales to customers 
and who depends upon marketing the pleasure 
and convenience of living does need salesmen; 
and this includes the modern building material 
merchant. Such dealers have something to sell 
as well as something to buy. His salesmanship 
must be aimed at co-ordinated quality and syn- 
chronized beauty. 

Good salesmen usually come up through the 
company ranks, and their training is connected 
with supervision. They must take the custom- 
er’s viewpoint and gradually change it to the 
company’s viewpoint. They must anticipate 
and settle objections before these things arise 
and become arguments. Their market is lim- 
ited to the people they contact, and they must 
have definite and predetermined objectives. 
There are millions of dollars of buried wealth 
in the country, and the struggle is between 
planned salesmanship and hoarding. 


The Place of the Supply Yard 


J. R. Randall, of the Reserve Supply Co., 
Minneapolis, spoke on future trends of mer- 
chandising. After outlining briefly the evo- 
lution of the lumber yard, Mr. Randall de- 
scribed the supply yard and its place in mod- 
ern business. He stated his belief that if in 

(Continued on Page 45) 





PAUL S. COLLIER, 
Rochester, N. Y.; 
Secretary-Manager 








42 


KANSAS City, Mo., Feb. 1.—The forty-fourth 
annual of the Southwestern Lumbermen’s As- 
sociation, held in this city last week, earned a 
place in association history as the “Fighting 
Convention of ’32”—in which the retail lumber- 
men of the Southwest voiced their determina- 
tion t carry on the battle against Old Man 
Depréssion until that public enemy is put to 
flight. And “it won’t be long now,” was the 
prevailing sentiment expressed by the speakers 
on a program which for practicability and gen- 
eral excellence would be hard to beat. From 
platform and floor came repeated assertions of 
intention to “take it standing up” rather than 
supinely lying down on the job and accepting 
whatever the fates send. The dealers were 
keen for ammunition to carry on this fight, and 
the various speakers and discussion partici- 
pants gave them plenty to take home with them. 
The attendance, though somewhat smaller than 
in some former years, was sufficient to indicate 
that the morale of this great association of re- 
tail lumbermen is still unbroken, the registra- 
tion list showing at time of inquiry a total of 
864 names, with some belated arrivals being 
added from time to time, indicating a total 
registration approximating 900. 


Dealers’ Forum Is Lively 


The meeting, as usual, occupied three days— 
Wednesday, Thursday and Friday. The pro- 
ceedings of the opening day having been briefly 
covered in a telegraphic report appearing in 
the Jan. 30 issue, this story will begin 
with the dealers’ forum which occupied the en- 
tire forenoon session of the second day— 
Thursday. This roundtable, at which a num- 
ber of subjects of great interest to dealers were 
thrashed out, was skillfully directed by Chair- 
man Cliff G. Scruggs, of the Scruggs-Guhle- 
man Lumber Co., Jefferson City, Mo. The 
first target set up was the question of financ- 
ing service—as to whether the dealer should 
provide such service and if so, how, when and 
where. First to take the floor was Charles 
R. Black, of the J. W. Black Lumber 
Co., Corning, Ark., who, after some facetious 
remarks regarding the preceding evening of 
Gayety participated in by some of the mem- 
bers—at which certain animated displays were 
viewed—stressed the opinion that some sort of 
safe and sane financing of home building jobs 


must be accepted as a salient factor in the 
lumbermen’s reconstruction program. He 
thought, however, that whatever financing 


service a dealer offers should be handled apart 
from his regular business. 

He stressed strong opposition to any second- 
mortgage financing by the dealer, stating that 
he was opposed to such financing, as being 
usually unsafe for the dealer to handle and too 
burdensome for the property owner to assume. 
He considered that the dealer has a duty to 
search out and find some method of financing 
that is “safe and sane” for both the dealer and 
the customer. 

Mr. Black expressed the opinion that building 
and loan associations and insurance companies 
can be counted on again to supply funds for the 
financing of home building if the dealer can 
provide assurance that the buildings will be 
soundly constructed and that payments will be 
made as they become due. He considered that 
good construction is one of the chief factors 


needed to get the financing of home building 
back on a safe and satisfactory basis. 
Chairman Scruggs remarked that in the last 
two years people have changed from spenders 
Now they need some place to invest 
these saved or hoarded funds, and the logical 
for them to think of first in that con- 


to savers. 


thing 
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Nore: A report of Wednesday’s ses- 
sion of the annual convention of the 
Southwestern Lumbermen’s Association 
appeared on page 37 of the Jan, 30 issue 
of the AMERICAN LUMBERMAN.—EDITOR. 





nection is a home. “Sell the people on the 
idea of a home,” said he, “and the money will 
come out of the deposit boxes and other hiding 
places.” 

James F. Goodman, Kansas City, of the 
Dickason-Goodman Lumber Co., Tulsa, Okla., 
likewise said that sound values in the com- 
the essential basis, so there 
will be something to 
loan on. Lumbermen, 
must see that their ma- 
terials go into build- 
ings that will afforda 
sound basis for loans. 

At this point, Chair- 
man Scruggs called 
for a show of hands as 
to how many of the 
towns represented had 
building and loan asso- 
ciations, and also as 


pleted building are 
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Discussion Leader 


to how many had two 
or more of such insti- 
tutions. Both inquiries 
brought a pretty gen- 





eral show of hands; 
the first, of course, 
getting a slightly 
larger vote than the 


second. Then he asked 
the question, “How 
many of these associa- 
tions are loaning 
now ?” On this propo- 
sition, very few hands 
were raised, indicating one of the reasons why 
home building is practically at a standstill. 
Glen Taylor, of the Taylor & Sons Lumber 
Co., Lyons, Kan., said no building loans had 
been made in his town (population 2,700) in 
six months. He told of two building projects 
contemplated by responsible men which are held 
up because funds for building loans are not 
available. He asked what dealers are to do 
when would-be builders can’t raise the money 
to go ahead. He said that his firm had done 
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Kansas City, Mo.; 
Secretary-Manager 
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a little financing on its own hook, on q 
monthly payment basis, handling both the firs 
and second mortgage, the total indebtednes; 
being paid out in monthly installments that ip. 
clude both principal and interest. He also had 
made at least one loan to help a man finange 
modernizing his home. This deal involved 
furnishing $200 worth of materials, which were 
paid for at $10 per month. 

T. R. Cauthers, Ashland, Kan., believed see- 
ond mortgages to be a risky proposition, unless 
the dealer is financially able to protect his jn- 
terests by paying off the first mortgage and 
taking over the building if such action should 
become necessary. 


Defends Second-Mortgage Loans 


C. E. Sharp, Oklahoma City, Okla., told of 
the successful operation of a home financing 
corporation formed by a group of lumbermen, 
of which his company is a member, who paid 
in as a start a total of $100,000, and has for 
some time been operating with satisfaction and 
profit to the constituent firms. Defending the 
policy of making loans on second mortgages, 
he asked whether that security was not a whole 
lot better than many of the common stock cer- 
tificates held by lumber dealers. He said that 
dealers have lost thousands of dollars’ worth of 
business because of not being in position to help 
young couples who wanted to build homes to 
bridge the difference between the first mortgage 
and their available funds, the result being that 
pretty soon their savings went into other chan- 
nels—for an automobile or something else—and 
the business prospect was lost to the lumber 
dealer. He foresaw a change coming in the 
whole loan program; and that amortization 
loans, with life, health and accident insurance 
feature, for protection of the lender, are the 
only kind that dealers are going to be able to 
get in the future. The safety of second-mort- 
gage security depends, he said, on how it is 
selected and handled. A second-mortgage loan 
made to some men is safer than a first-mortgage 
loan made to others. With a good moral risk 
in the first place, and the added safeguard of 
life, health and accident insurance, the dealer 
is pretty safe. 

“How about it if a man loses his job?” 
asked a member. “How about it if I, or you, or 
any of us should lose our jobs?” Mr. Sharp 
shot back, adding that the possibility of loss of 
employment is a risk that can not be avoided 
in any loan or business transaction. 


Contingent Versus Direct Liability 


Mr. Sharp said that lumbermen are too 
afraid of contingent liability, while apparently 
not at all afraid of direct liability; in that they 
will accept credit risks that run along for 
months without even being reduced in amount, 
while a secured, amortized loan is steadily re- 
duced by the monthly payments. “Financing 
lifts you out of competition and makes a friend 
of the customer,” said Mr. Sharp in closing his 
remarks. 

Harry E. Dole, secretary of the Nebraska 
association, was decidedly “ferninst” dealers 
having anything to do with second-mortgage 
financing. He thought, further, that  long- 
time selling has been overdone in the last few 
years. Further, he expressed the conviction 
that there is a lot of business that could be had 
without financing. Financing of course applies 
mainly to new homes, and the average small 
town dealer does not sell more than two oF 
three homes a year at best. The rest is mod- 
ernization and repair work. The solution of 
the dealer’s problem, he thought, lies not S0 
much in financing the jobs as in getting the 
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Fighting Spirit Characterizes Forty-fdurtt 


Dealers Face Their Problems With Courage and Determination—Study Pro hessive | 
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hoarded money out of its hiding places. 

Fred Wolfe, of Jamesport, Mo., strongly 
commended the building and loan associations, 
saying that they encouraged local home build- 
ing, operated economically, and gave the home 
owner a square deal. 

The next topic taken up was that of com- 
plete unit selling. To show that others beside 
jumbermen are considering selling complete 
house units, J. F. Goodman read a few para- 
graphs from an article appearing in the Wall 
Street Journal, telling about the first steel house 
to be erected in a suburb of New York City, 
in which “the only wood will be in the mantel.” 
Mr. Goodman said that the lumber dealers must 
insure sound construction of homes. If they 
do not, people will cease regarding the home 
as a sate investment. “This does not mean that 
we must become contractors,” said he, “but it 
does mean that we must assume responsibility 
for the right sort of construction, giving cus- 
tomers good, substantial houses on which they 
can ask loan agencies to furnish money with 
a reasonable assurance of safety. My idea of 
complete unit selling of the home is not that of 
becoming contractors, but that of assuming re- 
sponsibility for the construction.” 

A dealer asked how the lumbermen could be 
responsible for construction if he did not take 
the contract himself. Mr. Goodman replied that 
instead of the contractor getting the business 
and bringing it to the lumber dealer the lumber- 
man must get the business and take it to the 
contractor—then the dealer, and not the con- 
tractor, controls the business. 


The Contractor and the Dealer 


Henry Guhleman, of the Scruggs-Guhleman 
Lumber Co., Jefferson City, Mo., said that 
many contractors no doubt know their business, 
but lack the sales ability to get the message 
across to their customers as to the points that 
constitute good construction. Therefore, it is 
up to the dealer to come into the situation and 
act as the salesman, because he is qualified to 
do it. 

Kennett Hudson, Ardmore, Okla., also ex- 
pressed the opinion that the lumber dealer should 
do more selling, in co-operation with the com- 
petent contractors of his community. 

The question of whether business can be cre- 
ated by aggresive action, or whether there is 
only a definite amount of business to be had 
in each community anyway, was discussed by 
various dealers, Fred Legler, of Mell Legler & 
Sons, Valley Falls, Kan., presenting the sub- 
ject from the standpoint of the rural dealer. 

Mr. Legler thought that it is up to the dealers 
to try to divert into home building, moderniz- 
ing etc., some of the money that would other- 
wise go for other things. He had nothing to 
say against these “other” things, but said that 
the home should come first. His firm has been 
successful in creating considerable agricultural 
business, The first essential in that field is to 
keep in touch with the community and its needs. 
By studying the farmers’ problems, Mr. Legler 
as acquired a practical and technical knowl- 
edge of farmers’ needs, which gives his firm a 
Prestige in that field. “If you can show the 
larmer that you are helping him as well as 
yourself, you have made a good start towards 
Creating some business,” said he. He went on 
to say that last year he sold 80 brooder houses, 
at $85 each, a nice piece of business in itself. 
Another source of business is ownership of a 
Power floor-sander, which the firm sends out 
on jobs, which in the aggregate is quite a source 
ot income. The firm also sold 200 feeders at 
$10.75 each. The sale of material for temporary 








silos on the farms also has proved a good 
source of business. In 1929 and 1930, seeing 
that a good part of the crop would be good 
only for silage, the firm prepared itself to sup- 
ply temporary silos, built of slat cribbing, and 
sold quite a number of these. The next year 
conditions were no better, so Mr. Legler studied 
the situation, and bought 24,000 feet of cribbing, 
which was all sold, along with 5,000 feet of 
Sisalkraft for lining the insides. 

Charles M. Huttig, St. Louis Lumber Co., 
St. Louis, Mo., discussed the subject from the 
standpoint of the city yard. As the prime fac- 
tor in creating business he stressed the instilling 
of confidence of the 
buying public in the 
dealer’s main product 
—which is lumber. 
Architects and en- 
gineers want detailed 
and accurate informa- 
tion as to what they 
may expect from wood 
in the way of actual 
performance — not 
merely conflicting 
claims of different 
species. He told of the 





CHAS. R. BLACK, 
Corning, Ark.; 
Opened Discussion 





J. A. BOWMAN, 
Kansas City, Mo.; 
Treasurer 


grade-marking plan 
being carried out in 
St. Louis in co- 
operation with the 
Southern Pine Asso- 
ciation, the develop- 
ment of which plan 
has been fully de- 
scribed in the AMERI- 
CAN LUMBERMAN from 
time to time since its 
inception in 1929. “We 
are positive of the 
value of grade-mark- 
ing in creating confidence in our product,” said 
Mr. Huttig in closing his remarks. 

Mr. Coffey, of the J. W. Metz Lumber Co., 
Wichita, Kan., thought that some business can 
be created in any city if enough time is put 
into the effort, the chief question being how 
much time the dealer can afford to spend in 
that way. 

The next topic taken up was that of whether 
or not the average dealer can afford to operate 
his yard with the present volume of business, 











ARTHUR BEVAN, 


Seattle, Wash.; 
Discussed Shingles 


the discussion being opened by C. J. Cowley, 
Cowley-Lanter Lumber Co., Olathe, Kan. 
“What is your reserve of ideas?” asked Mr. 
Cowley. Ideas are what is needed to lead us 
out of the present situation. Don’t talk about 
depression. Lead the conversation into more 
constructive channels. In the search for big 
ideas don’t overlook the small ones. For in- 
stance, a can of paint is a lowly idea, but “a 
can of paint can make things seem like what 
they ain’t.” Develop that idea. There are 
plenty of buildings that need painting. Mr. 
Cowley told of a paint demonstration held in 
his yard with a factory representative present 
to assist, and during the next twelve months 
paint sales showed a nice increase. Mr. Cow- 
ley told of a plan put into effect at one of his 
yards that had good results. He said that about 
two years ago, seeing tough times looming up 
in the offing, he went to competitors and 
worked out a sort of co-operative policy, by 
which the local dealers agreed that they would 
buy from each other’s stock any items that were 
needed, so far as possible, at actual cost. Be- 
sides this, when ordering new stock, orders 
were pooled to make carlots, especially of coal. 
This policy has now been in effect for two 
years, with the result that overhead has been 
cut to 51 percent of what it was before. In 
the same period, sales dropped 50 percent, but 
because of having cut overhead practically in 
half, the firm was still out of the red. Mr. 
Cowley cited this as showing how competitors 
can get together on a give-and-take basis, to 
the advantage of both parties. 

The “trucking evil” was next taken under 
consideration, the discussion being opened by 
J. A. Scroggs, of the Riner Lumber Co., Kan- 
sas City, Mo., who cited the fact that thousands 
of truckloads of livestock are hauled to the 
central livestock markets annually, and many 
of these trucks bring back cement or other 
products at any price they can get, in some 
cases even bringing back materials without any 
hauling charge, for their farmer friends who 
give them the livestock hauls. Unscrupulous 
dealers will give orders on cement plants for 
cement to be hauled back for farmers at actual 
cost plus 10 cents per barrel for the dealer. He 
said that unless checked, these practices would 
spell the doom of the lumber dealer’s cement 
trade, and said that the only remedy is to get 
the cement companies to see the light and shut 
off these truck deliveries. 


Ethics—Credits—Collections 


The next topic, listed on the program as “Is 
Our Code of Ethics Obsolete?” was briefly dis- 
cussed by Edward Schultz, of the Stephenson- 
Browne Lumber Co., Chickasha, Okla., the con- 
sensus being that adherence to ethics never was 
more essential than now. 

The perennial question of credits and collec- 
tions was next taken under consideration, the 
discussion being opened by W. E. Partee, Long- 
Beli Lumber Sales Corporation, Hannibal, ‘Mo. 
It was his view that personal factors must gov- 
ern. Each case is different and should be studied 
accordingly. More bad accounts are made in 
vears of good business, when dealers are in- 
clined to be lax in credits, than in bad times, 
when they naturally tighten up. The ease or 
difficulty of collecting accounts depends upon 
whether or not a definite understanding with 
the customer was had at the time of the sale, as 
to how the credit is to be liquidated. Mr. Par- 
tee regarded the moral risk as the first factor 
to be considered. What is the customer’s rec- 
ord, or the obtainable facts? Most medium- 
sized towns have credit bureaus that can ad- 
vise about applicants’ previous records for 
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prompt or slow payment. Competitors and 
other business men also are sources of informa- 
tion. The next factor to be considered is his 
ability to pay. Good character alone is not 
enough. There must be ability to pay, which 
predicates steady employment, or other source 
of income. The seller also should know some- 
thing about what other obligations the customer 
has that would have to be met during the period 
of his credit. However small an account may 
be, Mr. Partee thought it better to provide for 
liquidation by periodical payments, rather than 
ina lump sum. The amortization plan also has 
the advantage of bringing the customer into 
the dealer’s office at regular intervals. 


THURSDAY AFTERNOON 


This session opened with some “Random Ob- 
servations,” by D. I. Johnston, of Keaton, Wells, 
Johnston & Barnes, lawyers, Oklahoma City. 
The speaker paid tribute to the part that the 
lumber industry has played in civilized society. 
He took a rap at the changing status of the 
lumber dealer, saying: “When this association 
was organized forty-four years ago, you were 
dealers in wood, This morning | was down 
looking over the exhibits and I saw there every- 
thing but wood.” [That, of course, was putting 
it a trifle strong, for there were more than a 
dozen fine exhibits of lumber and wood prod- 
ucts, even though displays of other materials 
were in the majority—Epitor.| He went on 
to say that the retail lumber business has com- 
pletely changed, but a lot of dealers have not 
found it out yet. They are just sitting on the 
fence and watching the parade go by. The basis 
of success in the retail lumber business, or any 
other, is securing and holding the confidence of 
the public; but, said he, the confidence of the 
public can only grow out of your own con- 
fidence in yourselves and in each other. Incer- 
dealer suspicion must be replaced by inter-dealer 
confidence. We can’t expect the public to be- 
lieve us unless we believe in each other. We 
must be deserving of confidence. The day has 
passed when anyone can succeed by unethical 
methods. What is your place in your com- 
munity ? he asked. There is no more sacred trust 
than is placed upon the men or institutions 
which have to deal with furnishing human 
shelter—the home. Referring to second mort- 
gage financing, which had been a lively topic at 
an earlier session, he declared that second mort- 
gages are a blight and a curse to the lumber 
business, and urged dealers to let them strictly 
alone, even if they have to allow their lumber 
to rot in their yards. 


Only $17 per Year for Home 


The next speaker was Frank H. French, of 
the I'rench-Stamats Co., Cedar Rapids, Iowa, 
whose business is that of giving counsel, con- 
ducting surveys etc. Mr. French said that the 
average American family spent $48 per year 
for cosmetics and only $17 per year for the 
home. [This would indicate that there is a big 
field for the “Spend For The Home In 1932” 
campaign now being actively promoted by the 
AMERICAN LUMBERMAN.] He said that there is 
a deplorable need for more selling aggressive- 
ness on the part of the lumber dealers. Ag- 
gressive salesmanship by other industries, said 
he, had made many of the lumber dealers’ pros- 
pects too poor to modernize their homes. 

The Thursday afternoon closed with an ad- 
dress on “Selling the Public and Keeping the 
Faith,” by H. Merle Smith, of the J. C. Nichols 
Co., operative builders who have developed 
some of the choice residential sections of Kan- 
sas City, notably the well-known Country Club 
district. He said that one trouble with the 
lumber business is that there has been a poison- 
ing of the mind of the public on home owning 
and real estate, and there can not be a healthy 
market for building materials until real estate is 
again held in due esteem. He suggested that 
dealers take a look at their lumber stores, and 
see whether they have the easy accessibility 
and the “eye appeal” essential for successfully 
dealing with “Mrs. John Public,” the great 
buyer. Analyze your market, he 
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urged. Your market consists of those to whom 
you have sold and those to whom you can sell. 
Old ledgers should be gone over to see why in- 
active accounts are not still active. Develop ex- 
hibits of your merchandise in use. Maintain 
customer control by periodic check-ups of those 
whom you have sold or expect to sell. This 
may mean personal calls, telephone calls or the 
mailing of suitable material. He said that it 


has been a mistake to have stressed home 
ownership so strongly from the investment 
standpoint. Instead, the public should be sold 


on the basis of pride of possession. He sug- 
gested the possible feasibility of co-operative 
displays by dealers, located on Main street— 
displays that would compare favorably with the 
best in other lines. 


FRIDAY FORENOON 


This session—the closing one of the conven- 
tion—-opened with a talk by Arthur Bevan, 
secretary Red Cedar Shingle Bureau, Seattle, 
Wash., who outlined the new program of the 
shingle industry. At the start he said that he 
wanted to correct an erroneous impression 
which seems to exist on the part of many lum- 
bermen of the United States that the fire under- 
writers have put their stamp of approval on 
good wood shingles. This is a mistaken idea, 
the fact being that they have merely withdrawn 
their former opposition to wood shingles. Strict 
standards of quality have been established by 
the producers. The manufacture of 6/2 shingles 
has been discontinued. Now only 5/2, all-heart 





LANCED! 


The best convention pun of the 
year was sprung by President-Elect 
Duensing in his speech of accept- 
ance. The secretary of the North- 
western association, who was a 
guest speaker, had just finished a 
rattling good speech. full of pep 
and optimism. Said President 
Duensing: “We have all been 
feeling the boil of depression, but 
Ormie Lanced it!” 





and all edge-grain shingles are being made. 
Formerly 43 grades and sizes of shingles were 
manufactured. This has been reduced to 3 
grades and 3 lengths in random widths. He 
explained the adoption and use of the “Certi- 
fied” label recently adopted. This label assures 
the buyer that he is receiving strictly heartwood, 
edge-grain shingles that have been inspected 
for, and certified by, the bureau. Most of the 
red cedar shingle production of the country is 
now under license to use the certified label. 
He urged dealers to give more attention to re- 
roofing with wood shingles, saying that 98 per- 
cent of all wood shingles are handled through 
retail lumber yards, so the dealer has no com- 
petition when reroofing with wood shingles. 
He explained that reroofing adds materially to 
the insulating properties of the roof, and asked 
“Why tear off the old roof which is worth $5 
per square as insulation?” He urged dealers 
to insist on use of the right kind of nail, say- 
ing, “We are giving you a certified, quality 
product, and in justice to our product must in- 
sist that the proper kind of nail be used.” 

Mr. Goodman asked what merchandising of 
their product the shingle manufacturers are 
planning to do, to help the dealers. 

Mr. Bevan replied that they planned to give 
the dealer material that would help him to sell 
the product, rather than attempting to sell the 
product for him. “We want to help you build 
up customer relationship,” he said. He ex- 
plained that it was not possible to give details 
at this time, but assured his hearers that plans 
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for a merchandising program that will be of 
very definite help to the dealer are under way 


Nation's Reconstruction Program 


Walter F. Shaw, trade extension manager 
National Lumber Manufacturers’ Association 
Washington, D. C., was the next speaker, hic 
subject being “The National Credit Release 
Program and the Southwestern Lumber Jp. 
dustry.” Mr. Shaw briefly referred to the 
merchandising aids that have been made ayaij. 
able to retailers by the trade extension depart. 
ment of the National, stating that 3,820 indj. 
vidual retailers have purchased, for distribution 
to their customers and prospects, 1,983,980 pieces 
of lumber promotion literature for which they 
paid a total of $42,106. Mr. Shaw then pro. 
ceeded with a masterly presentation and ap. 
alysis of the financial reconstruction program 
inaugurated by the Federal Government for the 
release of credit and the general stimulation of 
business. [A quite full summary of this address 
appears on front cover of this issue —Eb1tor.] 

The final speech of the regular covention pro- 
gram was delivered by Ormie C. Lance, secre. 
tary of the Northwestern Lumbermen’s As. 
sociation, whose subject was “Can We Meet 
The Test?” Mr. Lance made a vigorous ple 
for loyal support of the associations, which, he 
said, are more needed now than ever. He said 
that the man who quits his association now t 
save the payment of dues is like a passenger on 
a liner in mid-ocean who decides to get into one 
of the small boats and row the balance of the 
way to save his passage money. He considered 
the increasing burden of taxation to be one of 
the greatest impediments to home building. “If 
we want lower taxes,” he said, “we must get 
across to our representatives in Congress and 
the legislatures our demand for drastic reduc- 
tion in public outlay.” The speaker took a rap 
at the increasing tendency toward governmental 
paternalism. He expressed confidence that the 
business skies would soon clear, and urged the 
dealers to go forward with courage and con- 
fidence in themselves, in their industry and in the 
country; “and, said he, we shall come out vic- 
torious over this depression.” 


Resolutions Are Adopted 


The resolutions adopted affirmed the convic- 
tion that the railroads, above any or all other 


transportation agencies, are essential to the 
public interest and welfare; and favored an 


equality of competitive conditions as between 
the railroads and other methods of transporta- 
tion, especially trucks, the operation of which 
is regarded as detrimental to the retail lumber 
business. 

The Senate and House bills providing for 
establishment of a system of home loan discount 
banks, as recommended by President Hoover, 
was endorsed. 

Another resolution demanded that every 
branch of government—local, State and na 
tional—promptly act to reduce the number ol 
overlapping bureaus and commissions, to the 
end that present high cost of government be re- 
duced; and further demanding that utmost 
economy be practiced in all public expenditures. 

Another resolution placed the association om 
record as favoring a merchandising plan ol 
asphalt shingles and roofing products, sub- 
stantially as follows: “Each manufacturer to 
make his base or list price his LCL price to 
all classes of trade, with a reasonable margit 
of discount allowed on carload sales to all 
classes of trade, with no preferential discounts 
for either quantity or sales function to amy 
class of buyer.” 


New Officers Are Elected 


nominating committee reported the fol- 
lowing recommendations, which were unaii- 
mously adopted: 

President—E. A. Duensing, Concordia, Mo. 

First vice president—T. R. Ash- 
land, Kan. 

Second vice president—Edward Shultz, Chick- 
asha, Okla. 


The 





Cauthers, 


President-elect Duensing assumed the gavel 
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and expressed his appreciation of the honor con- 
ferred upon him, urging the utmost loyalty and 
support of the association, its officers and direc- 
tors, and pledging himself to fulfill the duties 
of the position to the extent of his ability. 


Departed Members Are Named 


The report of the committee on necrology 
showed the following members deceased since 
the last annual meeting : 

J. W. Nicely, North Missouri 
Hannibal, Mo., Feb. 15, 1931. 

R. B. Newbury, president Midwest Lumber 
Co., Mankato, Kan., Feb. 23, 1931, age 51 years. 

J. H. Turner, J. H. Turner Lumber Co., 
Wichita, Kan., April 14, 1931, age 46 years. 

w. F. Schooler, Western States Lumber Co., 
Kansas City, Mo., May 13, 1931, age 55 years. 

J. H. Foresman, vice president Long-Bell 
Lumber Co., Kansas City, May 18, 1931, age 67 
years. 

J. B. Whelan, J. B. Whelan Lumber Co., To- 
peka, Kan., May 19, 1931, age 54 years. 


Lumber Co., 


J. B. Harrison, Harrison & Robinson Lumber 
(o., Hardin, Mo., June 29, 1931, age 63 years. 
w. C. Aldrich, Elmo, Mo., Aug. 24, 1931, age 
years. 

R. B. Britton, Britton Lumber Co., Mapleton, 
Kan., Sept. 28, 1931, age 61 years. 


Robert Roos, Robert Roos Lumber Co., Hia- 
watha, Kan., Nov. 29, 1931, age 43 years. 





Desired 


(Continued from Page 41) 

1931 every yard had made every sale at the 
margin of profit desired, the industry would 
still be in the red. Progress must be in re- 
designing the mechanics of business as well as 
in getting prices, and the supply yard is a long 
step in reducing costs through reducing inven- 
tory. Manufacturers are wondering if the re- 
tail yard is a good agency of distribution; but 
this question would not arise if retailers could 
correct their internal troubles. He then de- 
scribed the Reserve Supply Co. in detail. 

Walter Pettit, of the Nassau-Suffolk Lum- 
ber Supply Co., Amityville, N. Y., followed 
with a description of his company, which had 
been inspired by the success of the Minneap- 
olis concern; and J. G. Venter, president of 
the New Haven Reserve Supply Co., did the 
same for his concern. These descriptions ran 
the gamut of size, from the 1,400 yards of the 
Minneapolis company to the nine yards of the 
New Haven. While the three differed some- 
what in methodical detail, all agreed upon the 
economies and other benefits of the general 
system. 


THURSDAY AFTERNOON 


At the afternoon 
sales counsellor of 


session Roland Doane, a 
New York who is _inti- 
mately in -touch with the lumber business 
through directing advertising campaigns for 
dealers, spoke on mail-order competition. The 
mail-order people have succeeded in finding 
large volumes of business during the last five 
years, while local dealers have generally waited 
lor improvement of conditions. While Mr. 
Doane said that no one method, unless it might 
be a miracle, would correct this competition, 
he thought that mail-order methods might be 
adapted by local dealers. They can begin sell- 
Ing complete houses instead of house parts. 
hey can begin using plans to present the idea 
ot the complete package. They can make use 
ot accurate publicity, and they can develop 
salesmanship to fit these new ideas. The mail- 
order success has been based upon giving the 
public what it wanted; a suggestion upon which 
the mail-salesmen have no copyright. 

E. F. Parker, of the Firestone Tire & Rub- 
ber Co., Akron, Ohio, then described in great 
detail the finish fight his corporation has had 
with mail-order competition. He described 
what he called the mail-order attempt to break 
down public confidence in the local independent 
dealer and stated that this fight centered in the 
willingness of certain manufacturers to make 
special brands for mail-order consumption. 
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Home financing, the final subject discussed, 
was opened by Stanley E. Gilbert, of Charles 
C. Kellogg & Sons, Utica, who described in 
detail the success of the second-mortgage com- 
pany which operates in that city. This com- 
pany has operated at low cost to the customer, 
has relieved dealers of heavy financial burdens 
and has stabilized the second-mortgage market. 

I. G. Smith, Newell Coal & Lumber Co., 
Pawtucket, described his experience with sec- 
ond mortgages. He stated that an orderly and 
systematic method of handling these mortgages 
is necessary when no other agency is func- 
tioning efficiently, when competition is forcing 
prices too low and when the dealer needs a 
practical sales building aid. But to operate 
such an independent agency the dealer must 
be sure of capital and plenty of it. Other 
- ip experiences were presented from the 
oor, 

John M. Wyman, United States League of 
Building & Loan Associations, Cincinnati, pre- 
sented his widely known plan for the super- 
vision of the quality of materials and con- 
struction by the agency which provides the 
loans. This has been done with remarkable 
success by building and loan associations. It 
fits in with the psychology of safety, makes 
possible larger loans on first mortgages, re- 
duces upkeep costs and promotes the desire to 
own homes. It is a matter in which all inter- 
ested groups should share. 

Harry S. Kissell, Springfield, Ohio, past 
president of the National Association of Real 
Estate Boards, came up from the Washington 
hearings on the bill to create the Federal 
Home Loan banks. He stated that real estate 
has suffered less deflation than have so-called 
gilt-edged securities. He presented figures to 
prove that the country is not overbuilt. But he 
gave most of his time to an impassioned plea 
for the new bill as a means of restoring gen- 
eral prosperity and of preventing the tragedy 
of the general foreclosure of mortgaged homes. 
This movement, he stated, is the keystone of 
reconstruction. 

The first prize for constructive selling plans 
went to Duncan Briggs, of the Briggs Lumber 
Co., Oneonta, the second prize to Hiram Blau- 
velt, of the Comfort Coal & Lumber Co., and 
the third prize to Stuart Kellogg, Charles C. 
Kellogg & Sons Co., Utica. 


Election of Officers 


The nominating committee presented the fol- 
lowing candidates, who were elected to the re- 
spective offices : 

President—John C. Barry, Portland, Conn. 

Vice presidents—Frank M. Carpenter, New 
Rochelle, N. Y.; Harold A. Bellows, Spring- 
field, Mass.; Orville H. Greene, Syracuse, N. Y.; 
and George M. Stevens, New York City. 

Treasurer—Rodney G. Robinson, Ithaca, 
N. Y. 

Directors—U. M. Carlton, Cambridge, Mass.; 
George M. Loewenthal, Middletown, Conn.; 
James L. Bickford, Nashua, N. H.; Loren H. 
Allen, Barre, Vt.; George R. Todd, Boston; 
Cc. C. Cheney, Salamanca, N. Y.; and Oliver J. 
Veiling, Buffalo. 

Following the introduction of the new presi- 
dent, Roscoe C. Briggs presented Retiring 
President Downing a diamond stick pin, in a 
graceful speech, as a memento of his services 
to the association. 

During the course of the convention a num- 
ber of breakfast and luncheon meetings were 
held. at which various convention subjects 
were discussed informally and in more detail. 
Notable among these were those led by Frank 
M. Carpenter, on the registration and licensing 
of contractors; by Paul R. Randall, on re-roof- 
ing departments; by Vernon M. Hawkins, on 
mail-order developments; by Deyo M. John- 
son, on small-dealer problems; by Stuart Kel- 
logg, on new building specialties; and by John 
E. Mullaney and E. D. Peck, on training sales- 
men. A movement is on foot to write the 
registration and licensing of contractors into 
law. The idea is based upon the theory that 
quality of construction is vital to the health 
of all parts of the material and construction 
business and that financially irresponsible con- 
tractors who do not deliver quality work are 








45 


damaging the industry. There seems no way 
to protect the public against these men except 
by registration and supervision under the au- 
thority of the State. Larger contractors are 
favoring the movement. Mr. Hawkins de- 
scribed certain alliances between mail-order 
financing and local furnishing of material. 
While his audience was rather hostile to the 
ideas presented, Mr. Hawkins made a fair and 
clear statement. 

The entertainment program included bridge 
and theater parties for the ladies, the stag 
smoker, the banquet at the Pennsylvania and 
a theater party to see “The Cat and the 
Fiddle.” 


National Credit Release Pro- 


gram Summarized 
(Continued from front page) 


(a) A national system of home loan discount 
banks, which will relieve the fear of foreclosure 
from millions of homes and provide funds for 
building new ones. It will, I believe, go far 
to restore the construction industry, the chief 
pillar of American prosperity. 

(b) One hundred and twenty-five millions of 
new capital for the Federal Land banks, which 
will permit loan expansion and avoid the neces- 
sity of foreclosing deserving borrowers. Today 
23 percent of all Federal Land Bank loans are 
delinquent. What will it mean to your region 
and every other agricultural region to have the 
fear of ruin dispelled for hundreds of thousands 
of farmers? 

There are three Federal Land banks, three 
Intermediate Credit banks and six Joint Stock 
Farm Loan banks in your Southwestern coun- 
try. The aggregate of their outstanding loans 
is $470,000,000, with more than $100,000,000 
delinquent. Uncle Sam is coming quick to the 
relief and enlargement of these banks. Besides, 
you will have your share of $200,000,000 that 
is to be loaned through the Department of 
Agriculture to individual farmers to whom 
ordinary credit channels are not open. Is not 
all that great news for you lumbermen of the 
Southwest ? 

(c) A corporation is being formed by the 
government to release some of the near two 
billions of dollars in several thousand failed 
banks. What will it mean to you to have 
money rolling out of the hundreds of closed 
banks in the Southwest? 

(d) The rediscount field of the Federal Re- 
serve banks is to be enlarged, making eligible 
for rediscount certain classes of security that 
are not now acceptable. That may mean sorely 
needed credit for you. 

{e). Special legislation is coming on for the 
aid of the railroads, which are the circulation 
system of the nation. Stimulate the circulation 
and you invigorate the whole nation. Nowhere 
does railway prosperity mean general prosper- 
ity so much as here. 

It doesn’t need much reiteration to suggest 
to you the stimulating effect on the business life 
of the Southwest and your business if fear is 
dissipated, because the causes of fear are 
scotched. 

Let me remind you that in this great country 
we can come back with startling speed. The 
worst month in the greatest depression we ever 
had in this country was August, 1879. The fol- 
lowing December was the best December the 
nation had known to that time. Only four 
months for a complete and brilliant recovery! 

I confess that I do not expect such a rapid 
recovery this time, because we are too much 
involved in the distress of the outside world— 
in the reparations problems in Europe, the col- 
lapse of the gold standard in many nations, the 
weakened buying power of the whole world, the 
chronic and world-wide sickness of agriculture. 
But I do believe that with the coming of spring 
and the operation of the various reconstruction 
factors that are in process of formation and 
mobilization we shall enter upon a constructive 
era that will gradually, if not rapidly, lead us 
to a new and eventually better prosperity than 
we have ever known. 








Tennessee Dealers Emphasize Profits 
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Study Method of Insuring That Legitimate 
Merchant Will Be Protected in Sales and 


Enabled to Secure a 


NASHVILLE, TENN., Feb. 1.—With an air of 
seriousness not found in any of its previous 
deliberations, the seventh annual convention of 
the Tennessee Lumber, Millwork & Supply 
Dealers’ Association opened at the Hotel Noel 
here last Wednesday morning. Right straight 
through the various sessions of the convention 
men talked of their affairs and frequently 
stated their conviction that the Golden Rule 
must be applied to their actions in the future if 
the association is to hold its own and its mem- 
bers are to become prosperous. Reliance upon 
a higher power seemed to be the keynote of the 
extemporaneous speeches. 

The association directors held a 2-hour ses- 
sion on Tuesday evening, and the first busi- 
ness Wednesday, of the convention 
opened with an invocation by the Rev. Howard 
I. Kerr, and the address of welcome by Presi- 
dent A. L. Goldberg, of Nashville. The re- 
sponse for the visiting dealers was made by W. 
J. Sanders, of Tulahoma. Secretary J. Tyree 
Fain reported for his office as well as that of 
the treasurer, the latter showing the association 
to be in better financial shape than a year ago. 

Secretary Fain took up the reins of secre- 
tarial service last August after the resignation 
of former Secretary J. A. Minnich, and hav- 
ing had experience in the retail trade over a 
period of twenty-three years—as well as being 
an attorney with associational preference, Mr. 
Fain stepped into the job and at once began the 
formal reorganization. Each month he has with 
a minimum of expense carried on the associa- 
tion program—bulletins covering the activities 
of the organization; information supplied the 
several lumber journals; and individual cases 
handled for the membership. Legislation af- 
fecting the business of the dealers was turned 
into the right kind, especially the new lien law 
section of the State code which was prepared 
or suggested by the association. 

Speaking on “What Did We Accomplish in 
1931” Carl Marshall, of Johnson City, paid his 
respects to the representatives of manufactur- 
ers, crediting them with being the retailers’ 
best friends and also a constant source of in- 
formation without which the retailer would en- 
counter many handicaps. He took to task the 
manufacturer or wholesaler who encroached 
upon the preserves of the legitimate retailer. 
He stressed the individual effort that it would 
be necessary for association members to make 
to get their neighbor lumbermen to participate 
in association work. He deplored the present 
price situation, but did not think any associa- 
tion, local or State, should dabble in matter of 
price making. He believed the big thing needed 
in the retail lumber business in Tennessee to- 
day is to get a little religion into the industry. 


session, 


The Secretary Urges Better Profits 


The “association must grow or go,” said Sec- 
retary Fain in his talk, and “times are such 
the dealer can not continue to profit at his 
present markup of 20 percent to 33 percent. He 
must use price levels that will enable him to 
make a profit on the curtailed sales. The right 
of the retailer to make a profit on every sale 
and to have the business in his territory, he 
declared, could not be questioned, and when any 
manufacturer or wholesaler or other retailer 


sold a consumer in his territory, the retailer 
should then change his line-up with such manu- 
facturer or wholesaler and deal with the ones 
who recognize his rights, 





Reasonable Margin 


Convention committees were then named by 
President Goldberg as follows: 

Resolutions—P. B. Carr, chairman; W. J. 
Sanders, Fred Hathcock. 

By-laws—Fred Stair, 
Threadgill, Clarence Crow. 
Hill, 


chairman; H. H. 
Nominations—Harry chairman, C. S. 
Tally and Jack Allison. 


WEDNESDAY AFTERNOON 


Pat Jacobs, of Nashville, master of ceremo- 
nies and chairman of the program committee, 
presented his speakers for the Wednesday aft- 
ernoon session, retiring in favor of William 
Dunlop, of Clarksville, Tenn., who introduced 
the first speaker, Stanley Horn, of Nashville. 

Mr. Horn’s assigned subject, “Present Gen- 
eral Conditions in the Lumber Field,” was han- 
dled from the viewpoint of the man who had 
experienced some of 
the difficulties incident 
to these conditions and 
pointed out the reme- 





dies. Co-operation 
among members, co- 
ordination of efforts, 


support of association 











CARL MARSHALL, 
Johnson City, Tenn.; 
Elected President 





ideals, profitable 
prices, avoidance of 
cut-throat competition, 





and assistance in re- 
storing confidence, A. L. GOLDBERG, 
would be the things Nashville, Tenn.; 


needed to change pres- tetiring President 
ent conditions. 

Donald Southgate, one of Tennessee’s lead- 
ing architects, discussed from the viewpoint of 
the architect “What Can the Lumber Dealer 
Do to Assist the Architect?” and for thirty 
minutes laid before these retailers their short- 
comings in that particular line of effort, and 
opened the way for much thought and discus- 
sion. Pointing out that three things were given 
consideration in choice of building materials by 
any architects, namely, fire hazard, shrinkage, 
and life of materials, Mr. Southgate suggested 
the preparation of information from the archi- 
tects’ viewpoint, which could be supplied them 
to use in recommending the most satisfactory 
materials to their clients. No one seems to 
care, according to Mr. Southgate, whether thor- 
oughly dry lumber can be supplied, or whether 
the life of the wood is only four or five years. 
Suggestions were made that the State secre- 
tary secure a complete A. I. A. file and gather 
data from all the manufacturers and their asso- 
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ciations and make such information available 
to the architects, and thus assist them in mak. 
ing up the right kind of specification. Through 
this means business that now finds its way t 
a competitor of lumber would be secured. Mr 
Southgate closed his speech with an appeal ty 
support the A. I. A. in its efforts to have the 
President’s home loan plan passed by Congress, 

A discussion open to members only was then 
held to give consideration to the subject “How 
Can We Eliminate Wholesale Distribution to 
the Consumer,” led by Joseph C. Sheffer. Fo. 
lowing this Secretary Fain began a discussion 
of the mechanics lien laws as amended and ap. 
erating since the last general session of the leg. 
islature. After considerable discussion the sec. 
retary was instructed to have printed for use 
of members full texts of the law and informa- 
tion regarding its application. 

The report of the nominations committee re- 
sulted in the approval of the slate and election 
of officers, as follows: 


President—Carl Marshall, Johnson City, 
Tenn. 
Vice president (eastern district)—J. W. 


Allison, Morristown, Tenn. 
Vice President (western 
Butler, Memphis, Tenn. 
Vice president (central 
Gunter, Shelbyville, Tenn. 
Secretary—J. Tyree Fain, Nashville, Tenn. 
Nashville, 


district)—E. G. 


district)—U. G&G. 


Treasurer — Fred 
Tenn. 

Directors—W. C. Hickman, 
Joe Scheffer, Nashville, Tenn. 


Scheidegger, 
Fred Stair and 


At 6:30 the annual banquet was held in the 
ball room of the Noel Hotel with Stanley 
Horn presiding as toastmaster. 


THURSDAY MORNING 


One of the most interesting subjects dis- 
cussed. during the two days was first on the 
program Thursday morning. The speaker was 
W. H. Picklesimer, of Knoxville, who dis- 
cussed “How to Make a Profit in 1932.” Many 
things were mentioned as possible, but the 
speaker said that if he had the information, he 
would not come before the convention to talk, 
but would sell the recipe to them and each 
would be glad to buy it. The outstanding 
thought of his talk was that the number of 
dealers should be limited—by elimination; some 
by force of circumstances; still others by pur- 
chase or absorption. Some dealers will sell 
out, others can not and will not, while the 
smart ones are closing out and will quit the 
game. 3ankers have been assisting in_ this 
matter by insisting that dealers must show 
profits before extension of loans is granted. 

Discussion of the railroads’ new nuisance, the 
surtax of 12 cents a ton on lumber as a mini- 
mum, brought about the suggestion that the 
manufacturers be asked to include this charge 
in their quotations, and to have it absorbed as 
freight. : 

In discussing the cost of handling lumber in 
the yard it developed that the mark-up was as 
many sided as there were individual dealers and 
that the range was from 5 percent to as high as 
100 percent. With the sales falling off and no 
change in the cost of operation, the consensus 
was that the average dealer should get a more 
favorable gross profit. 


Banker Talks on Home Loan Bill 


3ringing into the deliberations the trained 
mind of the banker to discuss the “National 
Home Building Program,” R. W. Bratton an- 
alyzed the proposed bill covering the question 
of home loan associations, which has been be- 
fore Congress for several weeks. Pointing out 
the many favorable provisions and summing up 
their worth, Mr. Bratton urged each dealer 
present to wire his representatives in Congress 
to support passage of the measure, stating that 
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many of the financial interests including large 
insurance companies were not in favor of the 
bill and were working for its defeat. 

E. G. Butler, president of the Butler Lumber 
Co., Memphis, Tenn., was on the program for 
the last speech of the convention, but stated he 
had brought along the secretary of the Mem- 
his Retail Lumber Dealers’ Association as his 
pinch hitter, and introduced W. H. Marsh 

Taking as his subject “Association Aims for 
1932” Mr. Marsh made the outstanding talk of 
the entire proceedings. Being in close touch 
with all the difficulties of hard pressed retailers, 
knowing their problems and working with 
them to solve these, this man handled with no 
apologies and without gloves the fellow who 
deliberately cut prices and was not alive to the 
needs of his business. Recognition of funda- 
mentals must be uppermost in the minds of re- 
tailers. They must be fully alive to the situa- 
tion, and “plan to meet the increase in cost of 
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operation due to the decrease in sales.” ‘There 
is no profit on the present sales base,” he said, 
“therefore you must cut your cloth to fit the 
garment; any other disposition of the matter 
means complete failure.” Reduction of over- 
head, less stock, greater care in selection of 
risk, adherence as far as possible to cash sales, 
elimination of unprofitable deliveries, when 
classed as free, conversion of his neighbor 
dealer to the association idea, lessening of 
competition thorugh co-operation, sufficient 
mark-up on manufacturers’ delivered prices to 
show a profit—were his suggestions for meeting 
present business conditions.. Know operating 
costs, and if after adding them with a reason- 
able profit to first costs, lumber can not be sold 
profitably, it should be kept in the sheds. 

Make use of your association, the speaker 
said. Work with your fellow dealer, and by all 
means read your lumber journals, 

The resolutions committee thanked all those 
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who in any way helped to make the convention 
a success and then, at the last moment, pre- 
sented a resolution having to do with the manu- 
facturers, wholesalers, and commission sales- 
men, in all lines, whose sales have been or may 
be made direct to the consumers other than 
legitimate wholesale buyers. This resolu- 
tion was scathing in its denunciation, and the 
punishment promised most severe. The lum- 
ber publications were to be asked to publish this 
resolution in full after it had been re-written 
by the association secretary. A resolution in 
memoriam of the late J. W. Stone, of the Stone 
Lumber Co., Bristol, and Edward Hines, of 
Chicago, was approved by a rising vote. With 
an appeal by the president for three aids—in- 
crease in membership, increase for the present 
in dues, and later a reduction in dues, the Ten- 
nessee Lumber, Millwork & Supply Dealers’ 
Association brought to a close the best con- 
vention it ever held. 


Southeastern lowans More Optimistic 


Told State Builders’ Schools Will Help Win Farm Trade— 
Urged to Use More Uptodate Methods of Creating Demand 


BuRLINGTON, Iowa, Feb. 1.—Their ears ring- 
ing with predictions that 1932 holds increased 
profits and opportunities for bigger building 
programs than for several years, members of 
the Southeastern Iowa Retail Lumbermen’s As- 
sociation adjourned their thirty-fifth annual 
convention here Thursday night, Jan. 28, fol- 
lowing the yearly Moonlight Club party. 

For what was one of the most successful con- 
ventions ever held, more than 200 delegates 
registered, representing the association, auxil- 
iary and Moonlight Club. Ottumwa _ was 
awarded the 1933 convention. All sessions, ex- 
cept the business meeting of the auxiliary, were 
held at Hotel Burlington. 

Application of intensified salesmanship, mod- 
ern advertising methods, the fact that curtail- 
ment of expenses during the last three years 
makes considerable building necessary and the 
fact that building trades councils have reduced 
wage scales from 10 to 15 percent in many 
middle western cities are among the reasons 
for predicting increased use of building ma- 
terials during the forthcoming months. 

The convention opened with an informal re- 
ception at the hotel, Tuesday evening, Jan. 26. 
The following morning, the lumbermen were 
welcomed by Ralph Ziegler, president of the 
Chamber of Commerce, and response was by 

S. Mercer, Marengo, retiring president of 
the association. Paul Mathew, of Oskaloosa, 
secretary, read his annual report and conven- 
tion committees were appointed by President 
Mercer, as follows: 

Resolutions—Henry 
Paul Benson, 
mick, Rosehill. 


Wormhoudt, Ottumwa: 
Burlington, and R. R. McCor- 


Au diting—Fred Nutt, Fairfield; C. H. 
Fichtenkort, West Point, and J. H. Teyrell, 


Muscatine. 
Nominating—C. D. 
Thomas, Oskaloosa, 
Chariton. 


Streeter, Keokuk; H. A. 
and G. M. Henderson, 


Mr. Ziegler pointed to a $100,000 sewer 
started here this month and plans for more 
than $100,000 worth of school work to be done 
in Burlington this spring as evidences of plans 
lor a bigger program here. 

Three well known speakers graced the Wed- 
nesday afternoon program. They were Ormie 
C. Lance, Minneapolis, Minn., secretary of the 
Northwestern Lumbermen’s Association; Ar- 
thur Bevan, of Seattle, Wash., secretary of the 
Red Cedar Shingle Bureau, Seattle; and Dr. 
Marion Nelson Waldrip, Cape Girardeau, Mo., 
Pastor. The last named was also the speaker 


at the annual association banquet Wednesday 
evening, 


Urges Greater Use of Advertising 


Use of more advertising and “other tools of 
competitors” was urged by Mr. Lance. He 
also said that his organization went on record 
last week as favoring a general curtailment 
of Federal, State and local governmental ex- 
penditures and urged the lowa lumbermen to 
do the same. Plans for bigger summer meet- 
ings of lumbermen are being made in Iowa 
and he requested more interest in these ses- 
sions. 

Intensive salesmanship has never been so 
important as it is today, Mr. Lance declared. 
“We must all give more attention to credits 
and collections than ever before. When busi- 
ness is coming in easily, we have a tendency 
to drift away from fundamentals and that’s 
why today so many of us have too much of 
our capital tied up in book accounts. 

We see in magazines and newspapers adver- 
tisements of everyone except ourselves. This 
advertising brings business to our competitors, 
so it probably would be a good thing for us. 
This is the time for serious thought, for faith, 
courage and _ self-confidence. The last two 
years have been bad for business, but they 
have done much to harden us—have made us 
better business men. 


Securing Re-roofing Business 


Mr. Bevan discussed means of securing re- 
roofing business. 

By promoting laying of new roofs over the 
old shingles, he said, you can get much busi- 
ness from your competitors which you have 
lost. In discussing roofing business, the ques- 
tion of fire hazards inevitably comes up. The 
new building code, recommended by the Na- 
tional Board of Fire Underwriters, does not 
prohibit wood shingles, but gives specifications 
for them. We interpret this to mean they 
have withdrawn their objections. The second 
problem often confronting lumbermen is that 
the old shingles will rot beneath the new. 
There’s only one answer to that—moisture, air 
and temperature are responsible for the 
rotting. Remove one of these and you solve 
the problem. You remove air by putting on 
a good roof. 

Dr. Waldrip’s Wednesday afternoon address 
was on “Making Lumbermen Live Again,” and 
that evening he gave his “Philosophy of an 
Arkansas Hill Billy.” His talks are always 
entertaining and packed with good ideas for 
lumbermen. In his former talk, he urged the 
lowa dealers to put more romance into their 
work, a subject covered the following day by 
A. A. Nelson, Peoria, Ill., of the Keystone 
Steel & Wire Co., who talked on “Romance 
of Sales.” 

Romance, Mr. Nelson said, is one of the big- 
gest things in business today. Business is not 





a dead issue, but is still a vital, living mat- 
ter. Profit by the methods of your competitors 
and put romance into your work. y 

There is romance connected with every arti- 
cle that the small town lumberman handles 
and it’s up to you to find out these things— 
from the salesmen who call on you—so that 
you can tell your customers something about 
the invention or beginning of every nail or roll 
of wire or piece of steel. 


Urges Aid to Farmers in Their Building 
Requirements 


“Meeting the Builder’s Demands” was the 
subject of a talk by V. S. Peterson, of Iowa 
State college extension bureau, Thursday after- 
noon. He discussed at length plans for es- 
tablishing bureaus throughout Iowa which will 
be of help to dealers, farmers, builders and 
contractors. “County agents and extension de- 
partment workers will aid in installing these 
bureaus and conducting the schools,” he said. 
“We plan to have one in every county, operat- 
ing it one day each year.” 

He defined the bureaus as builders’ schools 
for groups of conferences on requirements of 
the various types of farm buildings and other 
construction work. “It is hoped that the 
schools can be conducted on a constructive basis. 
Material will be presented that will aid the lum- 
ber and material dealer in solving the prob- 
lems of his customers.” The schools will be 
held in December, January, February and 
March. Dealers will extend the invitation to 
their customers to attend the schools. 

The building situation on the farm is en- 
tirely different than that of the city where 
buildings are planned by trained architects, 
built according to specifications by an experi- 
enced contractor and checked by a building in- 
spector, Mr. Peterson also said. 

I realize that properly planned and con- 
structed farm buildings are a necessary part 
of our new agriculture and that these build- 
ings will pay their way. But it is up to you, 
the lumber and material dealers, to show the 
farmer the way to increase profits through 
buildings that serve a definite purpose in his 
productive scheme. This means that you must 
have reliable information at hand whereby 
you can create a demand for the material you 
handle, rather than wait for the business 
to come to you. You must give service, not 
the kind of service that means dollars and 
cents out of your own pocket, but service that 
comes from an understanding of the farmer’s 
problems and a willingness to co-operate with 
him in their solution. 


“A long period of ‘good times’ awaits the 
lumber industry provided it can adjust itself 
to the needs of the changing times and shake 
off the shackles of tradition which exact an 
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appalling toll from the business world,” R. E. 
Saberson, St. Paul, merchandising manager ot 
Weyerhaeuser Forest Products, said in his ad- 
dress, the final one of the convention, Thurs- 
day afternoon. 

The lumber industry now stands at the 
crossroads, he said. It must begin to pay more 
ittention to where it is going and stop talking 
so much about where it has been. Too many 
of us think in terms of local competition which 
has really been overshadowed by distant price 
yards, cash-and-carry yards, mail order houses 
and various other competition. We often hear 
the question, “When will the good old days 
return?” Ill tell you when. When the auto- 
mobile disappears; when all our paving has 
been torn up: when we all throw away our 
radios and daily newspapers are discontinued; 
when we forget how to use steam and elec- 
tricity. When we get back to the horse and 
buggy days—in which too many of us are still 
trying to live. We can’t wait for the return 
of “the good old days;” we must adjust our- 
selves not only to what is here, but what is 
to come and the lumber dealer who can’t do 
that, may as well get out of business. 

One of the most serious phases of the de- 
pression, so far as the lumberman is con- 
cerned, is the opportunity it gives him to place 
too much blame for his present troubles upon 
“conditions” rather than where a good share 
of the blame really belongs. The retail lum- 


ber industry was in plenty of hot water be- 
fore the “blow-up.” At the end of the ten 
biggest building years the industry ever 


knew, it found itself facing financial and com- 
petitive conditions which were appalling. 

In most places the contractor and specula- 
tive builder were in control to such an extent 
that dealers not only depended almost entirely 
upon these wholly unsatisfactory and irre- 
sponsible elements to do their selling for them; 
but were forced to allow them to dictate their 
own prices and terms. 

The inevitable result produced by such an 
unbusinesslike and thoroughly unsound situa- 
tion assumed the proportions of a national 
scandal. The innocent purchasers of hundreds 
of thousands of pool constructed homes threw 
them back upon loaning agencies. Losses are 
stupendous and lumber, as a building material, 
received a black eye from which it will take 
years to recover. 

No need to review the long list of tragic 
results which followed. They are too well 
known. Perhaps it was worth all it will cost, 


however, if it has shocked the lumber indus- 
try into a new understanding and apprecia- 
tion of its responsibilities to the users of 


wood as a building material. 
is small hope of survival. 


If it hasn’t there 


Lumber Possesses Greater Merchandising 
Possibilities 

Lumber possesses greater merchandising 
possibilities than any other building material 

if accorded the same treatment that is freely 
given to every other product now being suc- 
cessfully marketed. Its value as a building 
material is thoroughly demonstrated by those 
properly constructed, 200-year-old New Eng- 
land homes which are still rendering the serv- 
ice which they were intended to provide when 
built by honest workmen so long ago. 


Compare these sturdy structures with the 
acres of speculative-built homes that are now 
falling down before the second mortgage has 


been paid and we can more readily appreciate 
the depths of ruthless competition—and 
our problem. 

Competition is not peculiar to the lumber in- 


see 


dustry alone. 3ut we have let it needlessly 
destroy profits because of the incorrect as- 
sumption that every potential buyer of lum- 


ber is as price-minded as the dealer who is 
trying to sell it to him. You can not 
remain in business long if you sell lumber 
from the same pile for two prices. Your 
competitors satisfy quality buyers and price 
buyers—but not from the same material. The 
successful store operator has his price mer- 


chandise in the basement and the quality mer- 
chandise upstairs. The automobile manufac- 
turer try to sell the same auto to 
both the quality and price buyers. The lum- 
berman must learn to follow examples 

and you'll find that there many more 
quality buyers than there price buyers. 


does not 


these 
are 
are 


Officers Elected 


Officers who will serve the Southeastern Iowa 
Retail Lumbermen’s Association for 1932 were 
elected at the final business session Thursday 
afternoon, as follows: 


AMERICAN LUMBERMAN 


President—Charles Long, Knoxville, lowa. 


Vice president—Russel Weir, Mt. Pleasant, 
Iowa. 

Secretary—Paul Mathew, Oskaloosa, l!lowa 
(re-elected). 

Directors—H. L. Beach, Keokuk, W. IF. Gil- 


man, Burlington, and N. 8S. Mercer, 


retiring president. 


Marengo, 


Officers elected by the auxiliary : 


President—Mrs. George Briggs, Oskaloosa, 


Iowa. 

Vice president—Mrs, J. A. Baker, Oskalvosa, 
lowa. 

Secretary—Mrs. Harold Brandeau, Musca- 
tine, lowa. 

Treasurer—Mrs. Gerald Henderson, Chari- 


Iowa, 
New Moonlight Club officers : 
President—P. E. Sauerwine, Keokuk, lowa. 
Vice president—F. J. 
lowa. 


ton, 


Bernier, Des Moines, 


Secretary-treasurer—T. S. Douglas, Musca- 


tine, lowa., 
New director—J. Arthur Baker, Oskaloosa, 
Iowa. 


Entertainment during the three days of the 
convention included the two banquets; inspec- 
tion of the Chittenden and Eastman furniture 
warehouses and the lowa Biscuit Co.’s plant. 
The auxiliary was entertained with a theatre 
party Wednesday afternoon by the Chamber 
of Commerce and by wives of local lumbermen 
with a luncheon and card party at the Masonic 
Temple Thursday afternoon. The Moonlight 
Club entertainment included professional acts. 
A large number of visitors were interested in 
the municipal docks which grace the front yard 
of Burlington, built on the spot where not so 
many years ago rafts of lumber were brought 
to the end of their journeys—or waited over- 
night for the trips south. 





lowa Lumber and Material 
Dealers Open Session 


Note: A report of the Wednesday and 
Thursday sessions of the annual conven- 
tion of the Iowa Lumber & Material Deal- 
ers’ Association will appear in the Feb. 13 
issue of the AMERICAN LUMBERMAN.— 
Epiror. 





Des Moines, lowa, Feb. 2.—We have the 
master painter, the master farmer and several 
other masters among us; why not have the 
master lumberman,” suggested A. L. Alcorn, of 
Cedar Rapids, president of the Iowa Lumber 
& Material Dealers’ Association, in his address 
at the opening session of the annual convention 
here Tuesday afternoon in the Coliseum. 

“The master lumberman would be one whose 
business-building efforts know no seasons; one 
who is not held back ‘until conditions improve’ 
and one who goes out and creates business and 
gets a decent price for his materials,” said the 
president. 

Mr. Alcorn emphasized that merchandising 
will bring success in 1932, and that this is no 
time to “play hunches or sit tight.” He de- 
clared that in spite of sales information in their 
hands, lumbermen are still selling 2x4s instead 
of homes, barns and buildings which purchasers 
can visualize. 

The speaker told his hearers that his own 
concern has completely revamped its merchan- 
dising methods to meet present conditions. “It 
already has proved to us that sales effort in- 
telligently applied can and will bring profits,” 
he said. He declared his company sold more 
paint in 1931 than in any previous year in its 
history, and without any price cutting. He at- 
tributed this record to modern merchandising. 

Orville H. Green, Syracuse, N. Y., chairman 
of the National Merchandising Council, told the 
lowa retailers that it is not a question of choice 
whether or not they turn to scientific sales and 
merchandising. He said it is a matter of life 


and death, and pointed out that many slipshod 
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dealers already have fallen by the wayside, 

A. W. Holt, Chicago, talked on methods of 
selling buildings instead of so much lumber, 

Mayor Parker Crouch welcomed the lumber. 
men at the first convention session at 1:30 p, m, 
The morning was given over to registration 
and to inspecting displays of the manuiacturery 
exposition which occupies most of the first floor 
of the Coliseum. The convention will continy 
through Thursday. 





Extensive Chan ges Recom. 
mended in Southern Pine 
Grading Rules 


(Continued from Page 39) 
by J. F. Carter, committee secretary, for report 
later. Mill shipping practices will be observed, 
In flooring grades, the No. 3 common sheath. 
ing, flat grain, will be changed by substituting 
“flooring” for sheathing. A grade for “near” 
rift flooring, to include de-grade rift and such 
material as does not properly classify as flat 


grain, will be drafted for approval. l'rom the 
rule for “B” flat grain flooring, all “standard” 


defects (knot, pitch pocket and pitch streak) 
will be eliminated. The second paragraph oj 
Section 174, on D Flooring, relating to 
pieces otherwise as good as “B,” will be 
stricken out. Allowance of waste in No, 2 
common flooring (Section 176) will be re- 
duced from the present 25 percent to 10 per- 
cent, without reference to end. Mill practices 
in regard to crook allowances in ceiling will 
be studied by Mr. Carter and report prepared, 
From “B” ceiling rule there will be eliminated 
the allowances for “standard” defects, and also 
from siding. In “B” drop siding there will not 
be permitted the one “standard” knot admitted 
by present rule. Specification on vertical grain 
Hooring (Section 79) will be changed to 
provide for an average number of rings per 
inch. The reference to 6-inch in the flooring 
rules will be omitted, inasmuch as it infers 
that 6-inch flooring will be standard matched. 


Limit Sap Stain in Commons 

There was considerable discussion as to the 
advisability of recognizing stain as a defect in 
the common grades, and endorsement of such 
recognition by R. L. Hill, representing the Na- 
tional Retail Lumber Dealers’ Association, who 
declared consumers left stained boards on the 
retailers’ hands to be disposed of at a loss. 
The grading rule committee then adopted a 
resolution recommending the following limita- 
tions on sap stain: On boards and dimension: 
No. 1 common, 15 percent stain; on No. 2 com- 
mon, 25 percent stain; on No. 3, no limitation. 
On B finish, 5 percent stain is allowable on 
10 percent of the pieces in the shipment; on 
C finish, 15 percent is allowed on 10 percent 
of the number of pieces in shipment. 


Even Small Mill Can Prevent Stain 

The committee members, in discussing stait, 
felt that Lignasan gave any manufacturer, even 
the small mill in the woods, an opportunity to 
protect his product against sap stain. Gen- 
eral opinion was that by elevating the rules, 
those mills which wish to market an improved 
product will be enabled to do so, with a re- 
sultant higher return based on the improved 
quality of the lumber shipped or sold. 

Will Elevate Quality of Shortleaf 

In referring to the separation of species, 
O. N. Cloud, secretary-manager Long Leat 
Yellow Pine (Inc.), said: “The application ot 
the density rule to shortleaf under official 
Southern Pine Association supervision will ele- 
vate the quality of shortleaf pine, without 
lowering that of longleaf, and more difficulty 
will be experienced in putting over loosely pro- 
duced shortleaf.” 

The grading rules committee members sat 
with the two sub-committees during — their 
meetings here Jan. 26 and 27, Chairman W. T. 
Murray assuming the chair at the conclusion 
of the work, for formal approval by the com- 
mittee. 
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AMERICAN LUMBERMAN 


Ohioans in “Reconstruction Convention” Seek 


Solution of Problems of the New Era 


Cotumsus, Ono, Feb. 3—The “Reconstruc- 
tion Convention” of the Ohio Association of 
Retail Lumber Dealers, pointed specifically to- 
ward the problems of the new era, got under 
way last night with a dinner given by Hoo-Hoo 
for all lumbermen. This was held at the 
Deshler-Wallich Hotel, and Benjamin FI. 
Springer, Snark of the Universe, presided and 
spoke. - , 

President L. O. Kilmer, of Oak Harbor, was 
not able to be present this morning when the 
formal sessions opened. Mr. Kilmer’s father, 
H. A. Kilmer, a past president of the associa- 
tion, is seriously ill. Vice President Jud Yoho, 
of Youngstown, presided. 

Secretary Findley M. Torrence, at Mr. 
Yoho’s request, read the analysis of business 
and association activities prepared by President 
Kilmer. If this is the first convention where 
dealers openly admit general losses, it is also a 
meeting that will consider carefully the changes 
and new competitions of the coming era. One 
{ the outstanding facts is that the industry 
must seek for recovery as a whole; that com- 
petitor must work with competitor and not 
against each other. And whether the recon- 
struction period is long or short, the associa- 


Note: A of the Wednesday 
afternoon, Thursday and Friday sessions 
of the annual convention of the Ohio 
of Retail Lumber Dealers 
will appear in the Feb. 13 issue of the 
AMERICAN LUMBERMAN.—EDITOR. 


report 


Association 





when events will select among lumbermen, 
manufacturers and retailers, and the inefficient 
will pass out of the picture. Mr. Sheppard 
also spoke of the President’s conference on 
home ownership. This conference, containing 
but a small minority of lumbermen and ma- 
terial men, seemed intent upon promoting new 
materials and new construction methods; many 
of which are untested. Mr. Sheppard was dis- 
appointed that little was said about the low- 
cost house. Lumbermen are ready to see much 
of value in the conference, but it is clear that 
they must watch with care to see that lumber is 


not overlooked. If the new fabrication ideas 
prevail, and if retailers want lumber fabri- 
cated at the mill, manufacturers will furnish 


i. Mr. Sheppard closed with a brief state- 
ment of the great program the Southern Pine 








Dramatizing the ro- 
mance of the pioneer 
era and, incidentally, 
illustrating, by the log 


cabin, how much the 
development of the 
country has depended 


upon the products of 
the forests, this ensem- 
ble was a feature in the 
centennial parade held 
recently in Lima, Ohio, 


celebrating the 100th 
anniversary of the or- 
ganization of Allen 


County. The trio seated 
on the “front porch” of 
the cabin personify 
4ndrew Russell, his 
wife and daughter Su- 
sanna Russell, the lat- 
ter the first white child 
born in what is now 
dilen ‘County, in the 
year 1817 
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remains one of the great agencies of re- 
covery. Mail-order competition will come in 
lor much study; not only because it prom- 
ises to be hard competition, but also because 
mail-order competitors are doing what must be 
lone by local dealers; studying the public and 
the market and setting methods in accordance 
with these findings. It is a time when dealers 
must cheer up with new ideas. 

Manufacturer Speaks to Ohioans 
_ a 





Sheppard, president of the Southern 
ine Association, described in detail the prog- 
Tess made in his association, with the active 
help of retailers, to identify longleaf structural 
lumber. Following the summer meeting in 
Columbus last year, a special committee work- 
ing with the grading rules committee and 
groups of retailers rewrote the rules; and when 
these rules are adopted at the March conven- 
tion, all longleaf structural lumber will be 
marked. 

Mr. Sheppard mentioned a statement made 
at the National retailers’ convention by an 
architect to the effect that retailers are not 
active in trying to promote the use of lumber 
ov working with architects. In Mr. Shep- 
pard’s opinion the present is a time of testing 








Association has been carrying forward to make 
lumber more usable; including grading and 
inspection, grade-marking, moisture-content 
standards, research and work in forestry, build- 
ing codes and taxation matters. 


Treasurer W. G. Anderson, of Franklin, 
made a brief comparative statement of asso- 
ciation finances. 

Jenjamin F. Springer, of Milwaukee, then 
spoke on “A Lumberman’s View of ’Thirty- 
Two.’” Business decisions, he said, while made 
upon the basis of narrow and perhaps selfish 
grounds, may be far reaching. The entire in- 
dustry must work for lumber and its place in 
the sun and must fit it to public needs. Mr. 
Springer mentioned the plans for fabricated 
steel houses but added that this matter is still 
in the experimental stage and that this experi- 
mentation will give lumbermen time to present 
their own program to home builders. This pro- 
gram must center in the promotion of home 
ownership and modernization. It must include 
the putting of the lumber world in order by 
a proper house cleaning. Overhead should be 
cut, but not to the point of losing contact with 
the buying public. Mr. Springer, in illustrating 
the development of new ideas, described the 


progress of his own planing mill from the 
building of beer boxes to the making of edu- 
cational toys. In his opinion home building 
is unnecessarily difficult because of too much 
red tape and too many technical matters left to 
the unaided home builder. 


"Recovering Prosperity With the Farmer’ 


David P. Livingston, of Successful Farming, 
delivered the address on “Recovering Prosperity 
With the Farmer,” which has been several 
times reported in this journal. He traced 
farming through the stages of producing quan- 
tity field crops, reducing the cost of this pro- 
duction, shifting to animal products and lastly 
the reduction of this cost of production. This 
involves better buildings. Eighty percent of a 
dairy herd will produce as much as the whole 
herd, if adequate shelter, insulation and ven- 
tilation are provided. The same things apply 
in the raising of hogs and chickens. “You 
dealers,” he remarked, “have farm relief for 
sale at a profit.” 

Mr. Sheppard paid a high compliment to 
Mr. Livingston and stated he believed Mr. Livy- 
ingston, if employed by lumbermen, could sell 
a hundred million extra feet of lumber in Ohio. 

W. E. Price, of the Indiana unemployment 
committee, then described the Muncie plan for 
aiding unemployment. It has revolved about 
the building industry. In Mr. Price’s opinion 
there is ample money in the country and that 
difficulties rise almost entirely from unemploy- 
ment. The Muncie plan involved chiefly the 
persuasion of people who could afford to do it 
to make the repairs that should be made be- 
cause Of actual need. New building was not 
encouraged, for remodeling furnished more 
labor; and labor was the chief object of the 
effort. As a result Muncie did more of this 
building in 1931 than in 1930. It kept 80 
percent of building mechanics employed. All 
would have been employed, except that many 
mechanics from other cities came in. 

The final address of the morning session was 
by Don B. Beaumont, of the Teachout Sales 
Co., Cleveland, on the question, “Does the Ex- 
clusive Franchise for Building Specialties Help 
Competitive Conditions?” Mr. Beaumont’s an- 
swer was in the affirmative. This turns largely 
upon the matter of maintaining a constant fair 
price. This branded material of high quality 
brings repeat orders. Some so-called special- 
ties can not be secured upon exclusive terms in 
metropolitan areas; but manufacturers of such 
high grade materials are usually very careful 
in selecting their sales outlets. Indiscriminate 
competition on a low-price basis aggravates 
competitive troubles and builds no continuing 
good will. 


What Do You Make of This? 


Three men, fireman, engineer and brakeman, 
run a train. Their names are Smith, Jones and 
Robinson, but not respectively. There are three 
passengers on the train, Mr. Smith, Mr. Jones 
and Mr. Robinson. 

(1) Mr. 
Towa. 





Robinson lives at What Cheer, 
(2) The brakeman lives half way between 
What Cheer and Des Moines. 
(3) Mr. Jones earns exactly $2,000 a’ year. 
(4) Smith beat the fireman at pool. 
(5) The brakeman’s nearest neighbor, who 
is one of the passengers, earns exactly three 
times as much as the brakeman. 


(6) The passenger whose name is the same 
as the brakeman’s lives in Des Moines. 
(7) What is the engineer’s name? 








Associations’ Plans and Activities 


Feb. 9-11—TIllinois Lumber & Material Dealers’ 


Association, Stevens Hotel, Chicago. Annual. 


Feb, 9-11—Southwestern Iowa Retail Lumbermen’s 
Association, Hotel Chieftain, Council Bluffs, 
Iowa. Annual. 


Feb. 10-12—Retail Lumber Dealers’ Association of 
Western Pennsylvania, William Penn Hotel, 
Pittsburgh, Pa. Annual, 

11—Organization Meeting of Southern Hard- 
wood Manufacturers, Hotel Roosevelt, New 
Orleans, La, 


Feb. 


Feb. 12-13—Virginia Lumber & Building Supply 
Dealers’ Association, John Marshall Hotel, 
Richmond, Va. Annual. 

Feb. 16—Northern Wholesale Hardwood Lumber 
Association, Milwaukee, Wis. Annual, 

Feb. 16—Roofer Manufacturers’ Club, Ralston 
Hotel, Columbus, Ga. Annual. 

Feb. 16-17—Carolina Retail Lumber & Building 


Material Dealers’ Association, 
Annual 


16-18—Wisconsin Retail Lumbermen’s Asso- 
ciation, Auditorium, Milwaukee, Wis. Annual. 
Feb. 17—West Side Hardwood Club, Pine Bluff, Ark. 


Feb, 18-19—Western Pine Association, Hotel Port- 
land, Portland, Ore. Annual. 


Charlotte, N. C. 
Feb. 
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Feb. 18-20—Western Retail Lumbermen’s Associa- 
tion (U. 8.), Davenport Hotel, Spokane, Wash 


Annual. 

Feb. 19—National Lumber Exporters’ Association, 
Hotel Peabody, Memphis, Tenn. Annual. 
Feb. 22-24—Kentucky Retail Lumber Dealers’ 
Association, Brown Hotel, Louisville, Ky. An- 

nual. 

Feb. 23—Northern Indiana & Southern Michigan 
Retail Lumber Dealers’ Association, Oliver 
Hotel, South Bend, Ind. Annual, 

Feb, 24-25—North Dakota Retail Lumbermen’s As- 


sociation, City Auditorium, Fargo, N. D. An- 
nual. 


Feb. 24-26—Nebraska Lumber Merchants’ Associa- 
tion, Lincoln Hotel, Lincoln, Neb. Annual. 
25-26—Pacific Coast Division, National Asso- 
ciation of Box Manufacturers, Sir Francis 
Drake Hotel, San Francisco, Calif. Tri-annual 


Feb 


meeting. 
Feb. 25-26—Mississippi Retail Lumber Dealers’ 
Association, Robert E. Lee Hotel, Jackson, 


Miss. First annual. 


March 3—Lumbermen’s Exchange of Philadelphia, 
Philadelphia, Pa. Annual. 
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March 3—Eastern Iowa Retail Lumbermen’s Asso. 
ciation, LaFayette Hotel, Clinton, Iowa. 4p. 
nual, 


March 5-6—Utah Lumber Dealers’ Association, 
Chamber of Commerce, Salt Lake City, Uta} 
Annual. . 


March 7-9—Western Forestry & Conservation Aggo. 
ciation, Portland, Ore. Annual forest manage. 
ment conference. 


March 9-10—South Dakota Retail Lumbermep, 
Association, Watertown, S. D. Annual. : 

March 17—Red Cedar Shingle Congress, 
Wash. Annual. 

March 17-18—Millwork Cost Bureau, Chicago, Ap. 
nual. 


March 25—Eastern Millwork Bureau, Pennsylvani, 
Hotel, New York City. Annual. 


April 12-14—Lumbermen’s Association of Texas 
Texas Hotel, Fort Worth, Tex. Annual. 


April 13-14—National-American Wholesale Lumber 
Association, Hotel Ambassador, Atlantic City, 
N. J. Annual, 


May 12-13—Florida Lumber & Millwork Associa. 
tion, Orlando, Fla. Annual, 








Seattle, 





Practical Speakers for Virginia Con- 
vention 


RicHMOND, VA., Feb. 2.—Some exceptionally 
good speakers with practical experience are be- 
ing lined up to address the delegates to the 
sixth annual convention of the Virginia Lumber 
& Building Supply Dealers’ Association to be 
held here Feb. 12 and 13 at the Hotel John 
Marshall. A. A. Hood, president Associated 
Leaders of Lumber & Fuel Dealers of America, 
Chicago, is to deliver an address on merchan- 
dising and financing. Lawrence L. MacQueen, 
of Pittsburgh, has chosen as his topic “Birth 
Control in Business,” which will have to do 
with building for permanence. Walter F. Shaw, 
trade extension manager, National Lumber 
Manufacturers’ Association, will discuss “The 
Road to Better Business.” Other speakers will 
include Hal B. Alston, of the Pacific Lumber 
Co., New York, J. Ben Wand, of Jacksonville, 
Fla., and Maj. LeRoy Hodges, of the Virginia 
State Chamber of Commerec. 





Commercial Secretaries Coming to 
Lumber Convention 


An unusual feature of the annual convention 
of the Illinois Lumber & Material Dealers’ 
Association, to be held at the Stevens Hotel in 
Chicago, Feb. 9-11, will be the attendance of 
secretaries of chambers of commerce from at 
least seven important Illinois cities and probably 
others. Those who already have advised Secre- 
tary J. F. Bryan of the lumber dealers’ associa- 
tion that they will be in attendance are from 
3elvidere, Kankakee, Ottawa, Streator, Dan- 
ville, Bloomington and LaSalle. 

The chambers of commerce in all of those 
cities are particularly interested in getting the 
details of what has generally come to be known 
as the Muncie plan for organizing and conduct- 
ing a campaign for repairs, remodeling etc., 
that not only dress up the town but give em- 
ployment to many who are out of work. 

An important feature on the program of this 
convention will be an address by W. E. Price, 
of Muncie, Ind., who was largely responsible 
for the organization of the campaign in that 
city, that was such a pronounced success. [This 
campaign was fully described in the July 11, 
1931, issue of the AMERICAN LUMBERMAN.— 
Eprtor.]| Mr. Price has appeared on several 
lumber convention programs this winter, but 
this is the first time in which a substantial num- 
ber of secretaries of commercial organizations 
will have been present to hear him. Mr. Bryan 
hopes that through the attendance of these com- 
mercial secretaries, similar movements will be 
inaugurated at an early date in the towns rep- 
resented as well as in many others. 

Secretary Bryan announced that for the thea- 


ter matinee for the ladies in attendance at the 
convention arrangements have been made to see 
the outstanding play in Chicago, “Grand Ho- 
tel,” which is being produced at the Grand 
Opera House. 

Reports received at the State association 
headquarters during the last few days indicate 
an increasing interest in the approaching an- 
nual convention, and it is expected that the at- 
tendance will be fully up to that of previous 
conventions. The program for the entire three 
days is filled with interesting and constructive 
features. 





Dumb-Bell Session Again to Feature 
Wisconsin Convention 


MILWAUKEE, Wis., Feb. 2.—Membership ap- 
plications for the Royal Order of Dumb-Bells, 
which will hold its third annual session during 
the forty-second annual convention of the Wis- 
consin Retail Lumbermen’s Association, to be 
held here at the Auditorium, Feb. 16-18 have 
started to roll in from both new and old mem- 
bers. 

The Royal Order, one of the most unique 
features of any association, and originated by 
Don S. Montgomery and Ben F. Springer, of 
the association, will include again the famous 
“Confession of Ignorance Session,” at the close 
of the convention, on Thursday afternoon, 
Feb. 18. 

An innovation in the Wisconsin program this 
year is the pre-convention session which will 
be held Monday, Feb. 15, the day preceding the 
formal opening of the convention. This special 
session will be held at the Hotel Schroeder in 
Milwaukee starting at 10 o’clock, with the full 
day devoted to an exchange of knowledge on all 
phases of “Estimating Building Costs.” 

Mr. Montgomery in addressing the Northern 
Hemlock & Hardwood Manufacturers’ Associa- 
tion luncheon meeting in Milwaukee last week, 
presented to its members the code of lumber 
distribution, with the result that it was adopted 
by that organization in its formal session. 





Utah Retailers Set Date 


Satt Lake City, UTau, Jan. 30.—The an- 
nual convention of the Utah Lumber Dealers’ 
Association will be held at the Chamber of 
Commerce here on Friday and Saturday, March 
5 and 6. There will be four business sessions 
and an excellent program of entertainment, in- 
cluding a banquet and dance on Saturday eve- 
ning, but neither the business side of the con- 
vention nor the social side has been completed 
at this writing. It has been stated, however, 
that a number of outstanding men connected 
with the building supply industry will be on 
the list of speakers. 


Speakers for Western Pennsylvania 
Meet 


PittspurGH, Pa., Feb. 2.—The convention 
committee of the Retail Lumber Dealers’ Asso- 
ciation of Western Pennsylvania has definitely 
secured a galaxy of speakers to address the 
twenty-fifth annual convention which will be 
held Feb. 10, 11 and 12 at the William Penn 
Hotel here. Following reports of officers on 
Wednesday afternoon Samuel S. Lewis of the 
department of highways, Harrisburg, will tell 
what good roads will do for business and Ar- 
thur A. Hood, of Chicago, will discuss home 
financing. 

The Thursday morning session will be in 
charge of the Pittsburgh Wholesale Lumber 
Dealers’ Association, and will be devoted to 
discussions on the relationship of the retailer to 
the manufacturer and wholesaler. W. W. Schup- 
ner, of the National-American, will be one of 
the speakers as will Spencer D. Baldwin, of 
the New Jersey association, and Arthur T. 
Upson, of the National Lumber Manufacturers 
Association. Thursday afternoon will be fea- 
tured by addresses by former Gov. John S$. 
Fisher, E. C. Leach, of the Firestone Tire & 
Rubber Co., and A. W. Holt, representing the 
National retailers’ association. 

At the Friday morning session the associa- 
tion’s twenty-fifth birthday anniversary will be 
celebrated followed by introduction of the new 
officers and an address by the incoming presi- 
dent. 

In addition to this being an exhibit conven- 
tion with various manufacturers showing their 
products, there will be a program of entertain- 
ment, including that to be staged by the Pitts- 
burgh Hoo-Hoo on Wednesday evening; the 
ladies will dine on Thursday noon, followed by 
special entertainment; the Pittsburgh whole- 
salers will be hosts to the visiting delegates at 
luncheon Thursday noon; and the annual ban- 
quet, followed by dancing, will be held Thurs- 
day evening. 





Gives Members a Discount on Dues 


MINNEAPOLIS, M1INN., Feb. 1.—As a result of 
action taken by the board of directors of the 
Northwestern Lumbermen’s Association, Secre- 
tary Ormie C. Lance has sent a bulletin to the 
members, advising that each member of the 
association will be given a 10 percent discount 
on his dues for 1932. To members who already 
have paid their dues will be sent a check for 10 
percent of the amount paid; to those who have 
not yet paid will be sent a corrected statement, 
allowing the 10 percent discount. In his bulle- 
tin, Mr. Lance said: 

This does not mean 
dues has been reduced. It merely means that 
the association is determined to harmonize 
its financial set-up with those of other busi- 


that the amount of 
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under present unusual 
onditions and give the members the benefit 
a 10 percent reduction because of deflated 
values in all lines. While this will reduce 
the association income and make it difficult 
to maintain its numerous services and still 
keep within its income, members are assured 
that a supreme effort will be made to main- 
tain the high standard of association service 
on a strictly economical basis. 


ness organizations 





Roofer Club Names Date for Annual 


CurHpert, GA., Feb, 2.—W. R. Melton, sec- 
retary of the Roofer Manufacturers’ Club, with 
office here, announces that the organization will 
hold its annual meeting and election of officers 
on Feb. 16, at the Ralston Hotel in Columbus, 
Ga. 





Announces Committee 
Appointments 


PHILADELPHIA, Pa., Feb. 1—The new presi- 
dent of the Philadelphia Wholesale Lumber 
Dealers’ Association, Warren D. D. Smith, has 
announced the appointment of the following 
committees for 1932: 

Membership, W. R. Johnston, chairman, Ed- 
ward F. Magee, D. B. Curli, George L. Felter, 
A. J. Rieger. By-laws and rules, Harry 
Howden, chairman, W. J. Mingus, John F. 
Rohrbach. Railroads and transportation, B. 
Cc. Currie, chairman, William Shearer, A. E. 
Stitzinger, S. Ashton Souder, jr., and George 
Brown. Inland waterways and Panama 
Canal, M. G. Wright, chairman, Howard 


Tilghman, F. A. Dudley. Entertainment, 
Mark H. Finley, chairman, David A. Kay, 
William F. McLean, Ralph Souder, jr., W. H. 
Fritz, jr. Trade relations, John I. Coulbourn, 


chairman, R. Wyatt Wistar, S. S. Rutherford. 
Publicity, George C. Adams, chairman, Charles 
F. Kraemer, J. A. Finley. Forestry, Owen 
M. Bruner, chairman, George Butz, and 
George Lippincott. Historian, F. S. Underhill. 

Two radio talks are being given this week 
by members of the association in connection 
with the unemployment program. The purpose 
is to stimulate interest in building and improve- 
ment of homes and industrial plants. These 
talks were scheduled for Monday and Wednes- 
day. 





Devote Meetings to Industry 
Specialists 


MEMPHIS, TENN., Feb. 1.—Furniture Day” 
was observed by the Lumbermen’s Club of 
Memphis at its last regular meeting held last 
Thursday at the Hotel Gayoso. Erskine Wil- 
liams, new president of the club, presided, and 
to him went praise for the arrangement of 
speakers for this meeting, which proved to be 
one of the most interesting held by the club for 
some time.. The plan of President Williams is 
to devote each session to one of the consuming 
industries, and the next regular meeting on 
Feb. 11, will be known as “Flooring Day,” and 
a number of flooring manufacturers will speak. 

The club, at the suggestion of the resolutions 
committee, headed by George Eheman, passed a 
resolution protesting the imposition by the 
Federal Government of a 5. percent additional 
tax on automobiles. The resolution will be for- 
warded to representatives and senators from 
this section as well as other lumber clubs. The 
resolution was urged in letters from various 
eae of autorhobiles and automobile 

ies. 

Walker L. Wellford, president of the Chicka- 
saw Furniture Co., Memphis, made a short talk, 
and urged the lumbermen to raise their prices 
so that a better wholesale and retail price could 
be obtained for household furniture. He ex- 
plained that low prices were not aiding busi- 
Ness in any way at this time. 

P. D. Farrell, of Farrell-Sexton (Inc.), office 
furniture dealers, made a short talk and told of 
the lack of advertising of wood furniture. He 
mentioned the amount of advertising done for 
teel furniture, and urged lumbermen to give 
the dealers sales help. 
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Leo Kahn, of the Leo Kahn Furniture Co., 
Memphis, represented the retail furniture deal- 
ers, and made a short talk on the sale of 
wooden furniture for the home. 





Wood Preservers Meet 


Sr. Louis, Mo., Feb. 1—The American Wood 
Preservers’ Association, which held its twenty- 
eighth annual convention at the Jefferson Hotel 
on Tuesday to Thursday of last week, reported 
one of the most successful meetings in its his- 
tory, with 300 in attendance. President John 
S. Penney, of St. Louis, who is vice president 
of the T. J. Moss Tie Co., called attention to 
the fact that while this industry has followed 
business in general on a decline, it is not in as 
bad condition as some. He said that with the 
drop in consumption of treated crossties, the 
industry’s most important product, there has 
been a concerted action to improve the market 
in other channels, or to create new markets. 

L. W. Baldwin, president of the Missouri 
Pacific Railroad, described the present situation 
of the railways, in regard to the competition of 
what he termed Government-subsidized, unregu- 
lated forms of transportation. Another railroad 
man, R. A. Van Ness, of Topeka, Kan., bridge 
engineer for the Atchison, Topeka & Santa Fe, 
told of experiences with treatment of bridge 
timber and piling, for that railway system. 

F. R. Judd, of Chicago, engineer of buildings 
for the Illinois Central System, in discussing 
creosoted pile foundations for railway building 
structures, said that this road has used the 
creosoted wood for this purpose for forty years 
with excellent results, and considers it perma- 
nent construction. This report especially pleased 
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the members, because of arguments to the con- 
trary which they receive from time to time. 

The committee on fireproofing reported prog- 
ress, and there were numerous talks of a tech- 
nical nature. George M. Hunt, of the U. S. 
Forest Products Laboratory, presented a report 
on the progress made at Madison in regard to 
fireproofing. A. R. Joyce made a report on the 
activities of the sub-committee on treated wood, 
of the National Committee on Wood Utilization. 

The new officers who were installed are: 

President—Elmer T. Howson, western edi- 
tor of Railway Age, Chicago. 

First vice president—R. S. Belcher, of To- 
peka, Kan., manager of treating plants for 
the Santa Fe railroad. 

Second vice president—S. R. Church, New 
York, consulting chemist. 

Secretary-treasurer—Horace lL. 
Washington, D. C., re-elected. 


Dawson, 





To Study Truck Situation 


BEAUMONT, TEX., Feb. 1.—The semiannual 
meeting of the American Railway Association, 
car service division, will be held in this city 
during the first week in March, Thursday, 
March 3, having been fixed as the tentative 
date. This meeting will deal largely with a 
study of the truck situation as it affects the 
railroads. Secretary R. G. Hyett, of the Lum- 
bermen’s Association of Texas, has advised his 
members that all lumber dealers are eligible to 
membership in the railway association and that 
there is a special rate of one fare for the round 
trip to the meeting in Beaumont, on the cer- 
tificate plan. 


Mortgage Bank Bills Meeting 
Dilatory Action 


Wasuineton, D, C., Feb. 2—The proposed 
Act of Congress which would establish a group 
of banks, similar to the Federal Reserve set-up, 
to rediscount home mortgages and thus thaw 
the frigid conditions in the field of dwelling 
construction financing is reaching crucial stages 
in both the Senate and the House of Represen- 
tatives. Proposed by President Hoover, this 
Home Loan Bank Act, as it is called, originally 
had considerable momentum and was considered 
certain of early passage. Many. other critical 
matters have come up to dim its importance 
and its adversaries have been active to accom- 
plish its defeat. 

There are now two bills, one before the Sen- 
ate known as the Federal Home Loan Bank 
Act, S. 2959, introduced by Majority Leader 
Watson, and the other introduced by Congress- 
man Luce in the House and known as H. R. 
7620. Testimony on the merits of the Senate 
measure has been heard by the sub-committee 
of the Senate banking aud currency committee 
and the “big guns” among the proponents and 
the opponents are being heard this week. House 
committee hearings will be held at a later date. 

The measure has met formidable opposition 
in the Senate hearings. The mortgage banks 
and influential persons in the general banking 
group have opposed it. On the other hand, some 
general bankers have gone on record in its 
favor, and in addition to the materials groups 
including the manufacturers and distributers of 
lumber, the measure has the support of the 
National Association of Real Estate Dealers, 
the U. S. League of Building and Loan Asso- 
ciations, the President’s Conference on Home 
Building and Home Ownership, an official body, 
and others. 

Another type of opposition has, however, de- 
veloped and it is causing proponents of the home 
loan act much worry. It is what might be 
called congressional psychology. Having just 
established the mammoth Reconstruction Fi- 


nance Corporation capitalized at two billions of 
dollars and designed to bring general financial 
relief to commerce and industry, Congress is 
inclined to rest on its oars and view the situa- 
tion for awhile. It is an age-old adage on 
Capitol Hill that good politics consists in doing 
the things for which there exists enough pres- 
ure and dodging measures that lack adequate 
support. Hearings are often a mere formality 
while the various members are waiting to see 
what is said in the news reports and what they 
hear concerning proposed legislation in letters 
from the “folks back home.” Comments by 
observers concerning probable Senate action 
and the fact that hearings have not yet been 
definitely scheduled before the House Commit- 
tee would seem to indicate that the “folks back 
home,” at first warm in their correspondence 
concerning legislation to loosen the frozen mort- 
gage situation, have recently cooled or forgot- 
ten the subject. 

Congressmen realize this measure is wanted, 
but they are somewhat surprised at the way 
their mail concerning it has dropped off. A 
number of letters are still being received, but 
it is freely predicted here that unless the people 
back where the congressmen and senators are 
elected put more pressure behind it, the Home 
Loan Bank Act, despite its presidential sup- 
port, is likely to be “shelved” for future con- 
sideration. Such shelving at Washington is 
merely a painless form of legislative death. 
Lumbermen interested in this measure will do 
well to let their members know of their interest. 





Tue FartHest NortH SAWMILL, capacity 
30,000 feet a day, is being erected at Tin Can 
Narrows, Man., Mile 62.7 on the Flin Flon 
branch of the Canadian National Railways. 
About 3,000,000 feet of excellent spruce has 
been surveyed in the vicinity of Lake Atha- 
papuskow. 
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Appalachian Hardwood Manufac- 
turers Meet in Clarksburg 


CLARKSBURG, W. Va., Feb. 1—A group of 
Appalachian hardwood lumber manufacturers, 
representing important firms in West Virginia, 
Pennsylvania, Ohio and Kentucky, met here 
last Friday for a conference on matters affect- 
ing the industry. 

The meeting, held under auspices of the Ap- 
palachian Hardwood Club, Cincinnati, was 
opened with an address of welcome by George 
D. Curtin, president of Pardee & Curtin Lum- 
ber Co. Response was made by John Raine, 
president of the Appalachian Hardwood Club 


and also of the Meadow River Lumber Co., 
Rainelle, W. Va. 
An interesting talk on railroad rates was 


made by Theodore Davis, secretary-manager of 
the Lumber Traffic Association, Cincinnati, who 
discussed “West Virginia’s Lumber Freight 
Problem.” Mr. Davis pointed out some of the 
inequalities of the present rate structure, inso- 
far as they affect hardwood shippers of this 
territory. Following Mr. Davis’ talk, the op- 
erators expressed themselves as favoring prompt 
action to remove the discriminatory phases 
from the present lumber freight tariffs. 

In a discussion of the market situation and 
outlook David G. White, managing director 
Appalachian Hardwood Club, presented an in- 
teresting compilation of statistics to portray 
conditions now affecting outlets for hardwood 
Lumber. One of last year’s adverse develop- 
ments insofar as hardwood lumber is concerned, 
Mr. White declared, was a decline in produc- 
tion of furniture, particularly of the higher 
grades. Furniture trade prospects for the cur- 
rent year are somewhat better, as reports in- 
dicate a favorable reaction to the midwinter 
shows. Indications are that that industry will 
use large quantities of hardwoods for some 
months to come, even though prices may not be 
as favorable as required to assure fair profits. 

In regard to building, Mr. White mentioned 
the impetus that should be derived from recent 
national legislation and lower material costs. 
The proposed home loan banks should be bene- 
ficial if authorized by the Federal Government. 

Mr. White also presented the latest detailed 
data on flood conditions in hardwood producing 
territory. He said: “Scores of mills will be 
forced to close down entirely or run on a very 
curtailed basis for at least 30 to 90 days. Fur- 
ther stocks have been greatly reduced during 
the last year and additional curtailment is in 
prospect even in areas not flooded. Stocks in 
the yards of consumers are greatly reduced. 
Certain items of oak, chestnut etc,, are not as 
plentiful as commonly supposed and with con- 
tinued curtailment a decided upward trend in 
price is in prospect.” 


Outlook From Various Industries 
Discussed 


._ E. M. Bonner, of Cincinnati, discussed con- 
ditions in automobile circles, with particular 
reference to that industry’s probable hardwood 
needs during the current year. If the auto- 
mobile manufacturers are not too optimistic in 
their predictions, Mr. Bonner said, this year’s 
estimated sales of approximately 3,500,000 units, 
as contrasted to 2,390,000 in 1931, will mean 
a heavier consumption of Appalachian hard- 
woods by that industry. 

The uncertain foreign situation has impaired 
the export outlook, declared John Raine, who 
led a discussion of this subject. One of the 
recent unfavorable elements injected into this 
field is an unstabilized rate of exchange which 
has hurt sales. However, foreign buyers, ac- 
cording to Mr. Raine, are manifesting a prefer- 
ence for Appalachian hardwoods. 

J. I. Nallen, Wilderness Lumber Co., Nallen, 
W. Va:, who opened a discussion of railroad 
trade prospects, said that the relief extended by 


the Interstate Commerce Commission to the 
railroads, together with the savings that will 
be effected through recent wage reductions, 
will increase the buying power of the carriers. 
Also railroad bonds may be helped through 
the reconstruction finance corporation. As a 
result, more orders for rehabilitation and repair 
material can be expected before the end of the 
year. 

Steamship rates on waterborne shipments of 
lumber from the Pacific Northwest to the At- 
lantic coast, particularly the effect of the re- 
sultant influx of low-priced western lumber 
upon the eastern market, came in for consider- 
able discussion. It was pointed out by D. F. 
Mullane, of the Boswell Lumber Co., that be- 
cause of the unregulated and inordinately low 
steamship rates, western mills at times are able 
to invade areas a considerable distance inland 
from the Atlantic seaboard and still have a com- 
petitive advantage over lumber manufacturers 
of nearby producing regions who are compelled 
to ship by rail. The enactment of legislation 
designed to control and regulate minimum 
steamship rates was favored as a means for 
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protecting the lumber market from the effects 
of the recurring rate wars between the oceay 
carriers. 

The conference adopted a resolution express. 
ing appreciation of the co-operation extended by 
the Hardwood Manufacturers’ Institute in th. 
matter of assisting in furnishing information 
on the flood situation in the South. Othe 
resolutions extended thanks to Theodore Dayjs 
for his interesting and instructive talk op 
freight rates, and acknowledged the courtesies 
extended by the hotel management. 

Those attending the conference were: 

Forrest McNeill and George D. Curtin, Par. 
dee & Curtin Lumber Co., Clarksburg, W. Va: 
John Raine, Meadow River Lumber Co., Raj. 
nelle, W. Va.; Robert and Richard Campbe}) 
Birch Valley Lumber Co., Tioga, W. Va.; Fred 
Bringardner, Bringardner Lumber Co., Lexing. 
ton, Ky.; D. F. Mullane, Boswell Lumber Co., 
Boswell, Pa.; John Davis, Davis Lumber (Co, 
Weston, W. Va.; E. A. Parsons, Croft Lum. 
ber Co., Suncrest, W. Va.; J. I. Nallen, Wil- 
derness Lumber Co., Nallen, W. Va.; R. J. Car. 
roll, Charleston, W. Va.; W. H. Mason, Key. 
stone Manufacturing Co.. Elkins, W. Va.; & 
H. Morrison and C. A. Gross, Morrison, Gross 
& Co., Elkins, W. Va.; J. B. Moore, Moore, 
Keppel & Co., Ellamore, W. Va.; C. S. Bad. 
gett, Cherry River Boom & Lumber Co., Scran- 
ton, Pa.; E. M. Bonner, Atlas Lumber Co., Cin- 
cinnati, Ohio; J. C. West, J. C. West Lumber 
Co., Cincinnati, Ohio; Theodore Davis, secre- 
tary-manager, Lumber Traffic Association, Cin- 
cinnati, Ohio; and David G. White, managing 
director, Appalachian Hardwood Club, Cincin- 
nati, Ohio. 


Carolina Hardwood Manufacturers 
Opposed to New Association 


CotumBiA, S. C., Feb. 1—At a meeting of 
the members of district No. 7 of the Hardwood 
Manufacturers’ Institute held here at the Jef- 
ferson Hotel, last Thursday, the matter of or- 
ganizing a southern hardwood manufacturers’ 
association at New Orleans on Feb. 11 was 
brought to the attention of the members, and 
the following resolution was adopted: 

Be it Resolved, That the consensus is that 
an organization such as is proposed would 
be detrimental to the industry, in that it 
would disorganize and destroy the continuity 
of the activities now being so ably compiled 
and conducted by the Hardwood Manufac- 
turers’ Institute. It is further 

Resolved That a vote of confidence is hereby 
given to the board of directors and executive 
officers of the Hardwood Manufacturers’ In- 
stitute. 

About twenty-eight representatives from 
South Carolina and eastern North Carolina at- 
tended the meeting, and the session was par- 
ticularly featured by a spirit of optimism. The 
general feeling was that now is the time for 
the manufacturers to get together, keep together 
and not only co-operate among themselves but 
work with leaders in other lines of industry in 
putting this country on a safe and sane busi- 
ness level. 

Co-operation was especially stressed, as well 
as the matter of keeping down production. It 
was pointed out that, although District 7 ranks 
high in the amount of production, there were 
various reasons for this state of affairs. Sev- 
eral expressed the opinion, however, that every 
hardwood lumberman could very easily shut 
down his plant for a period of 60 days and at 
the same time fill his orders. 

“At present,” declared Frank R. Gadd, field 
representative of the institute, “hardwood pro- 
duction is at the lowest level ever known, but 
this is not all voluntary. Since the middle of 
November rains have fallen almost daily 
throughout the Southland and in the flooded 
areas any logs on hand have been used and 
practically all logging has been stopped until 
spring by the flooded swamps. This, together 
with the intervening holiday season, brought 


production during December down to 23 per- 
cent, as compared with a general average dur- 
ing the previous months of 27 percent to 28 per- 
cent. Right now, production in the South is 
under 20 percent of capacity. Of course the 
best thing that could happen to the hardwood 
industry would be a complete shutdown for 60 
or 90 days.” 

Members of the institute pointed out that due 
to dry conditions in the swamps of this section 
hardwood men had been able to cut their logs, 
and also that a number of the larger mills had 
not curtailed operations because of the present 
unemployment situation, not wishing to add to 
this condition. As a result of these and other 
things their production showed larger figures. 

Some expressed opinions that although mills 
could shut down for a period of 30 or 60 days 
and at the same time fill orders, they believed 
it would be much better to increase the demand 
for material through promotional methods than 
to curtail production too much. 

In a discussion of Mr. Gadd’s report several 
manufacturers stated that the time is near when 
the lumber business would be cut up_ into 
smaller units; that lumbermen had learned a 
great lesson from the depression and would 
profit from their experience; and that in order 
for prosperity to return it would be necessary 
to receive a fair return, produce a better prod- 
uct and reduce the surplus of hardwood now 
on hand. 

J. H. Townshend, executive vice president of 
the institute, outlined to the regional representa- 
tives what had been done to reduce freight 
rates. His report was encouraging. 

Following a dutch lunch, the meeting recon- 
vened. The latter part of the afternoon was 
given over to business matters, including a dis- 
cussion on the organization of the propos 
southern hardwood association and the subse- 
quent action of the representatives. 

Discussion on the advisability of organizing 
a Carolina hardwood manufacturers’ club cent- 
ered on the opinion that such an organization 
would bring the hardwood manufacturers closet 
together and be of mutual benefit from a busi 
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ness standpoint. Chairman Chester Korn, of 
Sumter, then appointed a committee consisting 
of L. C. Pattillo, chairman; M. A. Hardtne, 
H. B. Sale, H. A. Huffstatler and J. C. Vir- 
ginson to act as an organization body and to 
report their recommendations at the next meet- 
ing, which will be held in Columbia sometime 
in March. 





In Prussia a decree forbids the use of woods 
not grown in Germany, on all buildings erected 
at public expense, or with the assistance of 
funds from the State of Prussia. In other Ger- 
man States there is a strong public sentiment 
in the same direction. 


AMERICAN LUMBERMAN 


Offers Booklet on Porches 


Tacoma, WaAsH., Feb. 1.—In anticipation of 
its “Sell a Porch” campaign, the Washington 
Manufacturing Co., producer of Samson col- 
umns and other lumber specialties, this city, has 
recently issued an attractive booklet on porches. 
This booklet incorporates ideas and sugges- 
tions for artistic and architecturally correct con- 
struction of porches, and sets forth how “gen- 
erations have enjoyed the beauty of columns in 
architecture.” Beauty and advantages of porches 
are presented—together with standard specifica- 
tions. Specific illustrations of how “porches 





53 


add beauty to the home” and how “porches 
bring comfort to the home” are incorporated. 
In connection with the modern development of 
the artistic home garden, a page is devoted to 
suggesting how a column pergola or arbor 
presents a sales opportunity. 

The Washington Manufacturing Co. booklet 
has already been distributed to some extent by 
millwork jobbers throughout the United States 
who merchandise the company’s “Samson” col- 
umns and porch work. Lumber dealers who 
have not yet received their copy may obtain one 
by addressing the millwork jobber in their 
territory, or writing the Washington Manu- 
facturing Co., Tacoma, Wash. 


Northern White Cedar Men in Annual 


Imbued With Spirit of Optimism Association Members 


Discuss Better Standards, Safety First, 


Rigid Speci- 


fications, Advertising, Conservation and Tax Reduction. 


MINNEAPOLIS, MinN., Feb. 3.—Thoroughly 
cognizant of the seriousness of present business 
conditions, but imbued with a spirit of fight and 
optimism that augurs well for the future, mem- 
bers of the Northern White Cedar Association 
met in their thirty-sixth annual convention here 
today and yesterday. 

Sounding the keynote of the sessions—the 
necessity for co-operation—President L. A. 
Furlong, National Pole Co., Minneapolis, told 
those in attendance that “there has beeen no 
time within my recollection when the foremost 
thinkers of the leading countries in the world 
are more firmly convinced that the need for 
group thinking and co-operative action is as 
essential as at present.” 

Offters were elected at the close of the sec- 
ond day’s meeting, as follows: 


President—Donald Bell, Bell Lumber & Pole 
Co., Minneapolis. 
Vice president—W. H. Gilkey, Pendleton & 


Gilkey Co., Minneapolis. 
Treasurer—H. F. Partridge, T. M. 
Lumber Co., Minneapolis. 


Partridge 


Hill. 


Minneap- 


Directors—L. A. Furlong and L. L. 
Secretary—Norman E. 
olis (re-elected), 


Boucher, 


Members of the nominating committee were 
T. M. Partridge, T. M. Partridge Lumber Co., 
Minneapolis; L. A. Page, Page & Hill Co., 
Minneapolis, and J. E. Gerich, McGillis & 
Gibbs Co., Milwaukee. 

The sessions were opened with the president's 
annual address, which follows in part. 


In the years that the Northern White Cedar 
Association has been in existence, there is no 
time in its history when conditions were at so 
low an ebb as at present. There has been no 
time within my recollection when the fore- 
most thinkers of the leading countries in the 
world are more firmly convinced that the need 
for group thinking and co-operative action is 
as essential as at present. Group considera- 
lon is vital to intelligent and effective opera- 
Uon of any industry in prosperous periods, 
and likewise of immense value in this period 
of not only an economic crisis, but a moral 
and intellectual wherein men’s minds 
are disturbed by repeated reverses and can 
only reach sound conclusions through co-op- 
eration with their fellow men. 

The need of the times is said to be sub- 
Stitution of sound policies and stabilized econ- 
omy for the anarchy of competition and profit 
Starving. * * * Stabilization, it is contended, 
must depend in a great degree upon the de- 
velopment of complete knowledge of markets, 
and a better knowledge and control of cost, 
the attainment of which can only be accom- 
plished by group action * * * , 


crisis, 


Besides the president’s talk, Tuesday morning 
was occupied with hearing the report of Secre- 


tary’ Norman E. Boucher and a discussion by 
W. L. Lafean, Chicago, Chamber of Commerce 
national councillor, of the work of the chamber. 

Illuminating information on the value of 
safety-first methods in connection with the 
manufacture of cedar as well as of other prod- 
ucts was given at the 
opening of the Tuesday 
afternoon meeting by C. 
QO. Holmer, chairman of 
the insurance committee 
and in charge of the in- 
surance department of 
the Backus interests, 





N. E. BOUCHER, 
Minneapolis, Minn. ; 


Secretary 





with headquarters in 
Minneapolis. 

Mr. Holmer cited 
Secretary Boucher’s re- 
port on visits to 11 
plants when he found 
that four of them had 
regular safety meetings 
for employes and seven 
did not; six had regular foremen’s meetings, 
five did not; 11 gave detailed reports of acci- 
dents, 11 kept accident records, 11 had bulletin 
boards; 10 gave physical examinations by 
questioning, and one did not. 

In the ensuing discussion it developed that 
the majority present were well sold on the idea 
of questioning every applicant closely on his 
physical condition before hiring him and that 
“we must keep continually talking and thinking 
about safety.” 





Discussion on Pole Manufacture 


A report by Hart Anderson, Page & Hill 
Co., Minneapolis, on pole advertising, was fol- 
lowed by a discussion led by Mr. Gerich, chair- 
man of the publicity and welfare committee. 

“We must continually stress the quality of 
white cedar poles if we are to continue selling 
them,” he said. “Some features about cedar 
pole manufacture have made them look bad, in 
the past, such as butts sawed at an angle, or 
badly chopped. These old methods must be 
abandoned, and we must make our posts and 
poles as well as we know how. The man who 
cuts them must be educated to better standards. 
It is up to the group here that markets poles 
to maintain a demand for them. One fault, I 
believe, is that some producers will hire the 
most ordinary sort of piece cutter for $60 a 


month and expect results from him. The edu- 
cation must go right back to the tree.” 

H. F. Partridge read proposed official speci- 
fications drawn up by his specifications com- 
mittee, and with two minor changes the rules, 
which correspond closely to those of the Ameri- 
can Standards Association, were adopted. One 
of the stipulations reads that “knots must be 
trimmed close and butt and top sawed square. 
No poles with chopped or beveled butts will be 
accepted.” The exact definition of “beveled” 
inspired considerable discussion. 

A paragraph that does not correspond exactly 
with that in the A. S. A. rules, but which is 
even more stringent, reads: 

All poles shall be free from unsound knots. 
The diameter of any single knot or knot cav- 
ity or the sum of the diameters of all knots 
and knot cavities in any one foot section be- 
tween the top of the pole and two feet below 
the ground line shall not exceed the limits 
set up in the following table. Knots or knot 
cavities one-half inch or under in diameter 
shall be ignored in applying the limitations 
for sum of diameters. Knots are to be meas- 
ured lengthwise with the diameter of the pole. 


Then follows the A. S. A. 
limitations of knot sizes. 


table relative to 


Reports of Committees 


R. J. Henderson, chairman of the railroad 
committee, cited several accomplishments of his 
group. 

Reporting on legislation, T. M. Partridge, 
chairman of that committee, recalled that his 
group had supported the State conservation bill, 
which is now on the statutes, and had stood for 
tax reductions. 


WEDNESDAY SESSION 


At the opening of the Wednesday session 
Secretary Boucher read letters from several 
members who were unable to attend. 

Mr. Gerich reported for the pole committee, 
again stressing the necessity of emphasizing the 
good qualities of white cedar products. He 
urged adherence to the new specifications as 
among the best methods of gaining and hold- 
ing customers. 

The report of Curt Williams, Duluth, chair- 
man of the Pulpwood committee, was: read by 
Secretary Boucher. Mr. Williams said there 
had been a 10 percent cut in the consumption 
of pulpwood in 1931. 

E. N. Whyte, Duluth, chairman of the ties 
committee, reported by letter that “the railroads 
are now buying hardwood ties for the most 
part, at prices much lower than those of last 
year.’ He added that most Class 1 roads are 
now purchasing a great many treated ties and 
that modern methods of treatment have length- 
ened the life of a good tie to 20 years. He 
predicted that the 1932 buying would be from 
25 percent to 30 percent lower than that of 
1929 and 1930. 

L. A. Page reported for the budget commit- 
tee and the convention decided that the dues 
should be the same as last year. 

The election of officers closed the convention, 








Yellow Pine 


The Aristocrat of Structural Woods 


This modern plant is backed 
by a long time supply of Long 
Leaf Yellow Pine—the genuine 
Pinus palustris that is famed 
for its close, dense grain and 
heavy resinous fibre. 


“WIER” Long Leaf Yellow 
Pine should be recommended 
for all building jobs. It’s ob- 
tainable in all standard items. 





It’'sthe FIBER that Counts 











WIER LONG LEAF 


LUMBER CO. 
HOUSTON, TEXAS. 


















Mills; Wiergate.Texas: 
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PcorpsBoro 
N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 
Let us prove it on your next order, 


JOHNSON & WIMSATT 
WASHINGTON, D. Cc. 
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Yellow Pine 
Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 
CENTURY. FLORIDA 




















North Carolina Pine and 
West Virginia Hardwood 














in Dried, Well Manu- CASING, 
gm hey ay BASE AND 
Capacity, 250,000 feet MOULDINGS 
Per Day. 
Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bldg., PITTSBURGH, PA. 
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VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 
Manufacturers of 17 different species 
of Northern Hardwoods 
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. 
Big 

However big you think you be, 

Go out and see what you can see. 
You'll be surprised. You city chaps 
A half a dozen blocks, perhaps, 
Or, even in this land of mine, 
A fellow up the tallest pine 

May see a dozen miles or so, 
About as far as men can go. 


Big thing the world, a big thing life, 
With all its changes and its strife, 
Yet, though a little trail we tread, 
How far we think we see ahead! 
But all we see is just today, 

Who in December plan for May— 
We think we see ahead a year, 

Yet all we know is what is near. 


The biggest man is mighty small, 
Compared with anything at all, 
Compared with earth, compared with time, 
Whatever little trees we climb. 
However big you think you be, 

Stand on your doorstep, climb your tree, 
And you will find, with all your worth, 
You’re just an ant upon an earth. 


We See b' the Papers 


Iowa has just had a “Home 
Week.” It’s a pleasant thought. 


We have no doubt there were a large num- 
ber of gun-toting widows present. 

“Hold your real estate,” says LeRoy Kene- 
val. It looks like unnecessary advice. 


If an individual did it, it would be robbery 
with a gun; if a nation does it, that’s different. 

Japan says China can’t declare war for three 
months. It seems it all depends on whose 
war it is. 

A landslide is reported in Cajon Pass, Cali- 
fornia. The 1932 landslides seem to be start- 
ing early. 

Just about the time we decide not to keep a 
gun in the house any longer, a mad dog starts 
biting the children. 


The Japanese have burned an American movie 
house in Shanghai. Maybe that was what the 
Japs were mad about. 


One American marine captured eight armed 
Japs. Seems like it must have been the marine 
who was eight armed. 


Chinese bandits want $10,000,000 for a kid- 
napped American. Under other circumstances 
we would appreciate the compliment. 


Illinois House Bill 99 will pay 6 percent in- 
terest to Chicago teachers on their back pay. 
This looks like a Hoo-Hoo measure. 


The sun gives 465,000 times as much light as 
the moon, but you’ve got to say this for the 
moon: it gives it at night, when we need it. 


An usher saved a Chicago theater by kick- 
ing a lighted bomb away. And yet some peo- 
ple would discourage the teaching of football. 

Thomas Gordon, of Grand Rapids, aged 102, 
has been granted a license to drive a car. He 
attained his age by being a driver instead of a 
pedestrian. 

The League of Nations has appointed a com- 
mittee to inform the council of what is happen- 
ing in China. All it needs to do is to go out 
and buy a morning paper. 

The Government has spent $18,000,000 in an 
unsuccessful attempt to exterminate the corn 
borer. Japan expects to exterminate the 
Chinese for less than that. 


Besides the courts and congress, but includ- 
ing the army and navy, the Government has 
1,023,373 employes. We ought to fire one of 
them, and the one is the 1, 


3utchering 


Described as “the most beautiful girl in th. 
world,” a New York actress sues for $250,009 
for “mental distress.” We didn't Suppose 
beautiful girl could have that much worth of i 

Stylists report that this year we shall haye 
red, white and blue ties in honor of George 
Washington’s bicentennial. If wearing a req 
white and blue tie isn’t doing something fo, 
your country, we don’t know what is. 

Unfortunately, men are not nominated op 
their records but on their reputations, an 
reputations are made by what the newspaper; 
print and by what somebody hears, and by wha 
we Americans like to call “the times.” 


Between Trains 


Wivkes-Barre, Pa.—What to do on Sunday. 
that’s the problem now—especially Sunday ait. 
ernoon. We recall once having a rather heated 
argument with an Episcopal clergyman in New 
Jersey about Sunday golf. We were opposing 
it, and the parson was defending it. But now 
that many of us have had to resign from oy 
country clubs, or think we have, it is more 
than ever a problem. Man is never as much of 
a child as he is when he finds himself once a 
week with a Sunday on his hands. He is 59 
eager to get the full measure of enjoyment out 
of it that, wherever he goes, he fusses because 
he didn’t go somewhere else or, whatever he 
does, decides that something else would have 
been a lot more fun. We were pretty happy in 
the old days, when Sunday was a day of rest 
and reflection for the old, and boiled chicken 
and authors (not boiled authors, understand, 
but a card game that you could play on Su- 
day) for the young. But, with our modern 
complex so-called civilization, Sunday has be- 
come a good deal of a burden, at least the prob- 
lem of spending it to the best advantage. 

The Wilkes-Barre Y. M. C. A. has °solved 
the problem to some extent by providing a Sun- 
day afternoon service that is in no sense lu- 
gubrious. To this the public is invited, and the 
public comes, a thousand of it. We need not 
say that the occasion is not very solemn, since 
we were the orator on this one. In fact, what 
we discussed in our discourse was the value of 
a home and the wisdom of homebuilding right 
now. None of the local lumbermen was pres- 
ent, as far as we could see, but we were happy 
to say a word in their behalf, nevertheless. That 
is, of course, except J. E. Sisson, the well 
known salesman of sash and doors, who was 
among those present. If we sold any housebills 
in the course of our remarks and in the absence 
of the retail lumbermen, we hope that J. E. gets 
the sash and door part of the business, since he 
was good enough to come to, and sit through, 
the meeting. 


Just in Time 
New-fangled winters and new-fashioned ways: 
Now automobiles where we once had sleighs, 
New-fangled concrete for our corduroy, ; 
New-fashioned pleasures for old-fashioned Joy. 
But what I miss the most from long ago, 
With these new winters, is old-fashioned snow. 


We lawgged the lowland and we lawgged the 
high, 

And had our teams and sleighs to haul ’em by, 

And, more than that before those days were 
gone, 

We had a road of ice to haul ’em on. 

But now the snow is gone, the road is bare, 

And there’ is mighty litle lawgging there. 


New-fangled winters and new-fashioned ways; 
And, when I get to thinking of new days 
Without the blizzards that we used to see, 
I tell you how the thing appears to me: 
With all this chance of climate in this clime, 
It’s plain we got those lawgs out just in time. 
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PIONEER LUMBERING 
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Captain Dollar, head of the Dollar Steamship lines, in 
recounting his early day lumbering experiences, writes: 


“Our camp building in those days was a large building, prob- 
ably sixty feet square. In the middle of the floor was what was 
called a ‘camboose’. This was raised up from the floor about 
two feet and filled with sand. A big fire was kept burning in 
the middle of it and there was a chimney up through the roof. 
All the bunks were put with the feet towards the fire. 


“Our hours of labor were from daylight to dark, and the 
work was hard. 


“Our food in those days was very simple. We had flour and 
pork in barrels, and peas to make soup, and tea. This was the 
entire stock of provisions in camp. Later on, after a couple 
of years, we had beans. 














“Our food in those days was very simple. 
We had flour and pork in barrels, and 
peas to make soup, and tea.” 


A milder western climate, and the fact that 
logging is done in late spring, summer, and 
fall, instead of in winter, made early California 
logging even more primitive, and very much of 
an outdoor proposition. In late years, how- 
ever, comfortable shanty bunkhouses have 
been provided and there is now relatively lit- 
tle hardship attendant to life in the woods. 


Although the logging of true White Pine, 
East and West, has differed greatiy, the 
woods so closely resemble one another that 
only a well trained wood technologist can 
distinguish between them. 


Eastern White Pine and Madera Sugar Pine 

serve equally well wherever a soft, pitch-free, 

“In late years, however, comfortable shanty bunk- durable wood is desired. As ~_ the case in 

houses have been provided and there is now rela- the best of Fastern White Pine, all Madera 

tively little hardship attendant to life in the Sugar Pine is water-cured and air-dried by 
. woods.” processes which greatly enhance its value. 


MADERA SUGAR PINE CO., MADERA, CALIF. 


{PIONEER CALIFORNIA PINE PRODUCERS} 


this series of letters prepared by the Madera Sugar Pine Co., Madera 
Calif., and sent to its entire list of distributors, is being published serially 


Because of their general interest, ag to all users of pine lumber, 
in the American Lumberman, and will be available to any one interested. 
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We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 

We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 


Members We also invite orders for Northern Pine, Spruce, 


Feria’ ner, Flemlock, Cedar Posts and Poles, Lath, Shingles, and 
Ameciation “Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Critten, 516 Lumber Exchange 
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Cototkhunder . 
LAKE_LUMBER CO./ 


gk 
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DRY WISCONSIN 
WHITE PINE 


ix 6 10t016’ No. 
Ix 8 10to16’ No. 
ix!0 10to!6’ No. 
ix 4 10to!6’ No. 
ix 6 10to16’ No. 


ix 8 10tol6’ No. 
ix!0 10to16’ No. 
Ix 6 8tol6’ No. 
Ix 8 8tol6’ No. 
1x10 8tol6’ No. 3 Com. 
i” No. 5 Pine Boards, 


millwork as desired, 
Write for Prices. 


Manufacturers 
RHINELANDER, 
WISCONSIN 








NORTHERN 
HARDWOODS 


Rib Lake Quality 


3 cars 4/4” No. 1 Com. & Sel. Soft 
Elm 

2 cars 4/4” No. 2 Com. Soft Elm 

5 cars 6/4” No. 1 Com. & Bet. Soft 
Elm 

5 cars 8/4” No. 1 Com. & Bet. Soft 
lm 

3 cars 8/4” No. 1 Com. & Bet. Soft 
Maple 

4 cars 4/4” No. 2 Com. Soft Maple 

Get Our Quotations Now 


Rib Lake Lumber Co. 


F DELAWARE 


.8) 
General Sales Dept.: APPLETON, WIS. 
Mills at Rib Lake, Wis. 























“Superior Brand”’ 
DIMENSION LUMBER 


AND 
HARD MAPLE FLOORING 
Brown Dimension Co. 


(Subsidiary of Bay De Noquet Co.) 
Main Office: 


MANISTIQUE, MICH. 





Propose Antitrust Law Relief 


Introduce Bill to Free Natural Resource Industries— 
Would Permit Reasonable Co-operation Among Units 


Wasuincton, D. C., Feb. 2.—Senator Fred- 
erick Steiwer, of Oregon, has introduced in 
the Senate a bill to do away, during at least 
the present emergency, with legal limitations 
which are shackling natural resource industries 
and preventing their taking effective steps to 
check unbridled production. 

The senator introduced a joint resolution 
which would set up a congressional committee 
to determine the need, if any, for revision of 
that group of laws placed on the statute books 
since 1890 and generally known as the anti- 
trust laws, many of the provisions of which are 
adding to the national economic embarrassment. 
As an emergency measure, while this investi- 
gation is going forward, the resolution would 
suspend such limitations as “apply to agree- 
ments between competitors in the natural re- 
source industries for purposes of regulating 
production, conserving natural resources, and 
maintaining continuity and stability of employ- 
ment within such industries.” It would estab- 
lish the existing Federal Trade Commission as 
an arbiter to determine when such agreements 
are contrary to the public interest. 

Under the terms of the resolution, the natural 
resource industries are defined as those engaged 
in the production of minerals and forest prod- 
ucts. These are industries in which waste of 
national resources is most threatening and 
where overproduction, already at the crushing 
point, is least readily controlled by the bal- 
ancing factor of demand. Lumber manufac- 
turers and the National Lumber Manufacturers’ 
Association have for months pointed out the 
urgency of relief along the lines proposed in 
the Steiwer resolution. 

The measure provides for the appointment of 
a joint committee of five members from the 
House of Representatives and five members 
from the Senate to review the acts of 1890, 
1894, 1913, 1914 and 1918, all dealing with re- 
straint of trade, to determine the applicability of 
their provisions in the light of present day 
competitive methods and national economy. This 
commission would recommend what, if any, 
changes seem desirable in the civic and busi- 
ness interest of the nation. Meanwhile, certain 
provisions which are very apparently out of 
tune with needed present action would be sus- 
pended. Permanent revision or elimination of 
these clauses would wait upon the commission’s 
report. 

As a measure of control in such suspension 
the Federal Trade Commission would be author- 
ized to consider proposed agreements within 
the industries affected of the nature involved 
to determine, first, whether they fall within 
the provisions of the act, and second, whether 
they are contrary to the public interest. If 
contrary, the agreements would be nullified upon 
notification. The Federal Trade Commission 
would prescribe rules and _ regulations for 
carrying out the provisions of the act. 


Senator Steiwer Explains Measure 


Senator Steiwer, taking the first opportunity 
in the press of imperative business before the 
new Congress, urged the critical importance of 
the proposed step and the need for immediate 
action. In support of the measure he said: 

Application of present laws result in cut- 
throat competition and wasteful use of our 
great natural resources. The object of the bill 
is to promote conservation and the efficient 
utilization of natural resources which are 
severely limited in quantity by nature. The 
enactment of my bill will not permit monopo- 
lies in food stuffs or any other commodities 
and it does not eliminate existing protections 
against monopoly and exploitation. It grants 
the right of self-government only so long as 
the exercise of this right is not contrary to 


the public interest. It is an effort to mod- 
ernize the means of securing protection for 
the public against exploitation and for gor. 
recting defects in existing law which work 
with harshness on an important section of 
American industry. 

The plight of the lumber industry is ap 
illustration of one problem to consider. This 
industry is composed of independent and 
widely scattered units. There are a hundred 
species of wood, varying in physical character. 
istics which limit the possibilities of stap- 
dardization. There are great natural differ- 
ences in timber values and in operating con- 
ditions. These differences have effectively 
prevented extensive consolidations. No single 
ownership controls as much as 5 percent of 
our lumber production. The benefits of large- 
scale coédrdination must in the lumber indus- 
try be secured by voluntary co-operative 
action; yet such co-operation is unlawful. 
What is lawful for a number of units which 
have merged their identity is unlawful for 
the same units operating as_ independent 
establishments. This explains in part the 
need of modernizing the present anti-trust 
laws. 

The freedom granted to the natural resource 
industries by my bill entails no dangers to 
the public; it grants only such freedom as 
the public necessity permits; it permits the 
exercise of this freedom only under the direct 
supervision of an agency of the Federal Goy- 
ernment; it promises advantages—the advan- 
tages of more efficient and stable operations, 
steady employment, less waste, lower costs, 
and lower prices and the conservation of our 
natural resources. 








To Make Paper From Georgia 
Slash Pine 


SAVANNAH, Ga., Feb. 1.—A paper and pulp 
laboratory is being established at Savannah for 
experiments in making paper from Georgia 
slash pine, the State of Georgia, the Chemical 
Foundation (Inc.), of New York, and the Sa- 
vannah Industrial Committee co-operating in 
the enterprise. 

The Chemical Foundation is equipping the 
plant at a cost of $50,000, the State provided 
$20,000 a year for two years for its operation 
and the industrial committee provided the site 
at the foot of West Broad Street, Savannah, 
which was donated by the Savannah Electric 
& Power Co. Howard C. Foss, chairman of 
the industrial committee, is president of the 
power company. 

A carload of machinery has arrived for the 
plant and it is now being set up preparatory 
to beginning the work of making slash pine 
into paper. Mr. McNaughton was for seven 
years with the United States Forest Products 
Laboratory in Madison, Wis., and was later in 
charge of work for the George H. Meade paper 
companies at Kingsport, Tenn., and Chillicothe, 
Ohio. Mr. Suttle, who will be the general plant 
assistant, supervised work here in building the 
Atlantic Paper & Pulp Co.’s plant at Port 
Wentworth. Mr. Allen, who will be chemist 
in charge of paper tests, was formerly with 
the United States bureau of standards in Wash- 
ington. Mr. Osborn has done considerable work 
in oil and sugar chemistry in this country and 
the tropics. 





IN A UNANIMOUS opinion recently handed 
down by the Supreme Court of the United 
States, the constitutionality of the United States 
arbitration act was upheld. This is regarded as 
the most important decision affecting commer- 
cial arbitration, particularly in its national and 
international use, which has yet to come from 
the courts. 
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Pass 
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“SPEND FOR THE HOME IN 1932” 
The Dealer’s Opportunity! 
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431 South Dearborn St.. Chicago, Ill. 
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Sugar Pine 
California Soft Pine 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 











California Pine 


and Sugar Pine 


California Redwood 


WENDLING-NATHAN CO. 
Ww Established 1914 
~ 4 Lumbermen’s Bldg., 
Ww 110 Market St., 

SAN FRANCISCO, CALIF. 












































The Lumberman’s Actuary 


By JOHN W. BARRY 


The new eighth revised 
edition has 504 pages. 
It shows at a glance 
the value of any num- 
ber of feet at any 
Sty between $6 and 
150 per thousand feet. 
Thus: at $6, $6.25, 
6.75, $7 and so on to 
100; at $191, $102 and 
so on to $125; and at 
$125, $130 and $135 
and so on to $150. 


It also shows the total 
feetage in any num- 
ber of pieces from 1 to 
2,000; for all thick- 
nesses, as 1 inch, 1%, 
1%, 2, and up to 12 
inches, and for any 
width from 2 to 24 
inches. 


It contains tables for figuring the cost of 
any quantity of lath or shingles at $4 to 
$15.75 a thousand. It is used for figuring 
moldings, lumber bills, car freights, car in- 
voices, yard inventories, odd sizes, wages etc. 
The Actuary does a man’s work and does it 
accurately. 


One feature of the book is the specially de- 
vised, linen faced cut-in index which briags 
all sizes and prices under the eye at a glance. 
All lengths on the one page. 

In addition the Lumberman’s Actuary has a 
table of measurements of wall board in 382- 
and 48-inch-widths, a table showing the square 
feet in the ceiling and four walls of rooms 
of various sizes and tables estimating the 
quantities of various items of lumber, shin- 
gles etc. required for the covering of given 
surfaces, a table of area of openings, weights 
of lumber etc. 


Useful tables of nails, kinds and quantities 
required for various work, and a number of 
other tables of information which the retail 
-~— oo or builder often require are in- 
cluded. 


The Actuary when closed is 4% inches x 8% 
inches x 1 inch, a handy pocket size. 





Price, Eighth Revised Edition, bound in Leather 
postpaid, $10 


Illustrations of sample pages for the asking 
431 So. Dearborn St. 
CHICAGO, ILL. 
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News Notes from Ambric 


Tacoma, Wash. 


Jan. 30.—Interest of Tacoma lumbermen 
centered this week on the annual meeting of 
the West Coast Lumbermen’s Association, 
held here yesterday. Local manufacturers 
were much pleased with the election of Maj. 
Everett G. Griggs as one of the association 
vice-presidents, and of Roy J. Sharp as trus- 
tee for the Tacoma district. The Tacoma 
Lumbermen’s Club cancelled its regular 
Friday meeting to allow the members more 
time for association affairs. 

Cargo shipments of lumber from Tacoma 
during December totaled 48,047,940 feet, a 
little better than the monthly average for 
the last six months. Japan was the largest 
foreign buyer, taking more than 7,000,000 feet. 

Cargo shipments of lumber from Olympia 
during 1931 totaled 167,389,935 feet, which 
was 46,000,000 feet below the 1930 figures. 
The port also shipped 68,440 bundles of 
shingles, 2,296,110 lath and 481 tons of doors. 
More than half of the lumber shipped went 
to China and Japan. 

A hearing on the application of the St. Paul 
& Tacoma Lumber Co. to have 30,000 acres 
of land in Pierce County reclassified for taxa- 
tion as reforestation lands was held yester- 
day. The proceedings will be submitted to 
the State tax commission. 


Spokane, Wash. 


Jan. 30.—Prices remain stationary here, 
except that there has been an increase in all 


grades and thicknesses of shop. Stocks at 
mills are broken. 
Its logging operations north of Priest 


River were completed last Tuesday by the 
Dalkena Lumber Co., located just north of 
Newport, and the camp closed down. J. F. 
Forsythe reports over five feet of snow at 
the camp. The heaviest snowfall in fifteen 
years, covering the Priest Lake area, gives 
promise of plenty of water for the spring 
drives. 

That unregulated competition, and blatant 
advertising and selling methods, are fetishes 
and fallacies of American business, was de- 
clared by W. S. Gilbert, Spokane attorney, 
at the weekly noon meeting of the Hoo-Hoo 
club. 

L. M. Bullen, Weyerhaeuser Sales Co. dis- 
trict manager, has been confined to his home 
with a septic sore throat. 


Portland, Ore. 


Jan. 30.—A shortage of fir saw logs, both 
here and on Puget Sound, is reported immin- 
ent as a result of the light output of camps 
for several months, and unfavorable present 
weather. It was admitted today that unless 
logging camps begin producing shortly mills 
may have to delay operations. Heavy rains 
in the lower altitudes, and deep snow in the 
higher elevations where timber is being. cut, 
make logging a slow process. 

South Africa is taking considerable fir lum- 
ber, a steamer being booked to load here in 
February about 2,000,000 feet of clears and 
merchantable for J. J. Moore & Co. A ship- 
ment of similar size was made to the same 
destination a short time ago. 


San Francisco, Calif. 


Jan. 30.—Cargoes of pine reaching 
port are in poor assortment. Demand for 
pine shop exceeds the supply. Bad weather 
has kept mills in this territory closed, with 
no hope of an early opening. Price of sugar 
pine “D” select is still off, while white pine 
holds to the levels of the last three weeks. 
Manufacturers claim it is impossible to fill 
orders for certain sizes of pine shop, and 
if they are unable to augment supplies, this 
grade is likely to advance. 

During the week ended Jan. 23, 6,375,000 
feet of lumber reached the Port of San Fran- 
cisco, as against 7,060,000 feet for the pre- 
vious week. Imports from Oregon and Wash- 
ington were 2,600,000 feet, as against 4,000,000 


this 


feet the week previous. Shipments from 
interior California to San Francisco by rai}. 
road were 1,625,000 feet, while from Califor. 
nia points 2,150,000 feet was shipped here by 
boat; this compared with 930,000 feet ang 
2,130,000 feet, respectively, during the week 
previous. 


Boston, Mass. 


Feb. 2.—The opinion that the next change 
in lumber prices must be in an upward direc. 
tion is entertained by several of the most 
experienced wholesalers operating in this ter. 
ritory. Offices of the leading retailers 
throughout New England had a quite de. 
serted appearance last week. Principals and 
major executives were in New York City 
attending the Northeastern Retail Lumber- 
men’s Association convention. Greater Bos- 
ton’s trade is believed to have sent the larg- 
est delegation on record. 

Lumber dealers are watching with keen 
interest renewed efforts of building contrac. 
tors to revive building industry by inducing 
unemployed mechanics to agree to wage re- 


ductions. Outside carpenters have accepted 
a reduction of 20 cents to $1.17% an hour, 
and mill men a similar cut to 99% cents, 


Lathers, however, demand $1.50, and plaster- 
ers $1.62%, while ordinary common labor 
refuses to concede from the “regular” rate 
of 85 cents an hour. 

Only one small cargo from British Colum- 
bia arrived here last week, 12,755 bundles of 
red cedar shingles, and 563,197 feet of fir and 
hemlock. 

Oscar Babcock, of the Babcock Lumber Co. 
Pittsburgh, Pa., and Hugh Mackay, of the 
Fraser Companies, Ltd., have been in Boston 
conferring with local distributors. 


Baltimore, Md. 


Feb. 2.—The managing committee of the 
Baltimore Lumber Exchange held its monthly 
meeting yesterday afternoon. The with- 
drawal of the Eastern Box Co., because of its 
discontinuance of the wooden box business, 
was announced, automatically creating a va- 
cancy in the board. This is the second 
vacancy in the board, and both vacancies 
were filled, but inasmuch as there had not 
been time to notify the men chosen and get 
their acceptances, no names were given out. 
Henry D. Dreyer, jr., of H. D. Dreyer & Co. 
(Inc.), the president, occupied the chair. 

The 4-masted schooner Albert F. Paul, 
which carries a cargo of more than 500,000 
feet of longleaf and shortleaf pine taken on 
at the plant of Rankin & Tyson, in George- 
town, S. C., for Thomas A. Myers & Co., this 
city, is expected to arrive in the next day 
or two. . 


New York, N. Y. 


Feb. 2.—No improvement in bookings can 
be discerned here, but, except for lumbermen 
in the intercoastal trade, outlook is much 
more cheerful. Several million feet of long- 
leaf decking will be used for remaking 
freight cars into automobile carriers. Hard- 
wood buying by the automobile coach makers 
is likely to increase, but while many people 
went to the automobile show, business at the 
expensive and middle-priced hotels, usually 
booming during the show, was very poor 
indeed this year. 

No intercoastal rate has been confirmed 
for this month or next, and it is feared that, 
although the rate is supposed to be $9.50 for 
February and $10 for March, a great many 
cargoes will be taken at lower rates before 
the confirmation is issued. One thing sup- 
posed to be standing in the way of a general 
agreement among shipping companies, is the 
fear that the committee supervising the 
Dimon Line will not be bound by any agree- 
ment, but will get cargoes at any cost. 

The Alexander Hamilton Institute says that 
building costs must undergo a further de- 
crease of 16.6 percent before they reach the 
level of commodity prices. An additional 
drop of 12.3 may be necessary to cause @ 
real building revival. Lumber is one of the few 


building commodities that has undergone all 





the price 
slight incre 
a reduction 
cut of 25 pe 
politan are 
one of the 

A lunche: 
E. Smith, \% 
the Interc¢ 
tion. 

J. M. Ecc 
of Baker, ¢ 

w. Wells 
sity, will 1 
Club meeti 


N 


Feb. 3.— 
put small 
steadily cu 
to create S 
mills have 
with little 
are firm a 
for several 
fewer. 

Some dei 
cedar, whi 
while they 

Millwork 
falling off 
spurt. Pr 
way out 
creaseS W 
farther do 
firming up 

In Dece 
2,932,000 b 
port of tl 
discloses. 
sold, and 
At 501 ya 
totaled 6: 
65,480,000 
70,531,000 
Total sale: 
last Decer 
$730,800 ji 
notes outs 
200 last | 
and $3,526 
lections i) 
as against 
in Decem! 


Feb. 1. 
woods so; 
impassab] 
of busine: 
can not 
ducers of 
boards ca 
selling at 
mills hay 
tinue to « 
cally all 
four day: 
South op 
Planing 1 
running | 
the mills, 
out Alab 
though 3 
lowest ir 
been tryi 
advance 
have in n 
to accept 
one mant 
cuts, the 
the sale: 
Wishes o 
tute the | 
are askex 

No. 3 p 
$5.50@6, 
around $ 
Shiplap z 
the $12.5 
Decembe 
B&better 
for 1x6-i 
from $20 
fob. m 








2 


February 6, 1932 


AMERICAN LUMBERMAN 


nlericas Lumber Centers 


]. 
P 
ry 


en 


at 
le- 
he 
al 


2w 
all 





the price reduction necessary; in fact a 
slight increase would be in line. It advocates 
a reduction in labor costs of 35.3 percent. A 
cut of 25 percent seems certain for the Metro- 
politan area in May, so New York may be 
one of the first cities to revive construction. 
"4 luncheon is being tendered today to Guy 
E. Smith, who is returning to the West, by 
the Intercoastal Lumber Shippers’ Associa- 
tion. 


J. M. Eccles, president Oregon Lumber Co., 
of Baker, Ore., is here on a business trip. 
w. Weller, of La Salle Extension Univer- 


sity, will be the speaker at the next Nylta 
Club meeting. 


Minneapolis, Minn. 


Feb. 3.—Demand for northern pine is light, 
put small orders of the rush variety are 
steadily cutting into stocks and threatening 
to create shortages in some items. Thus far, 
mills have been able to fill mixed car orders 
with little trouble, but they are idle. Prices 
are firm at the levels which have prevailed 
for several months, and special offerings are 
fewer. 

Some dealers are placing orders for white 
cedar, while assortments are at the best and 
while they are assured of low prices. 

Millwork manufacturers report a slight 
falling off in business since last week’s short 
spurt. Production costs in some cases are 
way out of line with quotations, and in- 
creases were recently announced by mills 
farther down the Mississippi, so prices are 
firming up. 

In December, 1931, 530 retail yards sold 
2932,.000 board feet of lumber, the latest re- 
port of the ninth Federal Reserve district 
discloses. Last November, 6,379,000 feet were 
sold, and in December, 1930, 4,145,000 feet. 
At 501 yards stocks at the end of the year 
totaled 63,374,000 feet, as compared with 
65,480,000 feet at the end of November, and 
70,531,000 feet at the end of December, 1930. 
Total sales of 530 yards amounted to $569,200 
last December, $1,126,600 last November, and 
$730,800 in December, 1930. Accounts and 
notes outstanding at 530 yards totaled $2,867,- 
200 last December, $3,320,800 in November, 
and $3,526,100 in December, 1930. Cash col- 
lections in December, 1931, totaled $639,400, 
as against $582,800 in November, and $809,100 
in December, 1930. 


Birmingham, Ala. 


Feb. 1.—Continued rainy weather, with 
woods soggy and unimproved roads almost 
impassable, has about put the all mills out 
of business, and the few still trying to run 
can not produce much green stock. Pro- 
ducers of No. 2 and better dimension and 
boards can not stand many rainy days when 
selling at $6 a thousand. A few of the larger 
mills have closed down rather than con- 
tinue to sell at present prices, while practi- 
cally all of them are operating only two to 
four days, with less than a dozen in the 
South operating five or six days, a week. 
Planing mills and sash and door plants are 
running less than one-third time. Stocks at 
the mills, as well as at retail yards through- 
out Alabama, are ample for present sales, 
though yard stocks of dimension are the 
‘owest in ten years. Manufacturers have 
been trying to find stock that will stand an 
advance and to apply same, and retailers 
have in many instances said they were ready 
to accept a steady general advance, but if 
one manufacturer advances, and some other 
cuts, the loss to the yards is too great for 
the sales volume possible. To meet the 
Wishes of builders, contractors will substi- 
tute the next lower grade when higher prices 
are asked by the yards. 

_No. 3 pine flooring has slipped 50 cents, to 
$5.50@6, mill base; No. 2 advanced, from 
around $10, to 12 and in some cases $13, mill. 
Shiplap and center matched stock stand near 
the $12.50 mark. Dropping grades held to 
December levels, but No. 1 and C as well as 
B&better slipped a couple dollars. The base 
for 1x6-inch and wider No. 1 and C dropped 
from $20 to $19, and for B&better rough, $22 
f.0. b. mill is considered a fair price. No, 1 





dimension advanced about 50 cents. Small 
timbers remained stationary. Demand for 
ceiling was poor; the Nos. 2 and 3 declined, 
and the dropping grades advanced. Novelty 
sidings sold for about the same as flooring. 

Oak flooring lower grades advanced. No. 1 
went from $27 to $33. Select items sold from 
$37 to $43, mill base. 


Macon, Ga. 


Feb. 1.—Roofer manufacturers are increas- 
ing their production a little. There isn’t any 
better demand, and prices have shown no 
advance. Some mills are accumulating stocks. 
Many mills that have been shut down for a 
long period have made no move to resume 
operations. 

Longleaf manufacturers are still busy and 
in addition to orders from railroads are said 
to have booked considerable other business. 
In the Carolinas and parts of Georgia manu- 
facturers have increased their production 
considerably, although at some mills there 
are big stocks. There is a fair volume of 
shipments, but prices appear to be soft. 

Production of hardwood has been speeded 
up a little, with improvement in the weather. 
However, production is still considerably 
below normal at mills that are running. Oc- 
casional heavy rains have kept the swamps 
full of water, so that logging conditions are 
far from satisfactory, but most mills have 
an ample supply of logs. There has been 
some improvement in demand, the automobile 
body people placing some orders. The fur- 
niture plants continue in the market. East- 
ern concerns are beginning to send in limited 


orders. Prices have shown no improvement. 
e 
Kansas City, Mo. 
Feb. 1.—There has been but little change 


in the volume of lumber business being done 
in this market. Interior dealers report that 
roads are frozen sufficiently to allow a bet- 
ter movement of stocks, and that there is a 
little country business going on. Farmers 
generally are selling a part of their products, 
but are using the proceeds to pay taxes, 
rather than investing in lumber supplies to 
improve their properties. However, small 
lots are being bought. There is a growing 
tendency among some of the larger line 
yards. to fill out their stocks, which have 
been in extremely bad condition for several 
months, If demand had held to normal 
winter volume, these yards would have found 
their stocks exhausted weeks ago. A good 
inquiry is being received from this class of 
trade. 

Demand from industries has still failed to 
materialize. Some that are running are buy- 
ing their lumber only as it is needed. Mills 
are hopeful of getting more railroad business 
soon. 

Sales of 167 retail lumber yards in the 
Kansas City Federal Reserve district declined 
27.2 percent, and dollar sales of all materials 
declined 35.9 percent in 1931 as compared to 
1930. December sales, in board feet, were 
34.7 percent under those of the preceding 
month, and 32.9 percent less than those of 
December a year ago. Stocks of lumber 
were further reduced in December, and on 
Dec. 31 were 9.4 percent under those of Dec. 
31, 1930. 


Shreveport, La. 


Feb. 1.—Lumber output, already greatly 
curtailed, has been still further reduced by 
flood waters. Several mills have had prop- 
erties indundated along the Red River and 
its tributaries, especially south of Shreve- 
port. While the river is still within its banks 
at Alexandria, many acres of lowlands are 
overflowed and the situation is considered 
grave. The river is over its bank just south 
of Colfax, La. Ouachita River flood waters 
are in some sections of Monroe, but the city 
as a whole is not expected to be damaged. 

The weather has been so wet that, even if 
there happened to be an inclination to run 
the mills, they would be subjected to the 
worst weather handicap on record. Drying 
lumber out on stick in the open yard is an 
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The timber from 
this district has 
exceptionally fine 

quality and texture. 
It cuts with a good 
percentage of high 
grade lumber. 


SELECTS 
AND 
COMMON 


S4S or 
ROUGH 
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Our No. 2 Common and 


py Better lumber is very much 
BOX in demand by buyers who 


are seeking real values. 


Write now for quotations on 
any lumber you may need. 


Crater Lake = 
Lumber Co. = 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 











HOTEL BENSON 


Portland, Ore. 


E believe 

that there is 
no other hote! in 
the entire United 
States more hand- 
somely furnished or 
that offers more to 
the traveler. 






Wa! ioe) ‘eel 


Keller and Boyd 


Owner:. and 
Operz.tors 
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Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 

















SCE case) Morita 
all you need 
is this 








Improved Phillips 
Window Frame Machine 


1s 
pulley mortiser, 
pocket cutter, 
and 
variety saw table 
all combined 


That is why you need no other machine. 
That is why it saves labor and time. That 
is why it cuts costs, enables you to meet 
competition, obtain more contracts and 
make more profits. It will pay you in 
every way to install an Improved Phillips. 


Write for full particulars. 


ATLAS MAI! 
COMPANY 
Orlando, 












CYPRESS 


We annually produce 40,000,000 feet of 

) Louisiana Red Cypress 
Lumber, th 

and Shingles 


Also Teogio t my zope bone have » Comptote 


Dibert, 4 & Brown Cypress Co. Lid 


Manufacturers DONNER, LOUISIANA 
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Foreign Forwar- 
ders, Customs 


Richard Shipping Corp. 


44 Beaver Street. NEW YORK 


a Brokers. We 
Ocean Freight Brokers D7nicaiciases 
tend to collection 

and Contractors of invoices. 








Special department handling export lumber shipments 





WARREN AXE & TOOL CO. 


WARREN, PA. 


GRAND PRIZE 


Were awarded highest 
honors Panama - Pacific 
International Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AXES-LOGGING TOOLS (37,23 pacity ss00Axesa Tools 
O TIMBER ESTIMATORS D 


JAMES W. SEWALL 
Consulting Forestry 
JAMES W.SEWALL PHILLIPS & BENNER 


Old Town, Ruttan Block 
Maine Port Arthur, PP bcusis 
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manufacture of dimen- 
rough lumber so wet, 


impossibility and the 
sion and boards, with 
is entirely impractical. 

There is not enough pine business 
books of large mills to justify 
steady operation. Sawmills are idle, while 
planers run only occasionally. There are few 
inquiries and these are difficult to turn into 
orders. Stocks at mills are getting quite 
low. 

Very little hardwood business is in 
and prices are very low. 

A good deal of satisfaction is 
pressed here at the report 
application for receivership of the 


on the 
anything like 


sight, 


being ex- 
current that the 
Long-Bell 


Lumber Co. has been withdrawn. This firm 
employs a great number of people in this 
State. 

Norfolk, Va. 

Feb. 1.—There has been quite an improve- 
ment in demand for North Carolina pine, but 
it is centered on a few items. Some rather 
large contracts have been placed, covering 
shipment over a period of two to three 
months, and others are in prospect. Many 
yardmen and other large consumers have 


promised to make some definite decision dur- 
ing February. Buyers today lack confidence 
and are delaying getting stocks in shape un- 
til the last minute, counting on mills to give 
them good service on shipments. Most mill- 
men are not worried over large unsold sur- 
plus stocks, but many lack funds to carry on 
their operations. With even a fair demand, 
prices on a number of low grade items are 
very likely to advance during March. 

There has not been very much demand for 
4/4 B&better, rough or dressed, but there 
has been a rather good demand for 4/4 No. 1 
edge, also stock widths. A number of small 
mills have sold ‘out of these items. Prices 
of stock widths are rather weak, though the 
mills are not offering much stock. The retail 
yards in the southern States have shown more 
interest in rough and dressed framing, stock 


box, rough and worked into sheathing, and 
in mixed cars. 

The box plants have been buying very 
little, and have not been offered much stock. 


There is not a great deal of 4/4x6- and 8-inch 
box available in Virginia or the Carolinas, 
and the Georgia roofer mills do not seem to 
be bothered with large unsold surpluses be- 
cause most of them are holding out for $9.50 
for 6-inch beaded roofers f. o. b. cars Georgia 
Main Line. Transit cars of roofers, framing 
etc. have been very hard to sell at a profit. 
There has been a little better demand for 
mixed cars of flooring, thin ceiling etc. No. 1 
and Bé&better flooring, 2%- and 3%-inch 
face, have grown in popularity, usually com- 
prising the bulk of mixed car orders. Prices 
of dressed lumber have not changed during 


the month. 
St. Louis, Mo. 


Feb. 2.—Reports from the southern pine 
territory indicate that weather conditions 
are bad for shipping, and that the woods are 
in bad condition for logging, so some dealers 
feel that purchases for spring needs should 


be made a little earlier. Railroad inquiry 
is also on the increase. Prices seem weaker 
on items in stocks at the mills. B&better 


flat grain flooring, 1x4-inch, is $28.50@29 for 
small-mill loading; $30@3 for large-mill 
loading; straight cars, 10-foot, $23.50@25; 
12-foot, $25@26; 16-foot and longer, $31@32. 
No. 1 common dimension, 2x4-inch, 10- to 
20-foot, is $19@20, for small-mill stock, 
$21.50@22.50 for large-mill stock; 8-, 9- and 
10-foot, $17@18. No. 2 boards and shiplap, 
8- and 10-inch, are $18.50@19 for small-mill 


stock; large-mill stock, $20.50@21.50 Bé&bet- 
ter car siding, 1x4-inch, 9-foot, is $28.50@29; 


10-foot, $27@28. Car lining, 1x6-inch, No. 1 


common, 16-foot, is $25@26; 18-foot, $27.50@29 
for air dried stock; kiln dried stock, $2 addi- 
tional. Prices are f. o. b. St. Louis. 

Transit car lists show some increase, but 
are still far below the number commonly in 
transit. 

Inquiries for West Coast woods are re- 
ported as less satisfactory, and bookings 
more difficult, due to the extremely low level 


of southern pine prices, with large differen- 
tia] in freight rates. 
Hardwood inquiries seem to be extremely 


scarce, with sales light. Oak flooring sales 
in this territory are very light also, but floor- 
ing prices remain unchanged. 

Sales Manager Watrous, of Perfection Oak 
Flooring Co., Shreveport, La., was here Mon- 
day in the interests of Frost Brand Oak 
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Flooring. It is 


his opinion that, with the 
shortage 


of rough oak flooring stock iy the 


South, any demand will necessitate , 

a 
strengthening of items that flooring pro. 
ducers are short of. 


Jacksonville, Fla. 


Feb. 2.—Southern 
very disappointing. Inquiries have 
off. Only small lots are being 
immediate shipment. Orders are 
the southern railroads, for 
repair jobs. Lumbermen 
other roads will increase 
Prices are about the 


pine business has bee, 


droppe; 
bought, for 
mostly fron 
mixed sizes fo 
are confident tha 

their purchases 
same as they were lag 
week, but the largest dealers believe they Wil 
be lower unless orders increase. Orders for 
New York dock jobs are still held up. Orde 
for other industrial users have  declinej 
Small lots are being bought by yards, y 
one looks for much business from yards jp 
the North and East for at least two months 
Yards in the South have been buying some 
material lately, but the orders are small, an 
only for the best selling items. Florida mills 
are almost entirely dependent on _ southery 
yards for sales of shed stock and have , 
large surplus of it because these yards are 
taking little. Such stock is getting old an 
may have to be re-graded. Jacksonville re. 
tail business is somewhat better than it was 
two weeks ago but than the yards ex. 
pected. Most retail sales are for repair jobs 
Yards are quoting on new residences and a 
number of warehouse 


jobs, however. 

Cypress orders and inquiries have falley 
off. Lower grades are not moving at all well, 
What few orders are being offered for higher 
grades are for difficult lengths, which should 
bring a premium, but buyers seem unwilling 
to pay anything like the prices being quoted 
by larger mills, and are not willing to take 
small mill stocks. 


Hardwood demand 
ing has declined, but 


less 


is slow. Domestic buy- 
export is about holding 










its own. The mills report prices unsettled 


Seattle, Wash. 


Jan. 30.—One wholesaler reports a lot of 
inquiries from old customers who did no buy- 
ing in 1931. However, most wholesalers de- 
clare prices are weaker, and volume of orders 
smaller. A buying office for the Chicago mar- 
ket reports a little more volume. 

3ad weather in Washington and Oregon is 


hindering mill operation; and many _ small 
mills, such as those about Eugene, Ore., are 
figuring on shutting down unless prices rise 


get, and prices 
month ago due 
little mills 
price, and 


Special cuttings are harder to 
are firmer than they were a 
to curtailment of operations. The 
will not run unless they get a fair 
most of the big mills are down. 
Back hauling of lumber from the 
Coast is increasing and creating new 


Atlantic 
prob- 


lems. For sections taking an 82% to 90 cent 
rate by rail from the West Coast, backhaul Is 


being used to such an extent it is practically 
eliminating all-rail shipments. Parts of Indi: 
ana, Ohio, Virginia, Kentucky and Michigan 
are reached cheaper by back hauling. On4 
backhaul rate of even 32 cents, lumber can be 
delivered $2 to $5 a thousand cheaper (0 
points as far west as Michigan. Tidewatel 
mills now have a big freight advantage over 
inland mills. At present prices an order 0 
timbers was shipped backhaul to Michigan at 
a saving of $8 over all-rail shipment. 

Ship freights to both Japan and China are 
weak. Chinese shipments are going at rates 
of $4.50 and $5.50; Japanese rate is $4 on 
small and $5 on large lumber. The lumber 
movement to Japan was very slow the first 
part of January, but business has been quite 
active the last week. Japanese stocks of most 
items are low but more lumber is_ being 
carried over this year than last. In the last 
week, Tokio has found itself short of common 
specifications. Japan is buying very few logs 

United Kingdom and Continent business 
was small last week. Negotiations are going 
on with the Soviet. Canadian and Americal 
trade will be affected by any Russian deal 
consummated. Rate to principal English ports 
remains at 55 shillings, and rate to the Cot 


tinent is $9.50. 

The shingle market shows signs of greate 
strength, because of small production. Some 
price advances were made during the week, 
averaging 10 cents. 

T. C. Rewick, vice president Gittings-Re 


wick Lumber Co., wholesale firm of Denver, 


is a visitor to Seattle. 
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Patents Recently Issued 


The following patents of interest to lumbermen 
ecently were issued from the United States Pat- 
~ t Office. Copies thereof may be obtained from 
9 E. Burnham, patent and trade-mark attorney, 
1343 ‘H. Street, N. W., Washington, D. C., at the 
rate of 20 cents each. State number of patent and 
name of inventor when ordering. 


1,816,485 Sawing and resawing machine. Ar- 
thur B. Johnson, Minneapolis, Minn. 

1,778,053. Saw-depitching machine. Audley C. 
White, Fresno, Calif. 

1,778,068 Wood block flooring. Werner Fetz, 


Me mphis, Tenn., assignor to Cellized Oak Flooring 
(Inc.), same place. 

1,778,069 Wood block flooring Werner Fetz, 
Memphis, Tenn., assignor to E. L. Bruce Co., same 


place 

1,778,250 Method and apparatus for treating flex- 
ble wood-veneered material Arthur Elmendorf, 
Chicago, assignor to Flexwood Co., same place. 


1,778,251 Method of and means for treating 
1eets Armin Elmendorf, Chicago, as- 
lexwood Co., same place, 
Band-saw tensioning roller. Albert E., 
Proctor, Bellingham, W ash. 
778,321 Sawing machine for tree felling and 
cutting. Otto E. Hennig, Joanna, Australia. 
4 Manufacture of lumber. Herman Neu- 
in, Blackwell, Wis 
Wood flooring. Frank E, Bruce, Mem- 
assignor to Cellized Oak Flooring 
me place. 





1,778,443 Door construction. George R. Zellmer, 
Oshkosh, Wis., assignor to Morgan Woodwork Co., 
Wilmington, Del. 

1,778,586 Apparatus for kiln-drying lumber and 
other substances J. Forest Cobb, Portland, Ore., 
ussignor to Moore Dry Kiln Co. 

1,778,639 Traveling saw. John Klingele, Yakima, 
Wash. 


1,778,849. Woodworking machine, Oscar P. De 
Reign, Los Angeles, Calif. 

1,778,917 Groove cleaning machine (for end 
trimming and grooving machines). Howard H. 
Shumaker, Memphis, Tenn. 


l 
1,778,967 Sawing machine, Arthur E. De Kon- 
g, Portland, Ore 

1,779,996 Saw holder. Charles W. Brackett, 
! Park, Md 

31 Electric handsaw. William P. Casey, 
Wis 





Link for belts or chain saws Samuel 
New York, N. Y., assignor to Chain Saw 
poration 





Trade-Mark Department 


conducted by 


National Trade-Mark Company 


Washington Loan & Trust Building, 
Washington, D. C. 


We have arranged with the National Trade- 
mark Co., Washington Loan & Trust Building, 
Washington, D. C., to conduct this department 
for our readers. Trade-marks below have recently 
been passed for publication by the United States 
Patent Office and are in line for early registration 
unless opposition is filed. For further information 
address National Trade-mark Co. 

As an additional service to its readers, this jour- 
nal gladly offers to them an advance search free 
of charge on any mark they may contemplate 
adopting or registering. You may communicate 
with the editor of this department, or send your 
inquiry direct to the National Trade-mark Co., 
stating that you are a reader of this journal. 


MONARCH, and picture of a lion, Ser. No. 
316,684.—The American Gypsum Co., Port 
Clinton, Ohio. For plaster paris and sanded 
wood fiber plaster. 

LIQUITAINER, Ser. No. 312,931.—Glenn A. 
Smith, doing business as Liquitainer, Los An- 
geles, Calif. For receptacle of whatsoever na- 
ture for containing goods, wares, and mer- 
chandise—namely barrels, boxes, tins, cans, 
ases, casks, kegs, cartons, tubs, pails, cylinders, 
drums etc. of either wood, non-precious metals 
or minerals, or fibers ete. 

MonarcH, Ser. No. 315,008.—Olympic Forest 
Products Co., Port Angeles, Wash. For wood 
pulp. 

PREMIER, Ser. No. 315.009.—Olympic Forest 
Products Co., Port Angeles, Wash. For wood 
Pulp. 

Recat, Ser. No. 315,010.—Olympic Forest 
Products Co., Port Angeles, Wash. For wood 
pulp. 

Sopire, Ser. No. 313,750.—The Northwest Pa- 
per Co., Cloquet, Minn. For chemical wood pulp 
and‘chemical pulp in the form of lap board. 


. WEST Woop, W W, and a large W in red. 
Ser. No. 303,448.—Lawrence R. McCoy & Co. 
(Inc.), Worcester, Mass. For stained cedar 
Shingles, doors, and cedar siding. 

_A Ment, Ser. No. 306,128.—Bradley Lumber 
Co. of Arkansas, Warren, Ark. For adhesive to 
be used for laying flooring blocks of wood etc. ; 
fooring strips, wall panels of wood, glass, tile 
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WITH THAT MUTUAL 


= 


Look Out for the Fire 
That Starts Itself! 


Statistics show that one out of every twenty fires is 
caused by what is known as “spontaneous combustion” 
—the fire that starts itself. However, such fires are not 
strictly accidents. Behind every such fire is some human 
carelessness or ignorance of chemical reactions. With 
adequate knowledge of causes, which we help to give, 
and with proper care, which we constantly preach to 
our policy-holders, every spontaneous combustion fire 
can absolutely be prevented. 


Lumber Mutual Insurance offers a highly specialized 
protection for the lumber industry, with expert counsel 
in the prevention of fire, with prompt adjustments and 
payment of losses, and with substantial dividends to 
reduce insurance cost. 
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iNT ERE ST 


SPONTANEOUS 
COMBUSTION. 


Whenever you put oily 
rags or greasy waste in 
closets you create an active 
hazard of fire. Metal waste 
cans should be used for 
the disposal of oily rags, 
waste and other materials 
in which spontaneous com- 
bustion may take place. 
Greasy clothing should be 
hung in well-ventilated 
lockers. Play safe with the 
chemical elements t hat 
might help a fire to start 
itself. It pays to prevent 
such fires. 


Ask any of our companies for full information about 


our policies and what they offer in prote 


ction and in cost. 


ASSOCIATED LUMBER MUTUALS 








The Lumber Mutual Fire Insur- 


ip 
v4 Lumbermens Mutual Insurance Co., — 
0 





Wh Witty Central Manufacturers Mutual In- 
was the p + Resets, Com, surance Co., of Van Wert, Ohio. 

HY Ay yf, Indiana _Lumbermens Mutual Insur- Northwestern Mutual Fire Associa- 
wOak7 ance Co., of indianapolis, Ind. tion, of Seattle, Wash. 













Pennsylvania Lumbermens Mutual 


4 Wy, - 
ee ance Co., of Boston, Mass, Fire Insurance Co., of Philadel- 












Z MICHIGAN 
On the AuSableRiver & 


‘CHIEF BRAND 


Some items in 





i0oRN © 


MICHIGAN MAPL E- 
AND BEECH FLOORING 


Third Grade 


FLOORING 


71,000’ 25/32x11%4” Maple. 53,000 25/32x314” Beech. 
130,000 25/32x2 ” Maple. 187,000 33/32x21%4” Maple. 
114,000 25/32x214” Beech. 52,000 33/32x314” Maple. 


CHIEF 
SHOP PENAGON 
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NATIONAL LUMBER G@ 
CREOSOTING COMPANY 


| ERAXY Ee ae 


PILING 
TIMBERS 
LUMBER 
and POSTS 


are standard in 
most construction work 


They make good 
jobs better 


Ample’ stocks assure 
quick shipments 


PHONE, WIRE or WRITE 


National Lumber & 
Creosoting Company 


General Offices — TEXARKANA, ARK.-TEX. 


AMERICAN LUMBERMAN 


February 6, 19 
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A New Book by the 
“TLumberman Poet” 


he Heart 
Content 


BY 


Douglas Malloch 


Here are 125 happy, hopeful 
and helpful poems which will, 
indeed, “make living a joy.” 


You will want to pass extra 
copies along to your friends— 
and the price makes it possible. 


But especially you want it your- 


self. 
$1.50 Postpaid 
Address 
The American Lumberman 
PUBLISHER 


431 South Dearborn St., Chicago. 











Harold Miller has been appointed manager 
of the Home Lumber Co.’s branch at Craw- 
fordsville, lowa, succeeding J. D. Bellers, re- 
signed, 

Russell Downey, of South Bend, Ind., head 
of the Marquette Lumber Co., was in Chicago 
Wednesday, and called on friends in the local 
lumber trade. 


Charles Dregge, of the Nichols & Cox Lum- 
ber Co. (Inc.), Grand Rapids, Mich., while in 
Chicago on Friday and Saturday of last week 
called at the offices of local lumbermen. 


Tom J. Curley, of the William C. Schreiber 
Lumber Co., Chicago, who has been at Sacred 
Heart Sanitarium in Milwaukee, Wis., for sev- 
eral weeks, is reported to be recuperating satis- 
factorily from an illness. 


C. E. Irish, of the Tennessee Eastman Cor- 
poration, Kingsport, Tenn., was in Chicago 
Tuesday, on his way to visit several lumber 
distribution centers in Michigan, including De- 
troit and Grand Rapids, and while here he 
called on a few of his friends in the local lum- 
ber trade. 


Joseph Cone, of Marquette, Mich., secretary- 
treasurer of the Marquette Box & Lumber Co., 
accompanied by his wife was called to Chicago 
last week when he was notified his father, who 
was more than 80 years old, was dying. After 
the funeral, Mr. and Mrs. Cone returned to 
Marquette Saturday. 


William Kelley, well known wholesale and 
commission lumberman of Milwaukee, Wis., was 
a visitor in Chicago Monday, and called on the 
AMERICAN LUMBERMAN and other friends in 
the trade. For several months he has been 
selling, in addition to the usual lumber items, 
excelsior, snow fence, and snow fence posts. 
The latter two, ordinarily good propositions in 
a State like Wisconsin, have been rather below 
par this winter, because there has been so little 
snow. It takes snow, this year’s snow, on the 
ground at the moment, sometimes to spur 
county highway commissions into the action that 


signs orders. 
—_—_——__— 


A Unique Souvenir 


Among the appreciated souvenirs that came 
to the AMERICAN LUMBERMAN during the holi- 
days was a handsome paperweight sent by the 
Pearl River Valley Lumber Co., Hammond, 
La. This paperweight is made of two pieces of 
laminated wood, gum and oak, the lamination 
being so perfect as to give the appearance of 
one solid piece of a dual colored wood. Occupy- 
ing a prominent place on the editor’s desk 
since its receipt, this unique paperweight has 
attracted much attention. 


——_—_—_—_—— 


Company President Re-elected 


Sturcis, Micu., Feb. 1—At a meeting of the 
stockholders and directors of the Sturgis Lum- 
ber Co. last week, C. A. Boyer was re-elected 
as president. Mr. Boyer is a partner in the 
C. A. Boyer Lumber Co. at Burr Oak. 





Kansas City, Mo., Feb. 1.— The annual 
stockholders’ meeting of the Long-Bell Lumber 
Co, and the Long-Bell Lumber Sales Corpora- 
tion was held today and the entire executive 
staff including R. A. Long as chairman and 
M. B. Nelson, as president, was re-elected. 
J. D. Tennant, W. L. Prickett, S. M. Morris 
and R. T. Demsey are the vice presidents. R. P. 
Combs, the treasurer of the company, also be- 
came secretary at R. W. Stith’s retirement. 





How They Are Trained 


Often it is interesting to know how a mp 
in some line of work different from your oy 
got started in that particular field of endeayo, 
especially when he has just been handed a pry. 
motion, so when W. C. Clancy, at headquarter 
of the Lumbermen’s Credit Association in (hj. 
cago, announced that Ralph Waring had be 
made manager of the New York office of th 
Red Book, there was some interest in how fy 
got the training which has enabled him to « 
such good work on the East Coast, both as; 
collector and as a disseminator of credit infor. 
mation. Inquiry te. 
sulted. 

After a year at the 
University of Missoyr; 
he entered the credit 
reporting business in ; 
very small capacity 








RALPH H. WARING 
New York; 
Red Book Manager 





with a very big firm- 


as office boy and file 
clerk for R. G. Dun & 








Co. at its office in Dv 
buque, Iowa, in 1913 
He left that to spend 
about a year as a news- 
paper reporter, then re- 
turned to Dun’s, this 
time as a clerk at the Des Moines office, and 
later became chief clerk there. Then he became 
a traveler at the Dubuque office, which job was 
cut short by the World War. He didn’t retum 
to America immediately after the War, but 
stayed in London, England, to work with Dun’ 
there a few months before he was made assist- 
ant manager at the old stand at Dubuque 
After a brief interval as reporter at Des Moines 
he became manager at Dubuque, and held the 
position for two years. His next seven years 
were in insurance and other lines, but in June, 
1929, he returned to credit reporting, as city 
reporter for the Red Book in Chicago. A 
little over two years later he was given the 
management of the eastern office. 





Yeh, the Missus Certainly Has 
Something to Do 


SeatrLe, WasH., Jan. 30.—Phil Garland, 0! 
Tacoma, Wash., is manager of the Tacoma 
Veneer Co. Last year he was president of Tx 
coma Lumbermen’s Club. He is a very active 
member of the Tacoma Rotary Club and has 
reputation as a contract bridge player. Thes 
things are only a part of his activities, an 
while he doesn’t brag about it, he thinks he 
a busy man. At least he did think so until his 
wife, addressing the Seattle Rotary Club, told 
of the usual activities of a Rotarian’s wife op 
erating what she chose to term “Rotariennes 
Shop,” taking her own home as a typical & 
ample, larger than some, and smaller than 
others, consisting of a 14-room house, shelter 
ing, in addition to herself and Phil, four chil- 
dren and a maid. 

The wife is manager of this shop, which has 
an annual consumption of 500 gallons of milk, 
6,000 oranges, and other things in proportio?. 
Three-quarters of a ton of laundry is sent ot 
each year, and to the garments therein are at 
tached 16,000 buttons. From a quarter to 3 
half ton of laundry is taken care of at home 
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including forty pairs of stockings a week, When 
Phil loses a button it may be the one important 
button in the world to him, but to his wife it 
is only one of 16,000. P 

"Mrs, Garland’s shop, like every other Ro- 
tarienne shop, operates three 8-hour shifts a 
day, 365 days in the year, with an extra day 
thrown in for leap year. __Phil’s plywood plant 
js operating only one shift a day, five days a 
week, and probably takes a week off for Christ- 
mas, Fourth of July, and other legal holidays. 
Mrs. Garland certainly convinced her audience 
that there is probably a great deal of good 
management at home, about which the busy, 
eficient business man knows nothing. 





Retires From Lumber Business 


Satt Lake City, Utan, Jan. 30.—W. F. 
Core, who has been with Morrison, Merrill & 
Co. (Inc.) for a quarter of a century, the last 
ffteen years as extension manager, with head- 
quarters here, has retired and will open a book 


elected: President—I*’. B. Peck; vice president 
—Glenn Jennings; secretary—Mrs. Minnie Rey 
nolds; treasurer and general manager—S. F. 
Blackman. Mrs. C. H. Burrows, of Clarksfield, 
was elected as a director, and F. B. Peck was 
chosen as manager of the branch yard at Green- 
wich. 





_— 





New Officers Are Elected 


SHAMOKIN, Pa., Feb. 1.—At its annual meet- 
ing of stockholders and directors, officials of 
the Shamokin Lumber & Construction Co. were 
elected as follows: President, E. G. Seiler; 
vice president, J. E. Leisenring; treasurer and 
manager, W. U. Jury; secretary and solicitor, 
W. Lloyd Snyder; consulting engineer, R. E. 
Meyer; assistant manager, E. F. Smith. 

While this company constructed some im- 
portant buildings in Shamokin during the last 
year, there was not sufficient local construction 
work to keep its forces employed and contracts 
were secured in other communities. These in- 














A wholesale lumber company’s office in Wisconsin. Distinctive walls and ceilings like this 
quite often are seen in retail offices, where trade from the street will come in, but the whole- 
saler usually gets an office on a principal thoroughfare, probably.in a tall building, and though 
attractive enough, as far as appearance is concerned the usual office might as well be for the 
wholesaling of calendars, or aluminumware. But not this, the home of the Levisee Lumber 
Co., in Oshkosh. Knotty northern white pine log cabin siding converts this from a mere room 
to a lumber company’s real home, and the ceiling and doors, too, are knotty pine. And there 
is the picture of the famed old lumberjack, who if he isn’t Paul Bunyan might as well be 





and art shop on South State Street soon. Wil- 
liam Wagner, who has been with the company 
lor many years, will succeed him. 

Before he became associated with the line- 
yard lumber company Mr. Core was in the mer- 
cantile business, and at one time operated a 
store in Pueblo, Colo. In his subsequent years 
in the lumber industry he made a great many 
iriends. Last week his fellow workers and 
other friends, including James S. Taylor and 

. H. Biele, vice president and general man- 
ager, respectively, of the company, gathered at 
Mr. Core’s home for a farewell party, and he 
was presented with an overstuffed chair and a 
floor lamp. 





Company Elects Officers 
New Lonpon, Ono, Feb. 1.—At the annual 
meeting of stockholders of the Reynolds Lum- 
ber Co., reports submitted were exceedingly en- 
couraging and a hopeful outlook for the future 
Was presented. The following officers were 


cluded an addition to the Trevorton high school ; 

addition to the Minersville high school; a 30- 

room addition to the Penn-Wells Hotel, at 

Wellsboro, and a large high school building at 

Wellsboro, which is now under construction. 
—eV_—_____ 


The Reward of Virtue 


He was the best price-cutter of the lot, so 
Mr. Schmaltzenberger got the order. In his 
little coupe he was hurrying home, dreaming 
happily of affluence to be his when he could pile 
up a few more losses like this, when he had a 
blowout in the right front tire and the car 
careened across the highway, narrowly missed 
another auto, and crashed into a telephone pole. 
As the coupe bumped to a stop the pole, cross- 
arms and wires draped themselves around the 
now unconscious Mr. Schmaltzenberger. Pres- 
ently he regained his senses, and rescuers who 
arrived just then saw him finger the wires 
smilingly and exclaim: 

“A harp! Thank heavens, I lived clean.” 
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* 
Try a & Dion for 
M - Wlardwood 
Lumber 
Owned and ~6§CISAR BROTHERS 


Operated by 


2357 South Loomis Street, CHICAGO 
Telephone Canal 1830, 1831, 0118 








WHITE STAR LUMBER COMPANY 


811 Roanoke Bidg., CHICAGO 
Phone Randolph 1069 
Manufacturers and Wholesale Dealers in Maple, Birch 
and Oak Flooring, Redwood, old growth Yellow Fir,. 
Red Cedar, Northern and Western Hemlock, Pondosa 
and California Pine, Yellow Pine, White Cedar Posts. 
Exclusive agents for Redwood Manufacturers Co., and 
‘Soo Brand’’ Maple and Birch Flooring. 





and Alr Driea ENGELMANN SPRUCE 


We own and represent exceptional quality stocks in 
Engelmann Spruce, Sitka Spruce and Western Pine 


We represent Nicola Pine Mills, Ltd., Merritt, B. C. 


PAUL MILLER CO. 
LUMBER 
General Offices: 308 W. Washington St., CHICAGO 








Builders’ Commercial Agency 
ESTABLISHED 1890 
1350 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 

















A Real Sales Help For Lumbermen 
Try It For 60 Days FREE—No Obligation 


Hundreds of new buyers 
are listed in each new edi- 
tion of the Red Book and 
many others are announced 
by us TWICE a week as 
. they start in 
business. Red 
Book credit rat- 
# ings and reports 
are recognized by 
lumbermen as the 
most reliable 
Ask for Pamph- 
let No. 49-S and 
rates, also the 
details of the 60 
day FREE Trial 
offer. 
Our Collection 
Department has 









SS 


had many years 
of experience collecting lum- 
bermen’s accounts and will 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, 111. 
East. Headquarters, 35 S. William St., New York City 

















LOG STAMPS 


TRADE CHECKS, STENCILS 
BURNING BRANDS, ETC. 
SEND FOR CATALOGUE 


MEYER & WENTHE 


31 NORTH CLARK ST. CHICAGO 











Loggi 4 
SEINE raph c. Bryant 
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ntine economically? “Logging” wil 
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East and west side 
Exchange, New Orleans, 
month to date 


mills have 
La., for 





reported the following average f. o. 
sales made in the period Jan, 
have been inserted and distinguished by 


West East West East 
Side Side Side Side 
Plooring, Standard Surfaced Finish, 
Lengths 10-20’ 
1x3” rift— B&better 
Bé&better Inch thick— 
Shortleaf. 52.25 *50.00}] 4” ...... 29.61 28.67 
Longleaf. 53.10 *54.50] 6” ...... 30.07 29.50 
y a iw eae 33.09 29.59 
ee re Ceres: 1.66 34.67 
Shortleaf.*39.76 *41.50 12” 51.46 49.42 
Longleat Dh pee : . 
i re 31.60 | 5&6/4 thick— 
1x3” flat 1, 6, 8” - *46.50 45.88 
: 5&10” 592.00 52.60 
heel lilt CER ET *64.72 66.00 
B&better . 25.69 26.34 C 
i Se 23.41 24.09|> _ — 
a Hee 14.89 15.19] Inch thick— 
C— 
Ix4” rift— are 27.00 *21.00 
B&better | ae 25.00 26.00 
Shortleaf.. 49.25 Cae oe” vasets 26.25 25.00 
Longleaf . 55.00 55.75|10” ...... 33-50 . 31.25 
2" 0.33 *3 
ge Se ssawns 40.33 *34.94 
Shortleaf..*37.25 *40.50 Rough Finish 
1x4” flat , 10-20 
grain— B&better— 
- _,|inch thick— 
B&better. 25.81 24.79 4” 27 95 
ab. Bac aas” ee 21.46 RS ys as 95 50 
No. 2..... 14.00 18.00] 3» 17577) 26°35 
es 30.00 
Casing, Base & Jamb /|i2” ._..... 49.75 
10-20’ 5&6/4 thick— 
Bé&better— ae *43.65 42.00 
jones 32.00 35.50 15&10” *51.87 ae 
iat 5&10" 40.833 43.25 12” ...... *65.50 - 





SOUTHERN PINE 
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THIS WEEK’S LUMBER PRICE 


b. mill sales prices on southern pine to the Southern Pine Lumber 
17-23, but, where prices for this period were not available, prices for the 
asterisk: ’ 
West East West East West East West Eas; 
Side Side Side Side Side Side Side Sig 
Ceiling, Standard Partition, Standard No. 1 Shortleaf a Longleal 
Lengths Lengths 2x4” Dimension — ension 
x4”— % x4”— 112 & 14°.. 16.02 15.57|4> ¢ a4: ; . 
Bébetter.. 21.00 220.00] B&better.. 22.70 26.8816... 17.82 18.00]12,~ 14". 18.98 ttm 
INNO. Bicces .. *18.39 — DT newer 1.72 19.04 
~ ae ove” 
5 x 4" — No. 1 Fencing and * 2 ; a no [oXb™ : 
2 55 2 & 14 14.37 11.72]19 & 14’ 15.00 15.7) 
ag sgl st 17:49 Boards, gs 7 ee 15.18 14.00];6°° 07! 16.00 #1795 
tae | et" 7s SF 2x8” oe Qn a 
Sates S Sate SS lise” ..... 22.00 23.83 |12 & 14°.. 15.34 13.20|]2@ 14°,. 15.00 16.02 
s&better, nm og | 1X8”)... 21.17 24.03)16" ...... 15.620 12.24]16" 2) 16.08 1h 68 
x4 & 6”.. 32.41 37.25]1x10" |... 25.53 29.46 lox10” es 
1x12” 38.89 41.47]75, . 2x10 
Drop Siding, Standard sdeiess oe “eukwes 19.30 18.00}12" ...... 22.14 27.99 
Lengths, 1x6” No. 1 Shiplap, 10-20’ |14’ ...... 20.19 16.56]14° (77° "24.00 217: 
No. 117— ~l1x8” 21.21 21.60 oer 21.29 *18.08]16" ...... 25.00 *24 4 
B&better.. 24.¢ 61 25.75 1x10” ache 2750 ore 233° : 2x12” 
,  Reknas 83 *24,12 4°? silt teaiae "f12 & 14"... 24.64 2100112 & 147. 29.50 31,09 
Assorted ae — No, 2 Fencing, Stand-|!6 -..--- 26.35 19.25|4¢ ~. 7° 30.00 33.09 
B&better.. 26.68 25.5 
No. 1..... 25.02 24.43 dil ast ay 1.53] 0,2, Shortleat Me. 8 Rengieat 
, 2. 2. menaion 
Car Siding, Lining | 1x6” &C.M. 13.39 12.65 !ox4” _— Dimension 
ny fing ; 12 & 14’.. 13.89 13.46]12 & 147.. 15.17 1463 
Sanotier Mo. 2 Shiplap and jig: |...) 14.71 14.04/16" ...... 17.72 16.35 
7". i oo 99|_ Boards, Std. Lgth. [> .¢» 2x6” 
1x4” ; Shortleaf— 12 & 14’.. 10.75 11.06)12 & 14’ 13.50 12.13 
eee *22.75 22.50)1x8” ..... 14.06 12.73 | ares 11.38 12.00 16’ etcens 16.00 15.83 
No. 1— anit as 14.65 13.49 loyge . sa 2x8 1 ek. ae 
1x4” songleaf— 12 & 14’.. 12.55 02412 & -+ 15.00 12.50 
18’... ee 20.25 ]4x8” ..... 15.04 14.43]16" ...... 12.93 12.33]16’ ...... 17.00 *149 
No, 2— 1x10” .... 15.83 15.13]ox19” 2x10” 
Ax6” 5-30". 13.62 12 & 14’.. 12.61 12.37]12 & 147..*15.50 13.25 
No. 2 Boards, 1x12” |1¢' > SO26 TROGIR .c+<5 *17.00 16.25 
wer Standard Length |jyio"°"° l2x12” a 
og heel 2.60 2.41 |Shortleaf.. 16.52 14.63]12 & 14’.. 14.26 11.50 12 & 14’,, 15.50 15.30 
i Biceve *1.40 1.47 Longleaf.. 26.16 24.73°'16’ ...... $7.88 1500 1@ ...... 20.00 20.36 





ENGELMANN SPRUCE 


Prices f. 0. b. Chicago, effective Jan. 12, 


on 
air dried 


Engelmann white spruce boards, 


D&M, shiplap, drop siding and ceiling: 

Inch— 4” 6” 8” 10” 12” 
D&btr., 6-16’. 046.99 $46.00 $46.00 $56.00 $77.00 
No. 1, 6- 16’. 42.00 44.00 44.00 54.50 64.50 
No. 2, 8-16’... 37.00 37.00 36.00 36.75 47.00 
No. 3, - 20’. 25.00 27.50 28.50 30.00 32.00 
No. 4, 4-20’. 21.00 23.00 24.00 24.00 25.00 


No. 4 common, 1x4-inch and wider, 4- to 20- 


foot, which ey contain 20 percent of 4- to 

8- foot, is $22. 

5&6/4 4”&wdr. 4, 6&8” 10” 12” 

ermmtr., 6-10 ..0ccces $66.00 $68.00 $71.00 $81.00 

i Re er 59.50 61.50 64.50 74.50 
4” 6” 8” 10” 33° 


a 2, 8-16’..$43.00 $43.00 $42.00 $42.75 $53.00 
0. 


3, 8-16’.. 31.00% 33.50* 34.50 36.00¢ 38.00 
No. 4, 4- 20’.. 25. 00 27.00 28.00 28.00 29.00 
tAdd $4 for 10&12’ in 12-inch No. 2. 


*Add $1 for 16’ in 4- and 6-inch No, 3. 
tAdd $1 for 10&12’ in 12-inch No. 3. 


Specified In Dé&better and No. 1, 
add for 16-foot $5; for other lengths, includ- 
ing 18- and 20- foot, $2. In No. 2, add for 18- 
and 20-foot, $2; other lengths $1. 


For 6-foot in Nos. 1, 2 and 3, deduct $3 
from prices of 8-16-fco 


Bevel siding, %%-inch, es lengths, 3- to 20- 
foot, but not over 20 percent shorter than 


10- foot. 
Dé&btr., 4-inch...$25.00 E., 4-inch...$17.00 
6-inch... 28.00 6-inch... 20.00 
age, sueuee and fine, 4-foot; No. 1, $6.50; No. 





WISCONSIN HEMLOCK 


Following are f. o..b. Wausau, Wis., prices: 
Wo. 1 Hemlock Boards, SIS— ” 


s 10, 12414’ 16’ 
a: asows cvesbadaan $19.50 $20.50} $21.50 
DS) §«ksctvecddeeFeua 23.00 24.00 25.50 
2 rears 24.00 25.00 26.50 
: evrwrsinebnenue 26.50 27.50 29.00 
a anekednnnse ‘ 27.50 28.50 30.00 
For shiplap or flooring, add 50 cents to 
prices on No. 1 boards. 
Mo. 1 Hemlock Dimension, pee “7 
yg , 16’ 
ea can .-$24.50 $24. 50 #20 bo $25.50 
a -) wissen + 22.50 23.50 24.00 25.50 
i” “vexccesees - 23.50 24.50 24.50 25.50 
2x10” oiacenas + 23.60 29.50 28.50 28.60 
Er 3.50 30.00 29.00 29.50 


2 9. 
For Ni No. 2 dimension, deduct $3.00 from price 
No, 1, 





DOUGLAS FIR 


[Special Telegram to AmerIcAN LUMBERMAN 


] 


Portland, Ore., Feb. 2.—I*. 0. b. mill prices 
on actual sales of fir, Jan. 29 and 30 and Feb. 
1, direct only, straight and mixed cars, re- 
ported by West Coast mills to the Davis Sta- 
tistical Bureau, were as follows: 

Vertical Grain Flooring 
B&B&btr Cc D 
PM cibkba ene wataa nee $22.00 $15.25 inatt 
SE” seeneesetavekh owes 23.00 reas 
SOG” -cctienene zaman 23.50 
Plat Grain Flooring 
B&btr C D 
Se”) cceeuteeeeebd evens 15.00 12.25 eee 
ae” cavevesnacseerakd 17.50 16.00 
Mixed Grain Plooring 
SUE? . cvdvsenwens ; $10.00 
‘Ceiling 
Re” seoveneeeeunennes 14.00 11.50 
Re” sek a Heracdeehenes 16.25 13.25 
: Drop Siding, 1x6” . 
Se (ekdink een ew ewes 16.75 14.00 9.75 
ee <p cal eakaink ec ae 17.75 15.25 ea 
Finish, Kiln Dried and Surfaced 
1x6” 1x8” 1x12” 
ROGET ctecicvsnwees $26.25 $28.50 $45.00 
Common Boards and Shiplap 
1x6” , 1x10” 1x a. 
a eer $10.50 $11.7 75 $11.25 $16 ret 
a arr 7.50 75 5.50 25 
a eee 2.75 4.00 4.00 
Dimension 
12’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 
No. 1, 2” thic 

4”.$10. 00 $10. 00$11.00 $11.50 $12.00 cis he Sha ch 

6”. 9.5 9.25 10.25 10.75 11,00 $13.25 $14.00 
gr 9.25 9.25 10.25 10.75 10.75 13.00 15.25 
10”. 10.25 10.25 10.75 11.50 11.25 12.75 16.50 
12”. 10.75 10.75 11.25 12.25 11.25 13.00 16.00 
2x4”, 8’, $9.75; 10’, $9.50; 2x6”, 10’, $8.75 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
No. 2 $5. 75 $5.50 $5.50 5.75 _— 
No. 3 3.50 2.00 “ 

No. 1 Common Rough and/or Susteeet Timbers 

Bee. OBR Wie ei sse ees ev vcciiensh% 13.00 

ey ik a die ea atan acai eipneie eae 11.50 
Pir Lath 

Sk. 2 Seca ee aneukde.vheembemeaeaae $2.25 





Classified Ads Tell Your 
STORY for a Small Cost. 


WESTERN PINES 


AMERICAN LUMBERMAN] 


[Special Telegram to 
Portland, Ore., 





Feb. 3.—Following f. o. Bb. 











mill prices on actual sales were reported to 
the Western Pine Association by members dur- 
ing the period Jan. 26 to Feb. 1, inclusive 
Averages include both direct and wholesale 
sales and are based on mixed car _ orders. 
Quotations follow: 
Ponderosa Pine 
5/4x6” 6 /4x6" 
SeLects S2 or 4S— 1x8” & war. & war. 
© melee Bkiss cies $42.75 $44.41 $39.95 
ae | eae 25.40 30.46 25.50 
SHop S2S— No. 1 No. 2 No. 3 
Dee, Sinmagaenwaren $25.48 $18.58 $14.32 
WO eehuwesedeweews 24.32 17.70 13.84 
Com MONS S2or4S— No.1 No. 2 No.3 
el) ae $28.50 $18.75 $12.79 
SHEE Biv wcccces 43.17 23.78 14.00 
No. 4 Common, S2 or 4S RW RL........-.- $7.02 
Idaho White Pine P 
5/4x4” 6/4x4" 
SELEcTs S2 or 4S— 1x8” & wadr. & war. 
S meneet Ads «sacs $38.93 $54.25 $54.89 
> apeeet Abas. s+: 31.06 40.32 42.11 
Commons S82 or 4S— No.1 No. 2 No. 3 
"ei | ree eS $25.64 $15.12 
> gal pce 72.44 34.17 20.98 
No. 4 Common, S2 or 4S RW RL...... $9.50 
Sugar Pine ? 
5 /4x8” 6 /4x8 
SELEcTs S2 or 4S— 1x8” & war. & war. 
B&better AL...... oes ore 
© metect Als....-: $80.00 $62.50 $47.0! 
D select AL...... 35.15 24.88 35.34 
Smee $2s— No. 1 No. 2 No. 3 
Din rik hinh ees eee — $25.56 gear 
6) 4 ss 
S 4 28. vo 
Larch and Douglas Fir 
No. 1 dimension 2x4” AL. ........-2505 she 
No. 1 dimension 2x6&8” AL..........-- ee 
No. 3 common S2or4S 1x8” AL.. eccccce outa 
Vertical’ grain flooring C&better 4” RL. 21.0 
Everett, Wash., Jan, 30.—List prices of loss: 
Fir: No. 1, $16; No. 2, $12; No. 3, $8. 
Cedar: Shingle logs, $10@11; lumber 1085 
Hemlock: No. 2, $11; No. 3, $7.50. 
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RED CEDAR SHINGLES 


seattle, Wash., Jan. 30. 


-Following are prices 


lirect to the tre ide, on carload or part carload 
ot, f. o. b. mill, all prices being based on 
four bundles to the square, and shingles mixed 
with fir lumber being 10 cents higher than 
these prices: 
New Grades, Per Square 
Washington- British 
Oregon Columbia 
Royals, 24 , 
“SS Brevrrere cera 10@2.53 $2.40 
ae S gebe enc eueeee on 1.80 
perfections, ye”, S/2R"—— 
Sa Pr eerer tee a 1.80@2.10 1.80@1.96 
i ee ae ee 1.20@1.35 1.00@1.10 
et es aa rpm 1.00@1.10 .80 
16"°— S - 2 
No. 1, XXXXX. .-. 155@1.85 1.60@1.70 
No. 2 or all clear.... 1.25@1.50 1.25@1.35 
No, 3, 13” clear.....- 1.30@1.55 1.20@1.25 
No. 3, 10” clear or 
BekteP «cc ccccocnesee .90@1.25 .90@1.00 
te E S° CORT. ccceee 85@1.05 80@ .90 
Dimensions, 5/2, 5x16” 
SS Ser er oe 1.70@1.75 





PHILADELPHIA PRICES 


Philadelphia, Pa., Feb. 2.—Following 
prices prev ailing today in this market: 
LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 
B&better, $35.00; No. 1 common, $33.00; No. 2 

droppings, $25.00. 

LONGLEAF YELLOW PINE TIMBERS, 


are 


Rough, merchantable grade, water delivery— 
§6&8-inch 10-inch 12-inch 14-inch 16-inch 
$35.00 $10.00 $53.00 $61.00 $71.00 
GeorciA AIR DRIED ROOFERS— 

Tongued and grooved, %-inch, 6-inch width, 
$18.00. 


KILN DRIED YELLOW PINE ROOFERS— 
Tongued and grooved, standard, 6-inch width, 
$23.00. 


NortH CAROLINA PINE RouGH Box, No. 1— 


10-inch, $24.00. 12-inch, $25.00. 
NorTH CAROLINA PINE FINISH, 
ee eee $34.50 
NoRTH CAROLINA PINE STEPPING, " 
ee Ey er $52.50 


NorTH CAROLINA PINE DIMENSION, No. 2 & bet- 
ter— 

$48, %-inch scant, 2x3-inch, 
2x3-inch, 16-foot, $19.00. 
10- to 16-foot, $21.50. 


WESTERN RED CEDAR 


Seatle, Wash., Jan. 30.—Prices for red cedar 


9-foot, $18.00; 
Rough, 2x10-inch, 





siding in mixed cars, new bundling, 8 to 18 

foot, f. o. b. mill, are: 
Beveled Siding, %%4-inch 

Clear “ar “R” 

OS POC ree Tere $20.00 $18.00 $15.00 

ic a acule @ oinohture 24.00 20.00 17.00 

UE i ok dc eee ee 24.00 19.00 17.00 

Clear Bungalow Siding 

% inch inch 

DER x .wia'e ie ace eh rata ahaa ee $39.00 26.00 

| (ie Seer re 48.00 38.00 

ae ae nea 60.00 aed 

Finish, B&better 

$2S or S4S 

or Rough 

SN cas ort peel ch acme eee nee $ 45.00 

is le Sieve lge Sg cchran a Akh team aileron 55.00 

SS RMS cay ia a co ie Wace ws A wee RO 70.00 

er 6F nd ian dod ais eb elaine oe ae aiewee 100.00 

1522624” ssf a ac Ua ace call cel ws wee maak 105.00 

Ceiling or Flooring 
MOE ctus opeuusees ed onaeae nena en $ 30.00 


Discount on Moldings 
Made from 1x4” and under............+- 64% 
Made from other sizes.........ssceeeees 
Additional discount for 10,000 feet or more 
0 car 


ee 


Clear Lattice sicinaail 4 to 16’ 
100 lin. ft. 
Seid a aes stale tala tie ener rsa ee aca a oa $0.25 


ee ee 


WEST COAST SPRUCE 


[Special telegram to AMERICAN LuMBERMAN] 


Portland, Ore., Feb. 3.—The following are 
Prices for mixed carlots prevailing today: 





Finish— Factory stock— 
| GET $43.00 ee $17.00 
1x4—10” 33.00 |, Serre 21.00 
a eee 22.00 
Bevel siding— er 4.00 
. ar 19.00 10&13/4 meen 28.00 
%x6”,Flatgr. 20.00 Lath .......... 00 


3. 
Green box 10.00@12.00 


4x6”, Vert.gr. 25.00 


NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 


folk prices received during the week ended 
Jan. 30, as reported by the North Carolina 
Pine Association, there having been few sales 
and no changes from the preceding week: 
Rough 
Edge 4/4 
OO Re ee ere eT ee ree $33.95 
RE IRMEDN. cas shatters (peak ab a tcca Mido 60 hvac ne Sse ce 23.30 
Ee eee foe ee ame 15.20 
Bs oie hic WR eG inl td Gelb ee Oar Rae 12.65 
No. 1 No , 
b&better No. 1 box box 
Ix 4 - - $29.70 ati each 
* > eee 31.60 ai aunit nae 
eae 32.05 $25.20 $15.60 $13.90 
of 37.15 ae ama priced 
_ € 9 eee 33.50 26.25 15.85 14.15 
| pear 37.40 29.55 17.10 14.90 
| yl i 48.75 37.15 21.00 15.90 
Edge B&bette1 
5/4” A Ee eT ET EE OEE eee eT 
MNS aaa Sait in co told SGM aU dn GA a 48.45 
SN: eer ee Ere: = 
RET. “aussie Satsne nals Woo Hee ks ca wee 41.65 
Bark Strips— 
EM MER so cg peatns GPa bb Sasa we . $21.70 
MN ao SB ed: cig Gb kalba alee’ ha eee Eee eae 11.50 
Dressed 214%" 3” & 
Flooring- Ww ide Wider 
te ee $30.65 $29.35 
No. 1 common jg” ........ 25.90 25.70 
No. 2 common a Fes sec arta awit 18.30 17.80 
B&better bark strip partition.......... $24.80 
Box bark strips dressed.............e¢. 12.50 
No. 2 
Roofers dressed 
haa eh Sa. a oe $16.20 
MN. | sar'<)' gh ait as cie- sk wav OK wh ince de ca ae aa 16.90 
ere ee re pine sie 
EINE? hn ig aie ern are wn ia we Sy oe ah HT wae oneal 21.50 





CROSS TIES 


St. Louis, Mo., Feb. 1.—The 


following cross 
tie prices prevail f. o. b. St. 


Louis: 
Untreated S’th’n 
White Southern Heart 


ae Oak SapPine Pine 
No. 5, 7x9”, 8’, 9” face. .$1.10 $0.90 $1.75 
No. 4, 7x8”, 8’, 8” face.. 1.00 .80 1.45 
No. 3, 6x8”, 8’, 8” face.. .90 .70 1.23 
No. 2, 6x7", 3. 7° face... .88 .60 1.07 
No. 1, 6x6”, 8’, 6” face.. .70 .50 .89 


Red oak and heart cypress ties, 10 cents less 
than white oak; tupelo and gum cross ties, 15 





cents less than white oak; sap cypress, 20 
cents less than white oak. 
Switch Bridge 
White oak $3400 732-00 
gel aaeeeaamiiRe tet. yen 
Southern sap pine, untreated— 
I is ca ai cast Oi tere oe 25.00 
SR io aaiibetee OA a tk ot tee 27.00 
Following are carlot quotations, Memphis 
basis, on oak flooring: 
18x2%" 3x1” %x2” %x1\%” 
Clr. qtd. wht.....$85.00 $83.00 $75.00 $54.00 
Cir. qtd. red.... 74.00 63.00 55.00 50.00 
Sel. qtd. wht..... 62:00 60.00 40.00 36.00 
Sel. qtd. red..... 48.00 44.00 40.00 39.00 
Clr. pln. wht 53.00 48.00 47.00 36.00 
Clr. pln. red 49.00 46.00 44.00 38.00 
Sel. pln. wht..... 43.00 35.00 37.00 27.00 
Sel. pln. red..... 42.00 37.00 37.00 29.00 
No. 1 com. wht.. 33:00 23.00 20.00 16.00 
No. 1 com. red.. 33.00 25.00 18.00 17.00 
me 2 GER kwue 13.00 13.00 10.00 8.00 
%x2” %x1%” x2” 
CG. Wie ickccawns $78.00 $78.00 $95.00 
Ca Qi ica sce wn ewe 70.00 70.00 90.00 
es, We. Wee ccccecnss 58.00 55.00 60.00 
Ss ae 58.00 55.00 60.00 
Cs Gk. Was cccsecns 50.00 50.00 54.00 
= a ee 47.00 47.00 50.00 
, = SS ears 42.00 42.00 45.00 
ee: Ww caccccecss 42.00 42.00 44.00 
Des © ORR. Whi. scccccce 28.00 23.00 22.00 
Dre. © GORE. Pie ckcecccce 26.00 23.00 22.00 
Bee Me Obs aso ee Kndaass 12.00 12.00 10.00 


New York delivered prices may be obtained 
by adding to the above: For }#-inch stock, $9; 
for %-inch, $4.50; for %-inch, $5.50. 

Chicago delivered prices may be obtained 
by adding to the above: For }#-inch stock, 
$6; for %-inch, $3; for %-inch, $3.50. 
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NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 


f. o. b., Wausau, Wis.: 
ASH— 
FAS Sel. No.1 No.2 No.8 

Oe $47-49 $37-39 8 -29 $20-21 oueie 
5/4... 65-5 45-47 35 22-28 16-16 
_, Ser 60-62 50-52 38-40 25-26 16-16 
, 70-72 60-62 43-45 28-80 15-16 
BrrcH— 

4/4... 50-52 35-37 25-26 19-21 14-15 
5/4..... 53-55 38-40 28-30 21-22 15-16 
|, Or 58-60 43-45 34-36 23-24 14-15 
Dive<es 65-67 60-52 40-42 30-32 14-15 
> ea 73-75 58-60 53-55 45-47 
J, 78-8 63-65 58-60 50-52 
"oe 128-133 113-118 98-103  .... 
, eee 43-44 33-34 23-24 17-18 
= 43-44 33-34 23-24 — ° 
Thin4/4. 43-44 33-34 23-24 ae 

Price of No. 2 and better, x4 ‘inch ‘and 


wider, 4- and 6-foot —_— $24-25. 


For select red, add 


Rough birch, 6- to 16-foot, 


1x4 inch, two 
$56-52; 


one and two face clear, 


$38-40; i1x5-inch, two face clear, $60-62, one 
and two face clear, $48-50. 
SorrT 
 _ 45-47 35-37 26-26 17-18 14-15 
os 50-52 40-42 30-32 21-22 15-16 
|, ee 60-62 50-52 35-37 23-24 14-15 
a 60-62 50-52 35-37 28-30 14-16 
Sort ELm— 
‘AS No. 1&sel o.2 No.3 
a 40-42 8-30 20-21 17-18 
|. Bee 47-49 35-37 22-23 19-20 
|, oe 47-49 85-37 22-23 20-21 
7. 50-52 35-37 25-26 20-21 
Rock ELM— 
FAS Sel. No.1 No.2 No.3 
, 80-82 enue 65-57 25-26 16-17 
5/4. - 85-87 60-62 30-32 18-19 
|”, 90-92 65-67 30-32 19-20 
= 95-97 75-77 38-40 25-26 
|, 105-107 coe 85-87 62-54 nao 
Se estcas 115-117 re 95-97 57-59 30-32 
Basswoop— 
a, 48-50 38-40 26-28 20-21 14-15 
|. 51-53 41-43 30-32 22-23 15-16 
a 55-57 45-47 33-35 22-23 15-16 
ee 60-62 50-52 38-40 22-23 15-16 
yg ee 68-70 68-60 48-50 35-37 .. 
7 ee 78-80 68-70 58-60 40-42 


Keystock, 4/4 No. 1&better, see. 57; or on 
grades, FAS, $65-67; No. 1, $45-47 : 5/4 No. 
1&better, $60- 62; or on grades, FAS, $70-72; 
No. 1, $50-52. 


One and two face clear 6- to 16-foot, 1x4- 


inch or 1x4-5-inch, $45-47; 1x5-inch, $50-52. 
RED Oak— 
| ao 60-62 45-47 33-35 23-25 12-13 
\ 65-67 50-52 38-40 28-30 13-14 
6/4, 70-72 55-57 45-47 30-32 13-14 
80-82 65-67 50-52 35-87 13-14 
HARD MAPL 
Se 48-50 838-40 28-80 20-22 11-12 
, seer 58-60 43-45 30-32 22-24 13-14 
OFS. cee 63-65 48-50 32-34 24-26 13-14 
iy Oe 63-65 48-50 32-34 26-28 13-14 
IO Gicses 78-80 63-65 48-50 35-37 .. 
ST) 93-95 78-80 58-60 40-42 .... 
er 143-145 128-130. 108-110 jane 
Harp MapLtE RouGH FLOORING STock— 
—s _ 2 -- sas 
Oe ccavivssnecevesers $28 “30 $20- r32 $14-i8 
Dl écsesessessecenus .-- 80-82 22-24 16-17 
DE. sctnaseveseosvevesee + sees 24-26 16-17 
BEECH— 
No. 2 and better 
St ccuteece ke sabe wee (iapesuss ea $33-35 
BPG ovcncecsseebeca ce weddentee® -. 38-40 
FAS. Sel. No.1 No.2 No.3 
6/4..... $62-64 $52-54 $42-44 $30-32 $14-15 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $365. 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 





mills, lower Michigan: 
FAS No. 1 & sel. 
BP tecceeneueeboeusanhe $105.00 70.00 
er ere 110.00 0.00 
OS 2S er 110.00 80.00 
PE prcecdsukewdewsaenen 115.00 85.00 
Se isvaseveoweunennenee 140.00 110.00 
DG. satavetecesons ounces 150.00 120.00 





MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers’ 


Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 
Jan. 30 

First Second Third 
PN  screcnindeent $48.57 $38.32 22:93 
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Following were 
4/4 


AMERICAN LUMBERMAN 
SALES PRICES OF SOUTHERN HARDWOODS 


average sales prices received for southern hardwoo ds during the week ended Jan. 


February 6, 1939 


26, Chicago basis: 





5/4 6/4 8/4 4/4 5/4 6/4 8/4 
Rep GuM— WHITE OAKkK— 
0 eee 8 - Bok) Bt & Qe ee ee Qtd. No. 
No. 1&sel. 41.00 $4.25 $7.25 2.50 1&sel. Cee ee in cvslokeaee baaenenens ae 
ee ee ee ee, 8 ene > ae ea mtmine es eG ES a ee Se ee eee ee ae 3 
et en ae ee Cer & &  Atkeéetwenes sensed deeecer Pin. FAS... 73.5008 BL30 S8E.5008 BB.B0  ccvcccecvons 115.25 
ge a ee ee a er et ae a ee No. 1&sel. 45.50@ 55.25 51.50 55.50 63.25 
Sap GumM— No. rr 33.25 @ 35 EE ere eee ee ‘ 
Qtd. FAS... 39.50@ 42.50 ..........:. 39.50@ 39.75 44.75@ 49.25 No. 3-A .. 24.25@ 27.50.02... cece cee eee eee o. 
No. 1&sel. 27.75@ 30.75 30.50 30.50 32.50@ 33.75 No. 3-B .. 22.500 ee eee teen ee nee te eee ees wee 
<> EI EE Biwceiwanenh SEACMSR RR RES Sete eRe mE 42.75 
i ee en ee ee = =| beth e heehee Ca heew sea eee PoPpLAR— 
No, 2 ..-+ 20.50@ 26.00 .......--4.. 22.75 24.50 ae J i ieee caediniiamanics ee 
ne ee 8 £#« + Skieamene eas  ceOraetide ma wik sw alewunieie we elas Sapna. 4600 ... cahowcsseccr 49.25 49.25 
BLackK GumM— No. 1 com. 31.75@ 35.75 33.75 33.75 a 
Qtd. No. ee <a Ce Se Gane veeeekes. ewseduakae es 
ei, BAe Ree Le ie 32.50@ 32.75 DU CUIOUEE ec ge er ce iter aad 
Pin. No. AsH— 
a “eaten jj  . ‘cnasemwennst. Wiekiemaae waren aveiReee FAS. ...... 48.75@ 57.50 85.50 62.75 
TUPELO— Me. ise... Bete SABO nice ewnwne > - wim ibierg gael 
Pin. No. i - aeews PE DE ssaseeeaivoccn. eslaneuwnnwbn ; 
cn ee £4 (C00 ie, nenS Dae ee aeaee  -WAd RAM eaenS BEECH— 
MAGNOLIA— a uF ceaws a 4  @iirhéitesteeracpin - Sigh wel eleebe 
i) eae wt Dee tpcanveeteades Sahttesebeae wakeedeeuainen Sort ELM— 
a; Ben scaseanes iter. Sea eel pica setias pina 32.25@ 33.25 5.75 OO” ae 37.50@ 45.50 39.50  § Licecccccces 
me BS svcce- ae _—— # °° #£©weeceevnik eae  ~eicmaetacedeors No. 1&sel 27.50@ 29.00 28.50 3 .........00-. 
RED OAK— oe eer 22.50 23.50 2 O00 
Qtd. No. CoTTON WOOoD— 
Re Ge, AO, is Sl oes: | itera eel Gee ake cmeiiag No. 1&sel ore 8 8 8  eecreawense, Seems detente 
Pin. FAS... 57.50@ 67.00 65.00 GEOG F308 .cccecs Basswoop— 
Pr CE wceccadesca® ERO CENOCOe weeeReoauawes Se oe oe See ee ee lh ee 
FOO. BD ccc BEBO SAGO ceciccsecene eebewiconens Caensontnces WILLOw— 
MIXED OAK— Wa saves a 8 8 8 80—s— ss i deci es 48.75 53.75 
a Sr. Cee mee See 8  ibeheneenece StbWeeenewea i eee ee Gace. ach ahaa on 
APPALACHIAN WOODS Thi W k’ M k t R n 
Cincinnati, Ohio, Feb. 1.—Average whole- is ee S a r e epor ) 
sale prices, carloads, Cincinnati base, on Ap- 


palachian “soft texture” hardwoods: 
PLAIN WHITE OAK— 


4/4 5&6/4 8/4 
Seer $95@100 $105@115 $110@120 
No. 1 com.&sel. 45@ 50 60@ 65 70@ 75 
No. 2 com..... 30@ 33 38@ 40 
ee OR eau 20@ 22 24@ 26 26@ 28 
Sd. wormy..... 33@ 35 55@ 57 60@ 62 
PLAIN RED OAK— 
errr re 75@ 82 80@ 85 90@100 
No. 1 com.&sel. 43@ 48 52@ 55 58@ 62 
No. 2 com..... 28@ 30 36@ 38 38@ 40 
No. 3 com..... 20@ 22 27@ 30 28@ 30 
CHESTNUT— 
See 70@ 75 80@ 85 90@ 95 
No. 1 com..... 42@ 46 61@ 65 61@ 65 
No. 3 com 20@ 21 20@ 21 20@ 21 
Sd. wormy & 

No. 2 com... 25@ 28 29@ 32 33@ 35 
No. 1 & btr. sd. 

WOPERT .ccc0 28@ 32 30@ 33 35@ 37 

PoPLAR— 
Panel & No. 1, 

18” & wdr...130@135 140@145 150@155 
eer 88@100 105@115 120@130 
Saps & sel.... 60@ 75 80@ 90 95@105 
a 8 dieuekaue 43@ 48 50@ 55 55@ 60 
me De owes 28@ 30 32@ 35 38@ 40 
OS eae 20@ 22 26@ 28 27@ 29 

Marz-- 
_ Jee 70@ 75 75@ 78 78@ 80 
N». 1 com.&sel. 45@ 50 52@ 55 57@ 60 
No. 2 com..... 33@ 36 38@ 41 39@ 42 





CHICAGO RECEIPTS, 
SHIPMENTS 


Chicago receipts and shipments of lumber 
and shingles in thousands, were reported by 
L. C. West, statistician, of the Board of Trade 
for the four weeks, Jan. 9 to 30, inclusive, with 








comparative figures for the corresponding 
period of 1930: 
Receipts 
Above 
Lumber— Receipts Shipments Shipments 
Jan. 1 to) 1932 62,911 23,892 39,019 
Jan. 30 §1931 97,400 41,247 56,153 
Inc. or dec.... —34,489 —17,355 §+17,134 
Shingles— 
Jan. 1 to} 1932 5,566 4,697 869 
Jan. 30 §1931 13,718 23,823 $10,105 
Inc. or dec.... —8,152 —19,126 §+10,974 
§Last figure in each group gives difference 


between 1931 and 1930 net receipts. 
tShipments above receipts, 


For Editorial Review cf Current Market Conditions See Page 21 


NORTHERN PINE 


BUFFALA, N. Y., Feb. 2.—The lack of snow 
has been hampering woods operations in both 
Ontario and Quebec, though the spruce mills 
are more affected than those in northern 
pine. Most of the latter have already put in 
a stock of logs. Only a few of the northern 
pine mills have been operating recently. The 
market is quiet, and a rather easy tone pre- 
vails in prices of most grades. 


HEMLOCK 


BOSTON, MASS., Feb. 2.—Hemlock is still 
very quiet, despite efforts to stimulate buy- 
ing by shading prices. Retailers’ stocks are 
depleted. Eastern and northern clipped 
boards are $22, and random $21. All sizes of 
western hemlock have been offered, Boston 
dock, at $15 off page 11%, Atlantic differen- 
tials, and other sellers quote $15@16 off page 
10%. Doubt that a $9.50 cargo rate for Feb- 
ruary will be maintained adds to the uncer- 


Oe _ CYPRESS 


CINCINNATI, OHIO, Feb. 1.—More inquiry 
is being received for cypress finish and other 
uppers, and prices show a slight strengthen- 
ing. Lowers are not any firmer, however. 
Small orders for finish for factory repair 
work are being placed by retailers. 


BALTIMORE, MD., Feb. 1.—Demand for 
cypress is small, prices remain unchanged, 
and production has not been increased. 


WESTERN PINES 


NEW YORK, Feb. 2.—Though increased re- 
ceipts of Ponderosa pine, by water and rail, 
are reported in some quarters, lack of stock 
has prevented many mill representatives from 
bidding on inquiries. Despite the small sup- 
ply, there is no tendency for prices to ad- 
vance, but they remain firm. Industrial 
orders and inquiries furnish the chief ac- 
tivity. Idaho pine is low-priced and salable. 
Sugar pine continues to have a small, well- 
priced market. 


BUFFALO, N. Y., Feb. 2.—Buying of the 
western pines is on a small scale. Some 
easing of prices in the better grades of Cali- 
fornia sugar pine has taken place, but stocks 
at mills are not large, and early strengthen- 
ing in the market is looked for. 


KANSAS CITY, MO., Feb. 1.—Mill repre- 
sentatives say there was smaller interest in 
western pines last week than in any week 


since the 
Demand is 
items, but 


calendar 
good for 
to move, 


HARDWOODS 


NEW YORK, Feb. 2.—There 
activity in hardwoods. 
is a little more frequent. Some maple, oak, 
gum, basswood and birch is sold every day, 
but pool cars are frequent, mixed cars are 
the rule, and no large orders are booked 
Prices remain low. Inquiries from the United 
Kingdom and the Continent have been with- 
drawn, as European lumbermen seem unable 


beginning of the 
still especially 
commons are hard 


year. 
shop 


is only fair 
Industrial inquiry 





to pay the rate of exchange. 
CINCINNATI, OHIO, Feb. 1.—Southern 

hardwood mills are stiffening somewhat in 

their prices of many items of kiln dried 


stocks, but much air dried hardwood is still 
being offered at cut-throat prices, some of 
it being worth comparatively little. Ship- 
ments of the larger mills are delayed by 
floods and incessant rains. Oak flooring is 
more active, with prices stiffer. 


BALTIMORE, MD., Feb. 1.—No decided ex- 
pansion in demand for hardwoods, nor im- 
provement in the quotations, has taken place. 
Available stocks are undergoing steady re- 
duction, with some grades actually scarce, 
and with the mills inclined to continue to 
curtail. Lack of foreign demand seems just 
now to be the greatest drawback to improve- 


ment. 

BUFFALO, N. Y., Feb. 2.—Business is not 
active at the hardwood yards, and some of 
them report that in January it was little or 
no better than in December. While prices 
are easy in ordinary items, a growing scarcity 
of others is manifest. 


DOUGLAS FIR 


NEW YORK, Feb. 2.—Inquiry for Douglas 
fir is touching new lows. Prices have weak- 
ened as a result of an open period for inter- 
coastal lumber rates. Although water 
freights are being quoted on the basis of 
$9.50 for this month and $10 for March, the 
feeling of uncertainty as to whether these 
rates will be generally in effect has kept 
some mill representatives from quoting 0 
Wholesalers re- 
to fill up broken 
sure that prices have 
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torage. Only one really substantial order 
for mill shipment has been reported in the 
U0 : P 

last week or two. Prices are somewhat ir- 


regular, and dealers are very cautious. Some 
sellers quote $14.50 off page 11%, Atlantic 
differentials, for all sizes, and others ask 
$14.50@15 off page 10%. There have been 
concessions on fir boards from: No. 1, 
$18.50@19; No. 2, $18; No. 3, $16. 


BALTIMORE, MD., Feb. 1.—The movement 
in fir has so far remained of rather small 
yolume. Keen competition effectually pre- 
yents any marking up of prices. 


KANSAS CITY, MO., Feb. 1.—Only scat- 
tered interest is noticeable in the Douglas 
fr market. Offerings are very heavy, but 
prices have a firm undertone. 


EASTERN SPRUCE 


BOSTON, MASS., Feb. 2.—Eastern 
trade is very quiet, and prices are weak. 
The low quotations for some items have 
eased off another $1 or so. Retailers are un- 
willing to increase their light stocks. Quota- 
Dimension 20-foot and under, 2x3-, 4-, 





spruce 


tions: 

6-, 8x4-, 4x4-inch, $25@26; 2x$-inch, $31@32; 
9x10-inch, $34@35; 2x12-inch, $36@37; 4x6-, 
gx6-inch, $26@27; 4x8-inch, $28@29; 6x8-, 
§x8-inch, $30@32; random lengths, 2x3- to 
j-inch, $20@22; 2x8-inch, $25@26; 2x10-inch, 
$32@33; boards, covering, 5-inch and up, 
§-foot and up, D1S, merchantable, $21@23; 
matched, 1x6- and 7T-inch, random lengths, 


$24@25; furring, 1x2-inch, $19@21; lath, 
1%-inch, $3.75@4; 15-inch, $4.75. 

BOSTON, MASS., Feb. 2.—There is very 
little inquiry for clapboards. Retail stocks 
are generally low and_ broken. Eastern 


spruce and native white pine clapboards are 
in light supply and keep about steady, while 
there are abundant offerings from the Coast, 
particularly red cedars, and some sellers are 
conciliatory. 


BOXBOARDS 


BOSTON, MASS., Feb. 2.—Depressed prices 
and slack demand continue to feature the 
boxboard market. Curtailment of production 
has not kept pace with the slump in con- 


sumption It is possible to buy ordinary log 
run lots of round edge white pine inch box- 


boards for as little as $18. 
SHINGLES AND LATH 
KANSAS CITY, MO., Feb. 1.—There was 


an increase in shingles sales last week, prob- 
ably brought out by colder weather. Lath 
were slow. 


SOUTHERN PINE 


NEW YORK, Feb. 2.—There is a good deal 
of railroad and some suburban yard inquiry 
for southern pine, but no city yard business. 
At least three railroads are buying in smail 
quantities, their orders being partly for deck- 
ing to convert freight into automobile cars. 
East side longleaf still has the edge in this 
market Shortleaf is not being inquired for, 
but specialists hesitate to say whether this is 
because of the competition of Douglas fir, or 
because no one is doing the sort of work that 
requires shortleaf. 


BALTIMORE, MD., Feb. 1.—Calls for long- 
leaf are held down to small proportions, and 
quotations are depressed. Lower grades must 
meet severe competition. For certain widths, 
Which are never in excessive supply, there is 
a steady inquiry. North Carolina pine de- 


mand is still lagging, and prices show no 
Signs of strength. Though stocks on the 
wharves here are very low, there is no dis- 


Position among the buyers to take more than 


is urgently needed. Inquiry is small. 
KANSAS CITY, MO., Feb. 1.—There is a 
fairly persistent demand for southern pine. 


Scattered yards in agricultural districts pur- 
chased mixed cars last week, but the large 
line yards are displaying little interest, tak- 
ng only occasional small amounts when 
their stocks of certain items become entirely 
exhausted. 


BOSTON, MASS., Feb. 2.—January was 
about the quietest month for southern pine 
ever experienced in this territory. Prices 


have been unsatisfactory. Dealers will have 
to begin replenishing along in March. Heavy 


timbers, plank and dimension are very dull. 
Quotations: 8-inch air dried roofers, $21@22; 
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B&better 11/16-inch partition, 
Ix4-inch shortleaf and longleaf flooring, 
B&better rift, $58.25@63.75; C rift, $47.50@ 
54.75; B&better near rift, $47.50@50.50; B&bet- 
ter flat, $34@35.50. 


$30 @36.25; 


CINCINNATI, OHIO, 
items of southern 


Feb. 1.—A number of 
pine are scarcer, with 
prices firm in dimension and boards. Re- 
tailers are somewhat more liberal in their 
commitments, as inventories disclosed stocks 
much broken. Many fill-in orders are being 
placed, but are mostly for relatively small 
lots. Inquiry from eastern wholesalers and 
planing mills promises a fair amount of pur- 





OBITUARY 


JAMES R. BLAIR, well known lumberman, 
formerly of Memphis, Denver and lately of 
Portland, Ore., died suddenly on Jan. 24, just 
as he was apparently making a complete 
recovery from injuries received in an auto- 
mobile accident near Redmond, Ore., Dec. 31. 
His death comes as a severe shock to his 
many friends in the lumber industry. Jim 
Blair was born in Pennsylvania in 1878 and 
spent his entire adult life in the lumber busi- 
ness. His early work was with the L. H. 
Gage Lumber Co., at Memphis, Tenn., where 
his ability was soon recognized and his ap- 
pointment as manager followed. Eventually 
he became secretary-treasurer ‘of that com- 
pany. Mr. Blair married Miss Mabel Solly in 
Memphis in 1910, who survives him with one 
son, James R., jr., a student at Oregon Uni- 
versity. In 1918 the Blairs moved west for 
reasons of health, and Jim Blair became saw- 
mill manager for the Hallack & Howard 
Lumber Co., of Denver, Colo., remaining there 
until 1929, when he went to Oroville, Calif., 
to the Detroit Trust Co. In 1930 he went to 











Portland, opening offices in the Spalding 
3uilding. Mr. Blair was a man who made 
many firm friends and kept them. His loss 


is deeply felt in Portland. He was prominent 
in the affairs of the DeSoto Lodge of the 
Masonic order while at Memphis. 


ALBERT B. BATES, formerly in the lum- 
ber business at Kansas City, Mo., died on 
Friday, Jan. 29, at Wiesbaden, Germany, ac- 
cording to word received by his brother, W. 
Scott Bates, of the W. S. Bates & Sons Lum- 
ber Co., of Kansas City. No details of the 
death have been received. Mr. Bates was 
associated in the Clark Lumber Co., of Kan- 
City, with his uncle, Edgar W. Clark, 
and was also associated with the W. S. Bates 
Lumber Co. He was a veteran of the Span- 
ish-American war and a lieutenant in the 
Missouri National Guard. Since his retire- 
ment from the Clark Lumber Co. in 192: 
Mr. Bates had been traveling in Europe and 





sas 


other parts of the world, accompanied by 
Mrs. Bates. His widow and brother are the 
only survivors. 


W. RIDEOUT, Known throughout northern 
Maine as a “key”? man in log driving opera- 
tions for many years, died Jan. 25 at his 
home on the Albion Road, Benton, Me., at the 
age of 83. Mr. Rideout was born Dec. 28, 
1848, the son of James and Rachel Bragdon 
Rideout, and he was the youngest of thirteen 
children. He was identified with river driv- 
ing on the Kennebec River from his early 
youth and for many years was famed for his 
skill, daring and success in breaking up log 
jams. He is survived by two daughters, and 
by eight nephews. His wife died two years 
ago. 


MRS. ETHEL ZWECK, 55 years of age, 
wife of Albert T. Zweck of the A. T. Zweck 
Lumber Co., Spokane, Wash., died there Jan. 
28. A resident of Spokane for 24 years, Mrs. 
Zweck was a member of Mother Church of 
Christ Scientist, of Boston, of Electa chap- 
ter and Bethel Shrine No. 6 of the Eastern 
Star, and of the Daughters of the Nile. Be- 
sides her husband she is survived by a sister, 
and her father. 


JOHN E. CUTLER, a lumberman of Wel- 
land, Ont., died suddenly on Jan. 24, after a 
stroke. He had observed his 82d birthday 
only three days before his death. One of the 


city’s oldest residents, he was the senior 
member of J. E. Cutler (Ltd.), lumber mer- 
chants. He was a leading member of the 


United Church and an ex-member of the city 
council. Surviving are his widow, a daugh- 
ter, and three sons. 


FRED J. GRUHL, aged 72, president of the 
Gruhl Sash & Door Co., Milwaukee, Wis., died 
Jan. 26 at his home there. A native of 
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Cedarburg, Wis., he went to Milwaukee when 


he was 17. His company was founded in 
1886. Surviving are his wife, Emma; three 
sons, Edwin, of New York, and Clarence and 
Alfred, of Milwaukee. 





IRA YOUNG, a resident of Randolph, N. Y., 
for 44 years, and long engaged in the lumber 
and building business there, died on Jan. 25, 
at his home, aged 90. He was born in Hyde- 
town, Pa., and during the Civil War was a 
member of Co. C., 169th Inf. Surviving are 
two sons, Judson J., of Randolph, N. Y., and 
Floyd, of Kennedy, N. Y.; also four daughters, 
21 grandchildren and 17 great-grandchildren. 





PATRICK J. LYNCH, lumber dealer and 
oil producer of Oil City, Pa., died at his home 
on Jan. 27 of a throat infection, following 
a heavy cold. He was 59 and had been a 
lifelong resident of Oil City, a member of 
St. Stephen’s Church there and of the Knights 
of Columbus. His widow and son, Edward, 
survive. 


Timber Land Sales 


RUSSELLVILLE, ARK., Feb. 1.—Purchase 
of 2,848 acres of Arkansas land for forestry 
purposes in the Ozark and Ouatchita Na- 
tional Forests, has been authorized by the 
Department of Justice, at Washington, D. C. 
Title has been approved. The land consists 
of 1,579 acres in Newton, Polk and Scott 
counties, from the Hergert Plantation Co. and 
others, for $4,738; 469 acres in Perry County 
from F. R. Bigelow for $1,290 and 800 acres 
in Johnson, Crawford, Scott, Polk and Frank- 
lin counties from the College of the Ozarks 
and others for $3,508. 








Popularity of Government Pub- 
lications on Wood 


WasuHIncTon, D. C., Feb. 2.—Lumbermen 
can get some idea of the vast quantity of litera- 
ture supporting the better and wider use of lum- 
ber now being distributed by the Government 
by reading the public argument that has gone 
on in the press recently between the public 
printer and the National Committee on Wood 
Utilization of the Department of Commerce. 

Public Printer Carter opened the melee by 
including the National Committee by name in 
a report to Congress telling of great quanti- 
ties of superfluous material being called for by 
Government offices. He said the committee was 
among bureaus which asked for more copies of 
publications than they could possibly have use 
for. He specifically cited a recent booklet on 
“Furniture,” of which he said 500,000 copies 
had been ordered. He admitted that sales 
seemed to warrant a good sized issue, but said 
there seemed to be an excess of several hun- 
dred thousand copies. In fairness, he went on 
to cite that the committee had disposed of 623,- 
000 of approximateiy 829,000 copies of other 
literature ordered by it, constituting one of the 
Government records for distribution through 
sale. No sooner had the attack appeared in 
print than Axel H. Oxholm, director of the 
committee, produced a letter from Dr. A. P. 
Haake, managing director, National Associa- 
tion of Furniture Manufacturers, in which the 
furniture industry had committed itself to pur- 
chase for distribution on its own account all of 
the booklets remaining two years after date of 
publication, scoring further honors for Mr. 
Oxholm and the National Committee on Wood 
Utilization and taking the wind out of the Pub- 
lic Printer’s sails. 

An incident showing the rapid manner in 
which the committee’s publications are disposed 
of occurred during the week in which the con- 
troversy ensued, 11,000 copies of a book on 
“Treated Wood” having been called for. Eight 
thousand of these were purchased by one of 
the lumber associations, one thousand by a 
wood treating plant and another .thousand by 
a lumber manufacturing concern. In a recent 
issue the AMERICAN LUMBERMAN carried a 
report telling of the early exhaustion of the 
first issue of “You Can Make It for Profit,” a 
recent committee publication and of further 
orders requiring an even larger second edition. 
“Insulation: Its Use and Application” is an- 
other recent committee publication which is 
proving widely popular. 
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BUSINESS CHANGES, INCORPORATIONS, 








Business Changes 


ARKANSAS. Hot Springs—The offices of the 
Dermott Land & Lumber Co. and the Leavitt Land 
& Lumber Co. have been moved to Hot Springs. 

CALIFORNIA, San Francisco—W. H. O'Neill 
Lumber Co, moved from 149 to 465 California St. 

San Francisco—Swayne Lumber Co. moved from 
240 Front St. to 215 Market St. 

CONNECTICUT. Watertown—Watertown-Water- 
bury Lumber Co. succeeded by Watertown Lumber 
Co. 

MARYLAND. 
late Henry P. 


Baltimore—The business of the 
Duker is being liquidated. Sales of 


stocks in the yards are being made, the Safe De- 
posit & Trust Co. being the liquidator. 
MICHIGAN. Detroit—The Warren Avenue yard 


of the F. M. Sibley Lumber Co. 
the Rader & Berg Lumber Co. 
Kalamazoo—North Lumber & Mfg. Co. 
by North Lumber Co. 
MINNESOTA, Imogene—Nye & Jenks Grain Co. 
closing yard 
Stillwater—James E. McGrath 
ceeded by Northwest Tie & Lumber Co. 
NEBRASKA. Emmet and Johnston—Nye & 
Jenks Grain Co. closing lumber yards. 
Stella—S. G. Porter has purchased the 
of Kreamer & McGrath in the 
Coal Co. 
NEW JERSEY. Tuckerton—Newbury 
Co. reorganized as Tuckerton Lumber Co. 
NEW MEXICO. Gallup—The Dixon & Chase 
Lumber Co., of Los Angeles, has purchased the 
holdings of the Hilso Lumber Co. between Fort 
Wingate and McGaffey, and has started operations 
on the property. Headquarters will be established 
in Gallup and a planing mill erected on the hold- 
ings. Lumber will be shipped to southern California. 
NORTH CAROLINA. Oxford—Hunt Mfg Co. 
(Ine.) succeeded by Wells Lumber & Mfg. Co. 
PENNSYLVANIA. Birdsboro 
ceeded by Samuel Happel, 
SOUTH DAKOTA, Herrick—Nye & Jenks Grain 
Co. sold to William Krotter Co 
Vermilion—Thompson-Lewis Co., 


has been sold to 


succeeded 


& Sons Co, suc- 


interests 
Stella Lumber & 


Lumber 
(Inc.) 





-Garver & Co, suc- 
retail lumberman. 


implements and 


lumber, sold to E, C. Barton. 

TENNESSEE. Lynnville—Notice is filed of dis- 
solution of partnership of the firm of Lynnville 
Lumber Co., composed of L. C. Sands, C. T. Reid 


and C. H. Witt. The business will 
at the same place by L. C. Sands. 

TEXAS. DeKalb—DeKalb Tie & Lumber Co. now 
owned by W. W. Whybark. 

San Antonio—Uvalde Cedar Co. 
ital to $25,000. 

Weimar—Walker & Short dissolved: J. F. Walker 
has purchased the interest of E. F. Short and 
will continue business under his own name. 

UTAH Salt Lake City—Overland Lumber (Co 
consolidated with Gem State Lumber Co., of 
Pocatello, Idaho. Stock to be moved to Salt Lake 
yards. 

WISCONSIN. Marinette—Marinette Match Co. 
purchased by Edward H. Bohlmann,*of St. Louis. 
A new corporation will be organized to take over 
the plant in which the Cupples Co., of St. Louis 
will have a controlling interest, it is reported. 

BRITISH NORTH AMERICA 

ONTARIO. Woodstock—The Wood Mosaic Co. 
(Inc.), with headquarters in Louisville, Ky., has 
Hurchased the plant of the Canadian Furniture 
Manufacturers (Ltd.) and will manufacture veneer 
and flooring and carry on a general lumber busi- 
ness under name of Wood Mosaic Co. (Canada) 
Ltd., a Canadian suDsidiary. 


Incorporations 


CALIFORNIA. 
Door Co., 


be continued 


decreasing cap- 


Los 
incorporated, 

FLORIDA Greensboro—The 
lumber. incorporated; 
sr., interested 


Angeles—Herzog Lumber & 


R. S. Miller Co., 
R. S. Miller and J. R. Miller, 


ILLINOIS. Danville—Ralph Lauten Co., incor- 
porated; 100 shares no par; old concern, 436 N. 
Gilbert St. 

MICHIGAN. Oxford—Chamberlin & Crawford, 


incorporated 
NEBRASKA. 
incorporated; 
terested. 
Mullen—J. E. Lowe Co., incorporated; to deal in 
lumber, coal, hardware, paints and implements; 
capital, $20,000; J. E. Lowe, president. 


Milford—Yost 


Bros. Lumber Co., 
capital, $100,000; 


Levi R. Yost in- 


NEW YORK, Brooklyn—Anchor Lumber Cor- 
poration increasing capital to 300 shares no par 
value, 


TENNESSEE. Knoxville—Shepard-Huffaker Lum- 
ber Co., incorporated; capital, $5,000; William G. 
Shepard, 422 Locust St. 

Memphis—F. T. Dooley Lumber Co., 
porated with capital of $75,000; F. T. 
Jones, et al. 

TEXAS Gladewater—Yankee 
corporated; capital, $6,000; F. E. Stancil interested. 

Houston—Honerkamp-Pech Lumber Corporation, 
changing name to Honerkamp Lumber Co. and in- 
creasing capital from $10,000 to $20,000. 

_ WASHINGTON. Aberdeen—Olympic Timber Co., 
incorporated; capital, $5,000; saw-mill and logging; 
G, J. and P. R, Hogan interested. 

Anacortes—Western Cedar Shingle Co., incor- 

porated; capital, $5,000; sawmill and manufacture 


re-incor- 
Dooley, T. E. 


Lumber Co., in- 


of shingles; Charles Gilkey interested. 
Tacoma—Tacoma Wood Products 
porated: capital, $50,000; H. C. Agnew 
McClellan, incorporators. 
WISCONSIN. Kenosha—Southport 
Supply Co., decreasing capital from 
$75,000. 


Co., incor- 
and H,. H. 


Lumber & 
$125,000 to 


Casualties 


Providence—Lemon 
loss by fire in warehouse, $300. 
LOUISIANA. Roseland—Roseland Box & Veneer 
Co.’s plant has been damaged by fire. 
MARYLAND. Baltimore—Lumber concerns dam- 
aged in fire which swept lumber district on Jan. 
27 & Bruns Mill & Lumber Co., Henry P. 


KENTUCKY. Lumber Co., 





27: Heise 


Duker Co. and MacLea Lumber Co Total loss 
estimated at more than $150,000. 

NEW YORK. Buffalo—Joseph Zoladz Lumber 
Co., loss by fire, $10,000; display room destroyed 


with contents. 


NORTH CAROLINA. Butters—Butters Lumber 


Co., loss by fire which destroyed 6,000,000 feet of 
lumber and damaged sheds. 
PENNSYLVANIA. Williamsport — Penn Street 


Planing Mill destroyed by fire; loss $40,000. 


WEST VIRGINIA. Montgomery—Hamilton Lum- 
ber Co., loss by fire, $15,000. 

WEST VIRGINIA. Etam (R.f.d. from Rowles- 
burg)—Plant of Buffalo Creek Lumber Co. de- 
stroyed by fire; loss, $250,000. 

WISCONSIN. Milwaukee—General Box Co., loss 


by fire, $15,000. 


New Ventures 


CALIFORNIA. Glendale—Jack Isbell Co. has en- 
gaged in the building material and supply busi- 
ness at 101 N. San Fernando Road under manage- 
ment of J. O. Isbell. 

Los Angeles—The Pioneer Walnut Co. has en- 
gaged in business at 1326 E. Produce St. under 
management of Carl K. Newman. 

Redwood City—S. A. C. Solarium Co. 
began manufacture of portable solariums. 


INDIANA, 


recently 


Jeffersonville—Cavanaugh Lumber Co. 


has started a retail lumber yard. 
IOWA. Oskaloosa—Hawkeye Lumber Co, im- 
proving establishment and opening new addition 


to yard. 

Ottumwa—Miley Bros. Co. 
Main St. 

LOUISIANA. New Orleans—American Fir Lum- 
ber Corporation opening whole lumber business, 

MINNESOTA. St. Paul—Northwest Tie & 


will open at 1102 E, 


Tim- 


ber Co. recently began business. 

OREGON. The Dalles—Court Street Lumber & 
Fuel Co. has been opened by C. T. and Paul L. 
Smith. 


TENNESSEE, Sequatchie—Rocky River Stave & 
Lumber Co. locating a mill in Little Sequatchie 
Cove for production of barrel staves; about thirty 
hands will be employed. 


New Mills and Equipment 


LOUISIANA. Clayton—J. H. Miller & Co. in- 
stalling a stave mill at this point moving ma- 
chinery from Winnsboro. 

NORTH CAROLINA, East LaPorte—Blackwood 
Lumber Co. plans erecting a pulpwood mill in the 
balsam and spruce timber of Canada Township in 
the upper end of Jackson County. The corporation 
has entered into a contract with the Champion 
Fibre Co., Canton, N. C., to supply pulpwood. An 
extension of the company’s railroad from East La- 
Porte is proposed, Camp will be built at the foot 
of Black Knob, 





Trouble and Litigation 


HERKIMER, N. Y., Feb. 1.—A stay in the 
proceedings against the partners Daniel E. 
Strobel and Bessie T. Ecker and the West 
Canada Lumber Co., all of Herkimer, has 
been ordered by Federal Judge Bryant in 
United States district court at Utiea, N. Y. 
The motion of the petitioners for bankruptcy 
is returnable at Syracuse, N. Y., Feb. 8, the 
court announced. Actions have been com- 
menced in Supreme Court against the three 
above mentioned parties. involving. total 
amounts approximately as follows: Against 
the West Canada Lumber Co., $77,028; 
against Daniel E. Strobel, $115,669.35, and 
against Besse T. Ecker, $26,000. 





TACOMA, WASH., Jan. 30.—Creditors of 
the Ward-Sargent Timber Co. of Grays Har- 
bor County filed a petition this week with 
the Federal court here asking that the firm 
be adjudged bankrupt and a receiver be ap- 
pointed. The petition states that the firm 
owes “many thousands of dollars,” but gives 
no list of liabilities. It also asserts that the 
company was declared insolvent last July by 
the State courts. 





AUBURN, ME., Feb. 2.—William A. Green- 
leaf has been appointed temporary receiver 
for the Chalmers Lumber Co. until the ap- 
pointment of a permanent receiver, when the 
business will be disposed of subject to the 
order of the court. 
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How to Figure Costs for Advertising 
In Classified Department 


Oe CR ce cnsaccceenene ....30 cents a line | 
| For two consecutive weeks...... 55 cents a line 
For three consecutive weeks.....75 cents a line | 
For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 
For twenty-six consecutive weeks. .$5.40 a line 
For fifty-two consecutive weeks. ..$10.80 a line 








Seven words of ordinary length make 
one line. 
Count in the _ signature. 


Heading 
counts as two lines. 


Nu display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal *o fourteen lines. 


Reiaittances to accompany the order 


No extra charge for copies of paper 
containing advertisement. Copy must 


L. in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











WANTED 


Salesmen 


INTERESTED IN MAKING CONTACT 


With experienced Hardwood and Yellow Pine sales- 
man; one who has an established trade, and is 
thoroughly acquainted with the Eastern Penna. 
Furniture consuming trade. Give details of your 
experience, whether now employed, stating what 
kind of a proposition you would entertain as 4 
salesman for an established reputable wholesale 














rm. 
Address “R. 48,’’ care American Lumberman. 


COMMISSION MAN OR WHOLESALER 
To sell western cedar posts. 
liberal allowance. 

Address “S. 9,” 





Service, quality and 
Protection on mail orders. 
care American Lumberman. 





CAPABLE SPECIALTY SALESMAN 


For Eastern market to sell manufactured wooden 
specialties. Opportunity substantial earnings based 
on results. Give age, experience, references and all 
particulars, 

Address ‘‘W. 22,” Lumberman 


care American 





COMMISSION SALESMEN 


Wanted by Merchandising Organization 
supported by manufacturers of Douglas Fir Sitka 
Spruce, Western Hemlock, Western Red Cedar, 
Ponderosa White and Sugar Pine, and Alder,—who 
make EVERYTHING produced from these woods 
from Structural Timbers to Fabricated chicken 
coops.—everything required by the Retail Lumber- 
man and the Industrial in either STRAIGHT or 
MIXED cars. 

Address “W29,” care 


which is 


American Lumberman. 


SALESMEN WANTED 


Mill sales group, Fir, Cedar, Western Pine, 
mission basis: advise experience references. 
Address “W. 23,” care American Lumberman. 


——— 





com- 





LARGE MANUFACTURER 


Wants to communicate with Pine Salesmen travel- 
ing on commission basis to handle non-conflicting 
profitable side line. 

Address ““W. 20,’”’ care American Lumberman. 





Employees 


WANTED FOR LINE YARD 


Thoroughly experienced manager for hardware jum- 
ber and implements. 
Managers for lumber yards. 
General office bookkeeper and stenographer. 
Auditor and collector. 

Address “W. 19,’’ care American Lumberman. 
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Employment 


EMPLOYMENT—SUCCESSFUL EXECUTIVE 
42 years of age with 22 years’ experience in the 
retail lumber business from driver in a small yard 
to Vice President, Treasurer and General Manager 
of a Corporation having had sales of over half 
million dollars in one year. Experienced in all 
phases of the retail business. Am forced to seek 
new connections on account of change in Person- 
nel brought about by present conditions. Am 
available at any time and will go anywhere if 
position warrants. Past record will stand strict 
investigation 


Address ““W.15,"" care American Lumberman. 





RETAIL LUMBERMAN 1932 MODEL 
Successful retail manager with sales ability, hard 
worker, clean record, desires management of city 
yard which has not been making a profit. Will 
make salary conditional on showing a profit. Here 
is opportunity for an owner wishing to retire, or 
having a yard not now successfully managed. 

Address “W.3,”" care American Lumberman. 





MILLWORK EXECUTIVE WANTS POSITION 


Plant Supt. or assistant, Sash and Door foreman 
stock or detail, layout man, machine man, or any- 
thing you have to offer. I am all-around man, 
twenty years’ experience, 37 years of age. Total 
abstainer. Will go anywhere, Address 
CHARLES BLAINE, 
Gen. Del., Tyler, Texas, 





CAPABLE SPECIAL MILLWORK EXECUTIVE 
And retail lumberman. Twenty years’ experience 
as estimator, biller and detailer with large or- 
ganization Age 38. 

Address “A. B. C.,”” care American Lumberman. 





CLASSIFIED ADS PRODUCE RESULTS 


That's why people who want something 
or have anything to sell use the clear- 
ing house section. Advertise in the 
CLASSIFIED ADVERTISING Depart- 
ment to get it or sell it. Read the 
Classified advertisements every week. 





YOUNG MARRIED MAN 42 YEARS OLD 

22 years’ experience lumber business, 18 years with 
the Twin Tree Lbr Co., Maplesville, Ala., and 
Waycross, Ga. Accounting, Credit Sales and Pur- 
chasing experience. Was Secretary and Plant Man- 
ager for 14 years, employing 400 men. Will con- 
sider any reasonable offer anywhere in any of 
above departments. teferences, past employers 
and associates. 

R. P, RICHARDSON, 2703 6th St., Tuscaloosa, Ala. 





THIS IS AN INVITATION TO AN EXECUTIVE 


Who is tired having calamity howlers about. Am 
still a young man but have had many years’ man- 
ufacturing, millwork and retail experience, Ex- 
pert accountant, auditor, general office man, com- 
petent salesman, estimator and semi-executive with 
stamina and personality to accomplish things un- 
dertaken. Available two to four weeks’ notice 
present employer. 
Address “S. 19,” 


eare American Lumberman. 





1s YEARS RETAIL LUMBER EXPERIENCE 


Want position in retail yard or general office; 
capable bookkeeper. Successfully managed retail 
yards. Willing to prove -ability; 38 years old, 


married, excellent references. 
Address “S. 20,” care American Lumberman. 








WHOLESALE OR RETAIL CONNECTION 
Wanted by capable man, experienced buyer, sales- 
man, office man. Strictly sober, good record, South 
Preferred 

Address “W. 18," care American Lumberman. 








EXPERIENCED DETAILER & BILLER 
Special millwork and high-grade cabinet work. 


mae of reference furnished. Reasonable salary to 
Star 


Address “—, 24” 


Of 


care American Lumberman., 





WANTED A POSITION AS MANAGER 
* grain and lumber business or either business 
Separate, Having had many years of experience 
one always made money for my employers. Will 
Unish best of references. 
Address “W. 26,” care American Lumberman. 
HARDWOOD INSPECTOR OR SAWYER 
Experienced in drying lumber. Exceptional 


Willing to prove ability. Address ‘“W, 27,” 
American Lumberman. 








refs. 
care 





wvrreY 





Employment 








CAPABLE RETAIL LUMBER EXECUTIVE 


A thoroughly experienced and capable yard man- 
ager, having graduated in every department of an 
up-to-date yard, is qualified to fill acceptably posi- 
tion of trust calling for high order of executive 
ability. Not afraid of work and willing to go to 
the place that offers the opportunity. Best of ref- 
erences. Married. Age 48. 
Address ‘‘W. 28,” care American Lumberman. 





Lumber and Dimension 


FOR SALE CLEAR ASH SQUARES 


Car each 3x3x18 inches, 3x3x19 inches. 
TEXAS ASH COMPANY, Houston, Texas 


FOR SALE HIGH GRADE HACKBERRY 
Elm, Oak and Soft Maple, 4/4, 8/4, 10/4 and 12/4. 
Will cut to dimensions. Will allow commission to 
jobbers. CASTLEMAN BROS. TIMBER CO., 610-11 
Ferguson Bldg., Springfield, LIllinois. 











EXPERIENCED LUMBER ACCOUNTANT 


Collection and Credit Manager. 20 years experi- 
enced Wholesale, Retail and West Coast Manufac- 
ture. Now concluding connection as Cashier and 
Credit Manager with Major West Coast Mills Rep- 
resentatives. Have record of collecting 65% out- 
standing accounts within 30 days. Can furnish 
entirely satisfactory references. 
Address ““W. 10,”" care American Lumberman. 





CIRCULAR SAWYER AND FILER 
Years of experience. Capable of keeping small 
mill in good order. References. 
Address “‘W. 9,’" care American Lumberman. 





LUMBER AND MILLWORK SALESMAN 


And estimator. Long experience in north as well 
as south. Address NO. 847, Orlando, Fla. 


x Retail Lumber Yards 


WANTED TO BUY RETAIL LUMBER YARD 
One yard town. High schools. Wisconsin pre- 
ferred. 

Address “‘R. 16,’’ care American Lumberman. 








™~ 





Business Opportunities 


TIMBER OWNERS—OPPORTUNITY TO GET 
REPORT ON YOUR HOLDINGS 


A large manufacturing operation on the Pacific 
Coast has closed down. The resident manager is 
desirous of getting in touch with eastern investors 
who have money already invested in timber tracts 
and who would like to have reports covering the 
local situation, outlook and facts regarding their 
investment. I have a car, have the time, and am 
qualified to give accurate reports on the condt- 
tions and suggestions as to how property might 
be handled to advantage. If you will write me 
location of your timber and such facts as you have 
avout it, I'll be glad to look into it and make a 
report. The cost will be nominal—in fact, there 
will be no charge made unless I am put to some 
expense or it is necessary to take considerable 
time to investigate. Tell me where the tract is 
and I'll give you a preliminary report without any 
charge whatever. Bank and business references 
cheerfully furnished. 
Address “W. 14," care American Lumberman, 


Second Hand Machinery 


YY 


WANTED TO BUY 


One Planer & Matcher with 24-in. top and bottom 
cylinders. 
One Double Surfacer, 24 or 30-in. Cylinders. 
One Band-Rip Saw. 
One Swing Cut-off Saw. 
One Circular Re-Saw. 
75 to 100 Wooden Wheel Dollies with 4-in. ties. 
All this machinery must be in good condition and 
prices low. 
Address “W. 21,” 














care American Lumberman., 





HAVE YOU SOMETHING TO SELL? 
Advertise in the Classified Advertising 
department when you want to sell 
something in the lumber industry. 
AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 





WANT TO BUY 


Med. sized 4 sides plainer and matcher, good used 
machine, square heads. CHRIST OVERGAARD, 
Keystone, S. Dak. 





A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





FOR SALE—SIX CARS 8/4 No. 1 & B SOFT ELM 
20% FAS at $20.00. 
W. H. HOENSHEL, Birmingham, Iowa. 





YOUR AD HERE WILL SELL ANY ITEM 
HAVE YOU SOMETHING TO SELL? 





SEND US YOUR INQUIRIES FOR 
Philippine Mahogany, White Fine, 
Poplar, Hardwoods. 

CHARLES F. SHIELS & CO., Cincinnati, O. 


choice Yellow 





Business Opportunities 


TRUSTEE’S SALE 
On Tuesday, March Ist, will be sold at public out- 
cry, at the Court House, Augusta, Ga., the sash, 
door and millwork plant (land, buildings and ma- 
chinery) of The Perkins Manufacturing Company. 
Also, the stock of merchandise—:umber, doors, sash, 
builders’ supplies, delivery equipment, and office fix- 
tures. Also, notes and accounts. 
The sale will be subject to ccnfirmation by the 
Court, For particulars, write to 

J. P. WOOD, Trustee 

For the Perkins Manufacturing Company, 
Augusta, Georgia. 


WHOLESALER SPECIALIZING IN 


California White Pine has opportunity leasing 
modern California mill, annual capacity thirty mil- 
lion, very cheaply and under unusually favorable 
conditions. Operating costs low and product tan 
be sold profitably on present market. Established 
trade will take entire cut. Additional capital 
needed to finance inventories and accounts receiv- 








able. No fixed investment in plants. Correspondence 
with lumbermen able to invest $125,000 solicited. 


Address “W. 1,” care American Lumberman. 


LADDER BUSINESS—NEW JERSEY 


Established 45 years. Average yearly business past 
ten years $80,000. Completely modern. Owner 
wishes to retire. Plant running full time. Price 
$70,000, including equipment, fixtures, real estate. 
Address ROBERT T. ROE, 91 Sip Ave., Jersey 
City, N. J. 


Retail Lumber Yards 


LUMBER AND COAL BUSINESS FOR SALE 


At Pilot Rock, Ore., owing to a death. One yard 

town, good schools, nice place to live. Annual busi- 

ness of $25,000.00, $10,000.00 to handle, Inquire of 
MRS. E. McMARTIN, Pilot Rock, Ore. 














RETAIL YARDS FOR SALE 
Located in Northeastern Wisconsin. Will furnish 
sales record and detail on application. 
Address “W. 25," care American Lumberman. 





FOR SALE LUMBER YD. & HARDWARE STOCK 


In a good farming community, write to the W. C. 
WHITING LUMBER CO., at Whiting, Iowa. 


FOR SALE—RETAIL LUMBER & FUEL 


Good yard in Southern Wisconsin dairy section. 
Good paint and material business. Filling station 
can be added. Closing estate. 

Address “S. 4," care American Lumberman, 








CHAPIN’S LUMBER RECKONER 


By N. Chapin. Saves Time and Labor—Prevents 
Errors. The tables reduce to board measure all 
fractional ‘sizes of lumber, advancing by quarter- 
inches from 1x1 to 15x15 inches square and 20 
feet long; also scantlings and square timbers, ad- 
vancing by inches from 2x2 to 30x30 inches square 
and 60 feet long. Saw logs are reduced to board 
measure. The book contains 171 pages of strong 


white paper, is 4x7 inches and is bound in cloth. 
Price, delivered, $4. 
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Retail Lumber Yards 


WILL SACRIFICE SMALL RETAIL YARD 


Near Culver, Ind. Address JOS. A. HOLZBAUER, 
Plymouth, Ind. 








FOR SALE RETAIL LUMBER, FUEL 
Flour & Feed Business, located thirty miles north- 
west from Green Bay in a good farming community. 
Address NEUFELD LUMBER CO., Green Bay, Wis. 





PART INTEREST FOR SALE 
In a number of well located and well managed re- 
tail yards. Will bear strict investigation. 
Address “S. 10," care American Lumberman. 





LUMBER YARD—ON ACCOUNT OF DEATH 


Only yard in town. Coal in connection. A pros- 
perous business. Location good. AMOS HANSON, 
Trustee, Collins, Ia., Story Co. 


RETAIL LUMBER YARD AND PLANING MILL 


For Sale with Lumber Yard Annex, Established 
51 years, centrally located with P. R. R. Sidg. 
WILLIAM G. FETTER ESTATE, Milton, Penna. 








FOR SALE—FIVE RETAIL LUMBER AND 


Building material yards in central and northern 
Illinois. Best reasons for selling. 
Address ‘“‘S. 14," care American 


Timber and Timber Lands 


FOR SALE 

100,000,000 ft. Western Oregon Timber and Land. 
Also 25 H, P. Portable Saw Mill. 

W. W. BOWMAN, Kane, 


Lum berman, 








Pa. 





A CLASSIFIED AD WILL MOVE SLOW STOCK 
ADVERTISE FOR WHAT YOU WANT 


Second Hand Machinery 


NEW MACHINES AT BARGAIN PRICES 








WHILE THEY LAST—More than 190 NEW ma- 
chines to be sold at Special Bargain Prices. These 
NEW machines, 1 to 3 of each kind, are selling 
for less than the price of used or redDuilt equip- 
ment and all carry our full new machine guaran- 
tee Immediate discontinuance of production on 
former models to concentrate on an entirely dif- 
ferent newly designed line makes such low prices 
possible. 

You can’t afford to pass up such an opportunity 
to purchase a NEW woodworking machine at the 
cost of a used or rebuilt one 

The list includes: Surfacers, Planers and Matchers, 
Molders, Hand Planers and Jointers, Box Board 
Matchers, Tenoners, Gainers, Mortisers, sorers, 
Shapers, 3and Saws, Band Resaws, Zand Rip 
Saws, Circular Cut-off Saws. Circular Rip Saws, 
Sanders, Grinders, Lathes, Trimmers, Woodwork- 
ers and a number of other misc. machines. 


Each machine is absolutely new, in A.1 condition, 
fully guaranteed and ready to ship The quan- 
tity is limited so act now before the particular 
size and model you require is gone 


3. A. FAY & EGAN COMPANY 
2741-2241 Robertson Ave., Cincinnati, Ohio 


FOR SALE—POLK SYSTEM STEEL SILO 


Form complete for building 





concrete silos fourteen 


feet diameter A very safe operating machine. 
First reasonable cash offer accepted. 
BUSER CONCRETE CONSTRUCTION CO. 
Mount Morris, Illinois 





JUST A FEW ITEMS TAKEN AT RANDOM 


1—Yates No. 185 30” Double Surfacer. 
1—Yates No. 177 30” Double Surfacer. 
1—Woods No. 10 18x12” Timber Sizer. 
1—American No. 555 10”—5 Head Moulder. 
1—Mershon 46” Ideal Band Resaw. 


A. McDONALD MACHINERY Co. 
1531 N. Broadway, St. Louis, Mo. 





FOR SALE 1 No. 283-5” BERLIN RESAW 
1 saw grinder including accessories. 
Above in first class condition. 
1 box printing machine. 
Inquire of DRESEN BROS. LUMBER CO. 
Sauk City, Wisconsin. 





FOR SALE—DRY KILN EQUIPMENT 


Doors, Pipe-Fittings, for Standard Dry Kilns, 
150° x 20’. Excellent condition. Price right. 
R. & J. STERN, Ironton, Ohio. 








FOR SALE 
Second Hand Machinery 





| 
LUMBER AND PLANING MILL MACHINERY 
Heavy duty carriage; steam feed; steam kicker | 


Steam nigger; Yates American horizontal band 
resaw | 
Four saw edger; two saw trimmer; live rolls 


Complete band and rotary filing equipment 

Billstrom glue clamp carrier 

Whitney two spindle motor driven 
frequency changer 

Yates American G-77 rip saw | 

Yates American 30” single planer | 

Log derrick with 60 ft. boom 

Coe veneer lathe 66” 

Log cut off machine with 64” saw 

24”x36” Corliss engine; Hope vacuum dry kiln 

Two 18 ft.x72 in. horizontal steam boilers 

Complete shavings exhaust system with cyclone 
and 50” fan. 

Shafting. hangers, pulleys, saws, etc. 
PHOENIX PRODUCTS COMPANY, Box 

Prairie du Chien, Wis. 


FOR SALE COMPLETE 8’ BAND MILL 
Complete Veneer Cutting Mill, including lathes, 


shaper and | 


486, 





clippers, dryers, etc. Complete Panel Plant. Will | 
sell in whole or in part at bargain prices. | 
BOND HOLDERS COMMITTEE, } 
G. R. VENEER WORKS, 
549 Alabama Ave., Grand Rapids, Michigan 





SAW MILL MACHINERY, PLANING MILL 


Machinery, Filing Room Equipment, Power Plants, 
Steam & Electric. Send for list of items from the 
equipment of the Virginia & Rainylake Company. 
Address the 
GENERAL 


WRECKING & LUMBER CO., | 
Virginia, Minn. 





Electric Machinery 


ELECTRICAL MACHINERY 


Motors and Generators, A. C. and D. C. for sale 

at attractive prices. Large stock of New and 

Rebuilt motors on hand at all times. Write for 

Stock List and Prices. Expert Repair Service. 
V. M. NUSSBAUM & CO., Fort Wayne, Ind. 








Locomotives and Cars 


FOR SALE 
One (1) 28-ton Lima Shay geared locomotive, 
built. TOMAHAWK STEEL & IRON 
Tomahawk, Wis. 





WORKS. 





| 
re- | 
| 
| 


Miscellaneous 


HUSTLERS CLEAR $28 PER DAY USING 


| 
My Gang Edger, edges straight, lightest running. | 
1,000 in 
| 

| 

| 








$110 up. Simonds saws Best in planers, 
use from Fla to Me. J. H. MINER, Meridian, 
Miss. 





FOR SALE—WOOD AND WIRE FENCING 


Portable corn cribs, silos, and snow fence. Deliv- 
ered prices gladly quoted. | 
STANDARD FENCE CoO., Lufkin. Texas. 


Planer 





SPECIAL : 











and Jointer Knives 
accurately ground to uniform temper 


Send us a paper pattern with dimensions and kind of wood to be 
worked. We will quote you at once and give earliest date of shipmdnt. 


[High Speed Stee! Knives and Moulding Cutters for the Woodworking Industry.) 


TAYLOR, STILES & COMPANY, :: 


WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis. Missouri 


FOR SALE | 
Steel Rails 


RELAYING 4 LB. AND 6 LB. RAILS 


Also 30s, 35s, 66s, 70s, 80s, 858. New rails, aij 
weights. Switches, frogs, second-hand locomotive. 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, py 








HAVE YOU A TRUCK YOU WOULD LIKE 109 
TRADE? ADVERTISE 








TOWL 
BRoe 


. 


Wagons P2? Seve fs 


continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 





For snaking and 

bunching use 

our Self-Loading 
Skidders. 





Sole Manufacturer 


RIEGELSVILLE, N. J. 
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Segelke & Kohlhaus Co...... 
Seidel Lumber Co., Julius... .. 
Sewall, James W.............. 60 
Shevlin Pine Sales Company... 13 
Shimer & Sons, Samuel J....... 76 
Simonds Saw and Steel Co.. “pe 
Sisalkraft Company, The...... 
Soule Steam Feed Works...... 


Southern Oak Flooring Indus- 
Gibbs eecvet cagemekeuae 


Spain & Co., H. M............ 
Standard Conveyor Company. . 


Stewart Inso Board Corpora- 
Siku Kiswoudeseseeaa’s 


Stoltze Manufacturing Co., Ltd. 
Stover Manufacturing Co...... 
Sullivan Lumber Co.......... 
Sumter Lumber Company, Inc. 10 


Taylor, Stiles & Company..... 70 
Tegge Lumber Company...... 76 
Thunder Lake Lumber Co..... 56 


Thurston-Flavelle, Ltd........ 
Tremont Lumber Company .. 
Truscon Steel Company....... 


United States Gypsum Co...... 


Vento Steel Sash Co........... 2 
Von Platen-Fox Company..... 54 
Ward Brothers............... 16 
Warren Axe & Tool Co........ 60 
Warsaw Lumber Co.. 


Washington Manufacturing Co 

Washington Veneer Company. . 

Weatherbest Stained Shingle 
Co 


Webster Lumber Co., H. E. ... 
Wendling-Nathan Company.... 58 
Weyerhaeuser Sales Company... 
White River Lumber Company 
White Star Lumber Company 63 
Wier Long Leaf Lumber Co.... 54 
Wilcox Mfg. Co., W. W........ 
Williamsport Wire Rope Co... . 
Willson Brothers Lumber Co... 54 
Winton Lumber Sales Co...... 
Wisconsin Land & Lumber Co. 


Wood Conversion Company... 8 
Worcester Company, C. H..... 
Wuichet, Inc., Louis.......... 58 


Wyman Lumber Co., M.A... 
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SOFTWOOD LUMBER 


A—Northern Pine 
B—Northern Spruce 
Bi—West Virginia Spruce 
C—Northern Hemlock 
Cl—West Virginia Hemlock 
D—Northern Cedar 


Brunswick Lumber Co....ac 
Cherry River Boom & 


Lumber Co, .....++. .--biel 
Emporium Forestry Co...abc 
Hettler Lbr. Co., H, H...ace 


Hines Hardwood & Hem- 


lock Co., Edward....... ac 
Hines Lbr. Co., Edw. and 
Affiligted Interests..... acej 
Mathieu, Ltd., J. A...... abk 
Menominee Indian Mills, 
MEO ceccesoncecacseeses acd 
Northwestern Cooperage & 
Be, Gh, BHOccoccecs abcde 
Rib Lake Lumber Co...... c 
Shevlin Pine Sales Co....apt 
Von-Platen-Fox Co. ...... ac 
Weyerhaeuser Sales Co e 
Ce beccccdooesooeres ajlmst 
White Star Lbr. Co...... cejl 
Wisconsin Land & Lbr. Co. 
beneuebeseetenuncsenes acd 
Worcester Co., C. H..acfhopt 


E—Southern Yellow Pine 
F—Cypress 


Alger-Sullivan Lbr. Co 
Ayer & Lord Tie Co...... ej 
Brooks-Scanlon Corp...... ef 
Caddo River Lumber Co..eg 
Camp Mfg. Co 


Dibert, Stark & Brown 
Cypress Co., Ltd......... ft 


Fordyce-Crossett Sales Co..f 
Frost Lbr. Industries, Inc..e 
Ferguson Lumber Co., W. T. 
Great Southern Lbr. Co...eq 
Hettler Lbr. Co., H,. H...ace 
Hines Lbr, Co., Edward 

and Affiliated Interests..e 
Homochitto Lbr. Co.......@ 


Long Bell Lbr. Sales Cor- 
poration jmt 


Newman Lobr. Co., 
Peavy-Wilson Lbr. Co......@ 
Pioneer Lumber Co........ e 


Seidel Lbr. Co., Julius.... 
pore sereccecessene efjlpqst 
Sumter Lumber Co., Inc....e 


Tegge Lumber Co., The...ef 
Tremont Lumber Co 
Warsaw Lumber Co........ e 
Wier Long Leaf Lbr. Co...e 
Worcester Co., C. H..acfhopr 


eee eeeeee 


G—Arkansas Soft Pine 


Arkansas Soft Pine Bureau.g 
Bradley Lbr. Co. of Ark..gh 
Caddo River Lumber Co..eg 
Fordyce-Crossett Sales Co..g 
“re Lumber & Supply 

rr 


eee eee ewenee eeeeee 


H—Aromatic Red Cedar 

Bradley Lbr. Co. of Ark..gh 
Brown & Co., Geo, C.......h 
Worcester Co., C. H..acfhopr 


I—North Carolina Pine 


Camep Bie. GO..cccccccces fi 
Johnson & Wimsatt........! 
Schuette Co., Wm...... .- als 


Willson Bros, Lumber Co...ai 


J—Fir 

K—Spruce (Western) 
L—Western Red Cedar 
M—Western Hemlock 
N—Port Orford Cedar 


Anaconda Copper Mining 


Gh sanacasecesescavaee tu 
Ayer & Lord Tie Co...... ej 
B C Spruce Mills, Ltd..... k 
Booth-Kelly Lbr. Co........ j 
Bratlie Bros. Mill Co...... l 


Collins Lbr. Co., John D.jlm 


Duffy Lumber Co....jkipstu 
Griswold Lbr. Co., The..... j 
Hammond Cedar Co........ 1 
Hammond Lumber Co., Inc. 
SEDC CO SEO RSC COR OOS jmopq 
Hines Lbr. Co., Edw., and 
Affiliated Interests ...acej 


Huntting Merritt Lumber 


Gein TRB. ccccccecescese ls 
Long-Bell Lbr. Sales Cor- 
POTKCION  cccccccccese ejmt 
Mathieu, Ltd., J. A..... abk 
McCormick Lumber Co., C. 
BM. ccccccccccccosocess lmo 
Miller Co., Pawl cccccccese 
Mumby Lbr. & Shingle ~~ 
PP eTTTeTrTeT CTT T Te m 
Northwest Spruce Co...... Kk 


Ostrander Railway & Tim- 
ber Co. 


eee eee eee eee! 


HARDWOOD LUMBER 








RN Matis ate oie aie dr ea a DE -cacceunsvoadedeteed j 
DEE deca cua e atiee aes b DD rinieneseaaadake k 
DE teuuesebeeekadinadewnd ce Dy ceeeeesencadeeewes | 
SE anaes ea dager eee ates d Maple (Hard and Soft)....m 
RE ii ee a ae e EL. nade Renan eeeewedat n 
RE eer f Dt cheavecneeneannnneen o 
Cottemweed .nccccccccccces 4 I: «oa i: snakaesicetncaerwatiees Dp 
DD ¢agcneuenesewsensiebae h DE dvarceedsducneooenees q 
Dt ‘cctendesddevensdacbans i WE andcunxesessiensonns r 
Alger-Sullivan Lumber Co.ino Dibert, Stark & Brown 

Birch Valley Lumber Co... Cypress Cea., EtG... cccocces q 


rerrevrrrerrere re abcdfjno 
Bradley Lbr. Co. of Ark.cin 
Brown & Co., Geo. C..ahjin 
Brown Dimension Co....bdm 
Brunswick Lumber Co..adhm 
Caddo River Lumber Co...n 


Camp Bee. CO. ccccececs aing 

Cherry River Boom & Lbr. 
GH. cecceeseceoes abcdefmno 

Cisar Brothers...... adhimnq 


Emporium Forestry Co...... 
Fordyce-Crossett Sales Co..in 
Frost Lumber Industries, 
BORG, cecccsceccsoes achijlnq 
Hettler Lumber Co., H. H. 
Hines Hardwood & Hem- 
lock Co., Edward ..abdhm 
Hines Lbr. Co., Edw., and 
Affillated Interests..abdhm 
Holt Lumber Co....... bdhm 


MILLWORK, FRAMES, 


SASH, DOORS, COLUMNS, 
MILLWORK 


Collins Lbr. Co., John D. 
Hammond Lumber Co., Inc. 
Long-Bell Lbr. Sales Corp. 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Rebinson Manufacturing Co. 
Sullivan Lumber Co. 
Washington Manufacturing 
Company 


TRELLIS, LAWN AND 
GARDEN FURNITURE 
Hammond 
Long-Bell 
Rowe 


Lumber Co., Ine 
Lbr. 
Manufacturing Co. 


Sales Corp. 


WINDOW AND 
DOOR FRAMES 


Biles-Coleman Lbr. Co., 
Bradley-Miller Company 
Collins Lbr. Co., John D. 
Hammond Lumber Co., Inc. 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Robinson Manufacturing Co. 
Segelke & Kohlhaus Co. 
Washington Manufacturing 
Company 


Inc. 


WOOD FLOOR BLOCKS, 
FLOOR PLANKS 


Wisconsin Land & Lbr. Co. 


Homochitto Lbr. Co....... 
L6chderkndedenees acijmnopq 
Long-Bell Lumber Sales 


Corporation ......... ilnoq 
Maisey & Dion..... adhimnq 
Meadow River Lumber Co. 

PTTeTTTT TC TTT TTT Tr bedfmno 
Menominee Indian Mills 

We aescwscsconces abdhmn 


Moore-Keppel & Co.bcdefmno 
Newman Lumber Co., J. J. 
TUTTI TTIT TTT TT acijmnopq 
Pardee & Curtin Lbr. Co...n 
Peavy-Wilson Lumber Co..in 
Rib Lake Lumber Co.abcdm 
Tegge Lumber Co., The... 
sebieesewanes abdehijmnopr 
Thunder Lake Lumber Co. 
TT TTT TTT CTT TTT abcdhm 
Tremont Lumber Co..chijnqg 
Von-Platen-Fox Co....abhim 
Willson Bros. Lbr. Co....mn 
Wisconsin Land & Lbr. Co. 
eeecreccocececcoeocess edm 
Worcester Co., C. H....... 


Pacific Mutual Door Co....J 
Robinson Manufacturing Co.j 
Polson Lbr. & Shingle Co.m 
Seidel Lumber Co., Julius 
Cbs Mmeenekeeeen se efjlpqst 
Sullivan Lumber Co....jklmr 
Thurston-Flavelle, 
Washington 
er Sa ae 
Weyerhaeuser Sales Co.. 
onceessovcccecocess ajlmst 
White River Lumber Co.jklm 
White Star Lumber Co...cej 
Winton Lumber Sales Co..ks 
— Lumber Co., M. 


O—California Pine 
P—California Sugar Pine 
Q—Redwood 


Algoma Lumber Co........ ° 
California Sugar & White 
Pine Co. 
Clover Valley Lbr. Co....... ° 
Feather River Lumber Co..o 
Fruit Growers Supply Co..pt 
Great Southern Lbr. Co...eq 
Hammond Lbr. Co., Inc.. 


Madera Sugar Pine Co....pt 
Michigan-California Lum- 
ber Co. 
Red River Lumber Co....op 
Seidel Lumber Co., Julius. 

* wate elena cle ween efjlpqst 
Shevlin Pine Sales Co....apt 
Wending-Nathan Co. --opq 
Worcester Co., C. H..acfhopt 


Wuichet, Inc., Louis...,,, Opt 
Wyman Lumber Co., M, A. 
ee Jmq 


R—Pondosa Pine 
S—Idaho White Pine 
T—Ponderosa Pine 
U—Western Larch 


Anaconda Copper Mining 

Co. 
Biles-Coleman Lbr. Co., 
Brooks-Scanlon Lbr. Co...,, t 
California Sugar & White 

i en MEET pt 
Crater Lake Lumber Co.,..t 
Duffy Lumber Co..... JkIpstu 
Fruit Growers Supply Co. pt 
Hines Western Pine Com- 


pany, Edward ..........t 
Huntting Merritt Lumber 
iy Bk véetensionnaae jis 
Kinzua Pine Mills Co....,, t 
Long-Bell Lbr. Sales Cor- 
errr ejmt 
Madera Sugar Pine Co....pt 
McGoldrick Lbr. Co.......,st 


Michigan-California Lum- 
ber Co. 


Pondosa Pine Lu 
Schuette Co., 
Shevlin Pine Sales Co....apt 
Sullivan Lumber Co....jkimr 
Weyerhaeuser Sales Co.... 


mber Co...r 


Winton Lumber Sales Co..ks 
Worcester Co., C. H..acfhopt 


HARDWOOD 
FLOORING 





PE. cpccccsccesseenseecd a 
DGD <cnrexeeendeeanewanen b 
GL ‘ncsesanevtosenteoensceen c 
PED ccctacacececsvesssve d 
GO cccwesssasccecesacosss e 





Bradley Lumber Co. of Ark.e 
Brown Dimension Co...... da 
Caddo River Lumber Co....e 
Cherry River Boom & 
Lumber Co. 
Cobbs & Mitchell, Inc...... da 
Fordyce-Crossett Sales Co..e 


Hettler Lumber Co., H. H.de 

Holt Hardwood Co....... bde 

Kerry & Hanson Flooring 
Gh. sckvecduseeesecees as ad 


Long-Bell Lumber Sales 
Corporation 


Meadow River Lbr. Co..abde 
Mitchell Bros., Inc......«-+- bd 
Moratz, Paul O.....cceeee e 


Northwestern Cooperage & 
Lumber Co., The.....- abd 


Oak Flooring Manufactur- 
ers Association of the U. 


Julius.abd 


Southern Oak Flooring In- 
dustries 


Seidel Lumber Co., 


Tremont Lumber Co.....+: e 
Ward Bros. ......-eeseeees 
Webster Lumber Co., 
Wisconsin Land & Lbr. Co. 


Worcester Co., C. H.... 


SHINGLES, PACKAGE TRIM, ETC. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co. 
Bradley Lumber Co. of Ark. 
Caddo River Lumber Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
Pondosa Pine Lumber Co. 
Weyerhaeuser Sales Co. 


SHINGLES 

Northern Cedar ........... a 
Western Red Cedar........ b 
MeGweed .ccccccccccscccccs c 
Bratlie Bros. Mill Co...... b 


Collins Lbr. Co., John D...b 


Hammond Cedar Co., Ltd..b 


Hammond Lbr. Co., Inc....c 
Hines Lbr. Co., Edw., and 
Affiliated Interests ..... ab 
Holt Lumber Co........... a 
Huntting Merritt Lumber 
Co.. Ltd. ccccccccccccces b 


Mumby Lbr. & Shingle Co..b 


Northwestern Cooperage & 
Lumber Co., 


Polson Lbr. & Shingle Co..b 
Stoltze Manufacturing Co. 


ERG, cccccccccceccosocccs b 
Sullivan Lumber Co.......- b 
Thurston-Flavelle, Ltd..... b 


Weatherbest Stained Shin- 


BIO CB cvvccscescncesse# b 
Wendling-Nathan Co. ..«+++ c 
White River Lbr. Co....-- b 
Willson Bros. Lbr. Co.....-+-4 


Wisconsin Land & Lbr. Co. 


CEDAR POSTS AND POLES 


Hettler Lbr. Co., H. H. 

Holt Lumber Co. 

Long-Bell Lbr. Sales Corp. 

McCormick Lumber Co., C. B. 

Northwestern Cooperage & 
Lbr. Co., The 


YELLOW PINE POSTS 
AND POLES (Creosoted) 


Ayer & Lord Tie Co. 





a 
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BUILDERS’ SPECIALTIES, ETC. 


UMINUM 
aAINTED LUMBER 


Stover Manufacturing Co. 
BATHROOM CABINETS 
Henkel “Edge-Lite’’ Corp. 
BUILDING PAPER 
Sisalkraft Co., The 
CEDAR CLOSET LINING 
Bradley Lbr. Co. of Ark. 
gprown & Co., Geo. C. 
Worcester Co., C. H. 
FENCE AND FENCE POSTS 
American Steel & Wire Co. 


Continental Steel Corporation 
FINISHED FLOORING 
Moratz, Paul O. 


GARAGE DOORS 

Crawford Door Company 
Paine Lumber Company 
Robinson Mfg. Co. 
GATES—Steel 

American Steel & Wire Co. 
Continental Steel Corporation 
GATES—W ood 


Rowe Manufacturing Co. 


AXES AND LOGGING 
TOOLS 

American Logging Tool Co. 
Warren Axe & Tool Co, 


BABBITT METAL 

National Bearing Metals 
Corp. 

BELTS AND ACCESSORIES 
Flexible Steel Lacing Co. 
Goodyear Tire & Rubber Co., 
The 

BELT LACINGS 

Flexible Steel Lacing Co. 
BLOWERS, FANS, DUST 
COLLECTING SYSTEMS 


Allington & Curtis Mfg. 
The 
Cyclone Blow Pipe Co. 


CONVEYING MACHINERY 
Allis-Chalmers Mfg. Co. 


Co., 


CONVEYORS—Gravity 
Standard Conveyor Co. 


CUTTER HEADS 
Shimer & Sons, S, J. 
DRY KILNS AND 
ACCESSORIES 


Dry Kiln Door Carrier Co. 
Moore Dry Kiln Co. 
National Dry Kiln Co. 


DRY KILN CONTROL 
INSTRUMENTS 

Moore Dry Kiln Co. 
National Dry Kiln Co. 


GLASS 


Libbey-Owens-Ford Glass Co. 
Pittsburgh Plate Glass Co. 


HARDWARE—Builders’ 
Frantz Mfg. Co. 


INSULATING BOARD 


Armstrong Cork & Insulation 
Co. 

Certain-teed Products Corp 

Insulite Co., The 

Johns-Manville 

Stewart Inso Board Corp. 

Truscon Steel Company 

United States Gypsum Co. 

Wood Conversion Company 


INSULATION LATH 


Armstrong Cork & Insulation 
Co. 

Certain-teed Products Corp. 
Stewart Inso Board Corp. 
Truscon Steel Company 
United States Gypsum Co. 


LADDERS 


Babcock Co., W. W. 
Manufacturing Co. 


towe 


METAL LATH 

Continental Steel Corporation 
Truscon Steel Company 
United States Gypsum Co. 


NAILS 
Continental Steel Corporation 
American Steel & Wire Co. 


OVERHEAD GARAGE 
DOORS 


Crawford Door Company 
Frantz Mfg. Co. 

Majestic Company, The 
Paine Lumber Co.. Ltd. 
towe Manufacturing Co 


PAINT—Aluminum 
Aluminum Company of 
America 
PAINTS—ENAMELS 
VARNISHES 


Certain-teed Products Corp. 


PLASTER BOARD 


Certain-teed Products Corp. 
United States Gypsum Co. 


PLYWOOD AND VENEERS 

American Plywood Corp. 

Collins Lbr. Co., John D. 

Northwestern Cooperage & 
Lbr. Co., The 

Pacific Mutual Door Co. 

Red River Lbr. Co. 

Robinson Mfg. Co. 

Sullivan Lumber Co. 

Washington Veneer Co. 


POSTS—Steel 

American Steel & Wire Co. 
Continental Steel Corporation 
PUTTY, for Wood, Steel 
Sash, Calking 

Parker & Sons Co., Ira 
ROOFING, SHINGLES, 
WAINSCOTING—Asbestos 
Carey Company, The Philip 
Certain-teed Products Corp. 
Johns-Manville 

SASH CORD 

Samson Cordage Works 
SCREENS—Door and Win- 
dow Combination Doors 
Continental Screen Co. 


MACHINERY AND EQUIPMENT 


ELECTRIC MOTORS AND 
GENERATORS 


Allis-Chalmers Mfg. Co. 


ELECTRICAL WIRE AND 
CABLE 

American Steel & Wire Co. 
ENGINES 

Allis-Chalmers Mfg. Co. 


Electric Wheel Co. 
Enterprise Company 


GLASS GRINDING 
MACHINERY 


Lange Machine Works, 
Henry G 

GRADE MARKERS 

TRADE MARKERS 

Meyer & Wenthe 

Wilcox Mfg. Co., W. W. 


AND 


INJECTORS, VALVES, 
STEAM PUMPS, PIPING 


Soule Steam Feed Works 
LOAD BINDERS 
American Logging Tool Co. 


LOCOMOTIVES, 
RAILS, ETC, 


CARS, 


Baldwin Locomotive Wks. 
Lima Loco. Works, Inc. 
LOGGING EQUIPMENT 


Allis-Chalmers Mfg. Co. 
American Logging Tool Co. 
Caterpillar Tractor Co, 


Cleveland Tractor Co., The 
Electric Wheel Co. 
Lindsey Wagon Co. 
Warren Axe & Tool Co. 
LOG HAMMERS 


Meyer & Wenthe 
Wilcox Mfg. Co., W. W. 


LUMBER BUGGIES 
Electric Wheel Co. 
LUMBER CARRIERS 


Ross Carrier Co. 


LUMBER LIFTS 

Moore Dry Kiln Co. 
National Dry Kiln Co, 
LUMBER TRUCKS 
Electric Wheel Co. 
MECHANICAL RUBBER 


GOODS, HOSE, PACKING, 
ETC, 


Goodyear Tire & Rubber Co., 
The 


MOTOR TRUCKS, 
TRAILERS, TIRES AND 
ACCESSORIES 


Electric Wheel Co. 
Firestone Tire & Rubber Co., 
The 


MISCELLANEOUS SUPPLIES 


ACCOUNTANTS 
Nelson & Co., Gilbert 
Scovell, Wellington & Co. 


AERT(L FOREST SURVEYS 
Lacey & Co., James D. 


APPRAISERS AND TIMBER 
ESTIMATORS 


Lacey & Co., James D. 
Sewall, James W. 
Spain & Co., H. M. 


ASSOCIATIONS 


Arkansas Soft Pine Bureau 

National Lumber Manufac- 
turers’ Association 

Oak Flooring Manufacturers’ 

Association of the U. S. 


CREOSOTE OILS, 
CREOSOTING, WOOD 
PRESERVATIVES, 
LUMBER PRESERVATIVES 


Ayer & Lord Tie Co. 


FINANCIAL 

American Credit Indemnity 
Co. of New York 

Associated Leaders of Lum- 
ber & Fuel Dealers of 
America 

Builders Commercial Agency 

Lumbermen's Credit Associa- 
tion 


FOREIGN BROKERS 
Richard Shipping Corp. 


HOTELS 


Benson 
Davenport Hotel Co. 





‘INSURANCE 

Associated Lbr. Mutuals 

Lumbermen’s Mutual Cas- 
ualty Co. 

Rankin-Benedict Underwrit- 
ing Co. 


LUMBER PRESERVATIVES 
Curtin-Howe Corporation 


DuPont de.Nemours Co., Inc., 
B.. §. 


OFFICE BUILDINGS 
Metropolitan Building Co. 
OFFICE SUPPLIES 


Buck & Co., Frank R. 
Fisher, S. E. 


Ford Motor Co. 

General Motors Truck Co. 

Goodyear Tire & Rubber Co., 
The 


PORTABLE VARIETY 
SAW RIGS 


Crescent Mach. Co., The 
Paxson Company, The 
RULES—Board and Log 
Lufkin Rule Co. 


SAWMILL MACHINERY 
Bands, Circulars, Gangs, etc. 
Lath and Shingle Machinery 


Allis-Chalmers Mfg. Co. 


American Saw Mill Machin- 
ery Co. 
Crescent Mach. Co., The 


Enterprise Company, The 


SAWMILLS—Portable 


American Saw Mill Machin- 
ery Co. 


Enterprise Company, The 


SAWS, KNIVES, TOOLS 


Hoe & Co., Inc., R. 
Simonds Saw & Steel Co. 
Taylor, Stiles & Co. 
Warren Axe & Tool Co. 


STEAM FEEDS 


Allis-Chalmers Mfg. Co. 
Soule Steam Feed Works 


SOUND-DEADENING 
MATERIAL 


Insulte Co., The 
Stewart Inso Board Corp. 
Wood Conversion Company 


STAINED SHINGLES 
Huntting Merritt Lumber Co., 
Ltd. 


Weatherbest Stained Shingle 
Co. 


STEEL SASH, 
COAL CHUTES 
Majestic Company, The 
Truscon Steel Company 


Vento Steel Sash Co. 


WALL BOARD 


Certain-teed Products Corp. 
Insulite Co., The 
Johns-Manville 

Stewart Inso Board Corp. 
Wood Conversion Co, 


WOOD FILLER 


Parker & Sons Co., Ira 


STOKERS 

Allington & Curtis Mfg. Co., 
The 

TRACTORS 

Caterpillar Tractor Co. 

Cleveland Tractor Co. 

VENEER DRYING 

MACHINERY 

Moore Dry Kiln Co, 


WAGONS—Log 


Electric Wheel Co. 
Lindsey Wagon Co, 


WAGONS—Lumber 


Electric Wheel Co. 
Lindsey Wagon Co. 


WELDING WIRE 
American Steel & Wire Co. 


WIRE ROPE—WIRE ROPE 
FITTINGS AND SLINGS 


American Steel & Wire Co. 
Leschen & Sons Rope Co., A. 
Williamsport Wire Rope Co, 


WOODWORKING 
MACHINERY 


American Saw Mill 
ery Co. 

Atlas Manufacturing Co. 

Crescent Mach. Co., The 


Paxson Company, The 


Machin- 


AND SERVICES 


RUBBER STAMPS 
STENCILS 

Meyer & Wenthe 
Wilcox Mfg. Co., W. W. 


SAP STAIN 

PREVENTATIVE 

DuPont de Nemours Co., Inc., 
B. I. 


TIMBER LANDS 
Lacey & Co., James D. 


CREOSOTED PRODUCTS— 

Blocks, Timber, Poles, Cross 
Arms, Ties, Piling, Lumber, 
Ete. 


Ayer & Lord Tie Co. 
Booth-Kelly Lumber Co. 


Long-Bell Lumber Sales Corp. 

McCormick Lumber Co., C. R. 

National Lumber & Creosot- 
ing Company 


TREATED PRODUCTS— 
Railroad Ties, Poles, Piling, 
Timber Products, Lumber, 
Fence Posts 

Ayer & Lord Tie Co. 
Long-Bell Lbr. Sales Corp. 


National Lumber & Creosot- 
ing Company 


TRADING CHECKS 


Meyer & Wenthe 
Wilcox Mfg. Co., W. W. 
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HO FE 
SAWS 


The real value of 
any saw is its 
actual perform- 
ance day after 
day. 


For more than 100 years 
lumbermen have recognized 
the superiority of HOE saws. 
They have been used in saw- 
ing all species of woods, 
under all working conditions, 
and in all parts of the world. 


HOE saws are made of the 
finest material and by men 
long experienced in main- 
taining the high standard of 
HOE workmanship. That’s 
why they stand up longer and 
give lumbermen better saw 
value. 


In the future be sure to ask 
your dealer for HOE saws 
and HOE files if you want 
maximum satisfaction. 


R.HOE & CO. 


INC. 
NEW YORK 


LA. 
G OS SEATTLE, 


<A A PORTLAND, 























INGLERGKOR 


TRADE MARK REG. US. PAT. OFFICE 


STEEL BELT LACING 


More Reliable 
Belting Service 


The great sur- 
plus strength of 
Alligator Steel 
Belt Lacing pro- 
vides long unin- 
terrupted belt- 
ing service. The 
powerful com- 
pression grip produced in clinching 
the teeth, prevents friction and ply 
separation in the belt ends. This 
favorite lacing is quickly and easily 
applied and is reliable in practically 
every service on all types of flat belt- 
ing. Sold throughout the world. 


FLEXIBLE STEEL LACING CO. 
4673 Lexington Street Chicago, IIlinois 
In England at 135 Fin? Pavement, 








































Scovell, Wellington & Co. 


ACCOUNTANTS and AUDITORS 
MANAGEMENT ENGINEERS 





10 East 40TH Street, New York City 


BOSTON CLEVELAND CHICAGO PHILADELPHIA 
SPRINGFIELD SYRACUSE KANSAS CITY SAN FRANCISCO 





























| Books for Everybody 


LOGGERS, WOODSMEN, 
SAWMILL OPERATORS, 
RETAIL LUMBERMEN, 








WASH. 
ORE. 








WOODWORKERS, 
CARPENTERS, 
ETC., ETC. 


We have a complete line of 
books that you need to make 
your business profitable. 





WRITE TODAY FOR CATALOG 
American Lumberman, 431 So. Dearborn St., Chicago, Ill. 
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